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Micrometric Carbon 
Paper gives you these 
five extra sales fea- 
tures: |. Neater typ- 
ing. 2. Uniform mar- 
gins. 3. Faster typing. 
4. No smudged fin- 


gers. 5. Saves money. 





Ree ENTLY a progressive Webster dealer who 
understands the value of the five extra sales 
features offered by Micrometric Carbon Paper 
turned his knowledge into cash. 

When a large food distributor inquired about 
carbon paper, the dealer told about the extra 
speed and convenience of Micrometric, sold them 
a trial lot. When he called back on his prospect 
two days later, he found the office in a turmoil. 
Questions were shot at him right and left: “You 
mean to say this carbon paper costs no more 
than any other quality sheets?” “Why haven't we 
had Micrometric before?” . . . and the dealer 
walked off with a large order. 

We hear of many such experiences. It’s hap- 
pening every day in every part of the country. 
Dealers who take the time to se/l the five extra 
sales features of Micrometric find it results in 
consistent repeat business. For no other carbon 


paper offers all the advantages of Micrometric. 
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V¥OFFICE APPLIANCES is 
a news and technical trade 
journal, serving the entire in- 
dustry of office equipment. 
It covers the manufacture 
and distribution of office 
machinery, office devices, 
office furniture, office supplies 
and the entire range of com- 
mercial stationery. Its com- 
prehensive news reports of 
the industry and its valuable 
special articles upon subjects 
germane to its field have 
given it unusual prestige. It 
serves a clientele composed 
of managers and agents for 
the various office machines, 
devices and supplies, com- 
mercial furniture, commercial 
stationery dealers and many 
of the largest corporations in 
the United States. It also 
reaches some dealers in fifty- 
four other countries who deal 
in American office equip- 
ment. 


No person, firm or corpora- 
tion, either directly or in- 
directly connected with the 
industry the journal repre- 
sents, has any share in its 
ownership or voice in shaping 
its policy, which has in view 
at all times the best interests 
of the field it serves. It aims 
to discuss all subjects fairly, 
and to furnish its readers re- 
liable information concerning 
the progress and develop- 
ment of the office appliance 
industry. It will answer any 
questions germane to its field 
to the best of its ability, and 
it asks its readers in all parts 
of the world to aid it with in- 
quiries and suggestions, to 
which it will give prompt and 
earnest consideration. 
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THE ADVERTISEMENTS 





These advertisements present the products of the leading manu- 
facturers in each division of the industry. Because of the ground 
for honest differences of opinion, the publishers obviously can- 
not undertake to guarantee transactions between advertisers and 


customers. 


They do, however, offer their service in resolving 


any disagreements which result from relations established 
through the journal. 


Acco Products Inc .144 
Ace Fastener Corp 131 
Acme Card System Co 146 
Acme Staple Co. 147 
Adams, Henry T., Mfg. Co.144 
Aigner, G. J., Co 134 
Allen & Co ' ; “Te 
Allen-Wales Add. Mch. Cp.103 
Alma Desk Co , 128 
Am. Automatic Elec. Sales 

Co. ban an 90 
American Can Co 72 
Amer. Number Mach. Co..146 
American Seating Co 129 
Amer. Writing Mach. Co.. .120 
Ames Supply Co 77 
Artility Metal Products 

Im : 147 
Art Metal Construction Co. 95 
Art Steel Co., In 136 
Atlas Specialty Mfg. Co 146 
Autopoint Company 89 

B 

Bankers Box Co 63 
Barkley, C. L. & Co 130 
Bassick Company 116 
tates Mfg. Co 105 
Beach Publishing Co 149 
Bickett, L. M., Co 129 
Boorum & Pease Co 104 
Bridges, F. W., Ltd 150 
Bristow, Stanley R 144 
Browne-Morse Co 101 
Buckeye Ribb. & Carb. Co.141 
Cameron, Cal ; e< 142 
Cameron Mfg. Co 138 
Carpenter, E. W., Mfe. Co.148 
Carter’s Ink Co , 81 
Case Brothers, Inc 136 
Clarotype Co., The 146 
Clip-on Corp 151 
Codo Mfe Corp 132 
Columbia Rib. & Carb. Co. 96 
Columbia Steel Eq. Co. 117 
Compo Mfg. & Sales Co .133 
Cook, H. C., Co. ; 128 
Corona Typewriter 57 
Corry-Jamestown Mfg. Cp.113 
Coxhead, Ralph C., Corp. 79 


Crown Ribbon & Carb. Co..151 
Dick, A. B., Co 55 
Dictaphone Sales Corp 118 
Dixon, Joseph, Crucible Co.143 
Doppelt, Chas., & Co 139 
Downey, C. L., Co 145 
Dunham-Watson Co 147 
Dura Flex Co 146 
z 
Eaton Paper Corp 143 
Elliott-Fisher..59, Back Cover 


Esterbrook Steel Pen Co 84 
Ever-Ready Calendar Mfe 
Co 125 
Fr 
Faber. A. W., In #5 
F. B. Mfg. Co 148 
Fibroin Stencil Corp 98 
Frankel Carb. & Rib. Co 35 
Fulton Specialty Co 141 
General Fireproofing (Co.., 
The : 60 
Globe-Wernicke Co., The 
73, 97, 121 
Graff. Geo. B., Co 130 
Grand Rapids Desk Co 111 
Graphic Duplicator Co 148 
Guide System & Supp. Co..128 
H. A. Ink Fradicator Co 146 
Hanson Scale Co 149 
Harding. Milo. Company 137 
Harriman-Welts Prod. Co.148 
Harter Corp., The 108 
Heyer Corporation 153 
Higgins, Chas. M. & Co 124 
Hotchkiss Sales Co 139 
I 
Ideal Lino. Top Co 149 
Imperial Desk Co 149 
Imperial Mfg. Co 122 
Imperial Methods Co gO 
Indiana Desk Co 132 
J 
Jasper Chair Co 66 
Jasper Desk Co 124 


Kahn, David, Inc.. cueoene 
Kensington Supply Co.. 120 
Kilian Mfg. Corp. .140 
L 
Leatheroid ... , 76 
Loose Leaf Metals Co .140 
Lutz & Sheinkman, Inc...148 
Manifold Supplies Co 61 
Markilo Co. ........ ‘ 147 
Martens Type Cleaner Co..148 
Meilicke Systems, Inc.. 140 
Metal Office Furniture Co 92 
Metalstand Co. 143 
Methodes ‘ 151 
Meyer & Wenthe. 144 
Miles Reproducer Co 146 
Mimeograph, The 55 
Mittag & Volger, Inc. . 83 
Moore Push Pin Co. 136 
Munson Supply Co. 145 
N 
Nat, Assoc. College Stores.114 
Neva-Clog Products, Inc.. 
sae asesce ...87, 88 
New Indiana Chair Co. ae 
Niagara Duplicator Co....115 
Oakville Company éa ee 
Oxford Filing Supply Co 82 
Pp 
Pacific Cb. & Rib. Mfg. Co. 93 
Parrot Speed Fastener Cp.112 
Peerless Key Co., Inc -— 
Pelouze Mfg. Co. ‘ 147 
Phillips Process Co. 148 
Postindex Co 109 
Pronto File Corp.... 106 
Pruitt, Ime 144 
Prym, William, of Amer...149 
Quality Park Env. Co. 76 


R 
teliable Tw. & A. M. Corp.147 


Remington Rand, Inc.. — 
Rite-Rite Mfg. Co Tt 
Roberts, Weldon, Rub. Co.. 94 
tockwell-Barnes Co, 36 
Roosen, H. D., Co 149 
Rotospeed Co., The. 71 
toyal Typewriter Co. .152 
Ruxton Products, Inc. 102 
Schwab Safe Co., The....126 
Sengbusch Self-Cl. Inkstd 

Co 
Shaw-Walker Co., The 
Sheaffer, W. A. Pen Co 
Sheppard, C. E., Co. 
Sherman-Manson Mfg. Co 
Shipman-Ward Mfg. Co 


Sibley. Edw. L.. Mfg. Co 
Smith, Bradner & Co 


Smith, L. C.. & Corona 
Typewriters, Inc. 57 
Speed Key Mfg. Co 147 
Stein Brothers Mfg. Co 131 
St. Louis Typewriter Ex- 
change : ; 149 
Storms, H. M., Co 127 
Stow-Davis Furniture Co..111 
Sturgis Posture Chair Co.. 75 


Sundstrand 59, Back Cover 


T 
Toledo Metal Furn. Co 1 
Triner Scale & Mfg. Co 126 
Trussell Mfg. Co evel 


Uv 
Underwood-Elliott-Fisher 


Co ..59,. Back Cover 
U. S. Tw. Rib. Mfg. Co 144 
Vail Manufacturing Co 123 
Varityper eit . 79 
Victor Safe & Equipment 

ca a ‘ cen aee 
Wabash Cabinet Co 110 
Wagemaker Co 139 
Warshaw Mfg. Co 143 
Webster, F. S., Co 2 
Weis Mfg. Co. 67, 68, 69, 70 
Wholesale Typewriter Co..135 
Wiggins, John B., Co .-148 
Woodstock Typewriter Co.100 

_ 
Yawman & Erbe Mfg. Co..119 








For the benefit of the subscribers the lines advertised are here 
classified. Many of the requirements of the modern business 
office are represented. Should subscribers be interested in any 
article of office equipment not listed here, they are cordially in- 
vited to communicate with the service bureau, through which 
the information will be promptly and cheerfully furnished by 

letter, without obligation. 


Adding Machines 


Allen-Wales Add. Mach. Cor, 103 
Remington Rand, Inc » 
Sundstrand ... 59, Back Cover 
Adding Machines, Rebuilt and Used 
Reliable Tw. & A. M. Corp .147 
Wholesale Typewriter Co 135 
Adding Machine Rolls and Paper 
Rockwell-Barnes Co 36 
Smith, Bradner & Co 149 


Adding Typewriters 


Underwood E F 59, Back Cover 
Addressing Machines, Used, Rebuilt 

Pruitt, Inc wees 144 
Adhesives 

(See Inks, Adhesives, etc.) 
Arch and Clipboards 

Globe-Wernicke Co 73, 97, 121 

Rockwell-Barnes Co 136 
Ash Trays, Office 

Oakville Company 99 
Bankers’ Note Cases 

Art Steel Co 13 

General Fireproofing Co 60 

Globe-Wernicke Co 73, 97, 121 

Victor Safe & Equip. Co 78, 107 
Billing Machines 

91 


Remington Rand Inc 
Underwood E F Back Cover 
Binders, Catalog and Periodical 


59 


Acco Products, Inc 144 

Aigner, G. J., Co 134 
Biank Books 

Boorum & Pease Co .. 104 

Rockwell-Barnes Co 136 


Biue Print and Plan File Cabinets 


Art Metal Construction Co 95 
Browne-Morse Co 101 
Columbia Steel Equip. Co 117 
General Fireproofing Co 60 
Globe-Wernicke Co 73, 97, 121 
Shaw-Walker Co 85 
Yawman and Erbe 119 
Bond Boxes 
Art Steel Co 13 
General Fireproofing Co 60 
Globe-Wernicke Co 73, 97, 121 
Book Cases 
Alma Desk Co 128 
Art Metal Construction Co 95 
Browne-Morse Co 101 
General Fireproofing C« 60 
Globe-Wernicke Co 73, 97, 121 
Wabash Cabinet Co 110 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe 119 
Book Rings 
Adams, Henry T., Mfg. Co 144 
Carpenter, E. W., Mfg. Co 148 
Oakville Company 99 
Bookkeeping Machines 
Remington Rand Ine 91 


Underwood E F 59, Back Cover 


Box Letter Files 


Art Steel Co 136 

Globe-Wernicke Co 73, 97, 121 

Rockwell-Barnes Co ooo 138 

Weis Mfg. Co 67, 68, 69, 70 
Brief and Zipper Cases 

Doppelt, Chas... & Co 139 

Stein Bros. Mfg. Co 131 
Calculating Devices 

Meilicke Systems, Inc .140 

Reliable Tw. & A. M. Corp 147 
Calculating Machines 

Allen-Wales Add. Mach. Corp 103 

Coxhead, Ralph C., Corp 79 

Sundstrand 59, Back Cover 


Calculating Machines, Used 
Reliable Tw. & A. M. Cory 147 
Wholesale Typewriter Co 135 
Carbon Papers 


(See Ribbons and Carbons) 
Card index Boxes and Trays 
Art Metal Construction Co 95 
Art Steel Co 136 
Cameron, Cal 142 
Columbia Steel Equip. Co 117 
Corry-Jamestown Mfg. Cort 113 
Globe-Wernicke Co 73, 97, 121 
Guide System & Supply Co 128 
Imperial Methods Co gn 
Metal Office Furniture Co 92 
Shaw-Walker Co 85 
Warshaw Mfg. ( 143 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe 119 
Cash Boxes 
Art Steel Co., In 136 
General Fireproofing Co 60 
Casters, Caster Bearings, Slides 
Bassick Company 116 
Kilian Mfg. Cort 140 
Celluloid Envelopes 
Markilo Co 147 
Chair Mats 
Bickett, L. M., Co 129 
Ideal Lino. Top Co 149 
Chairs 
American Seating Co 129 
Artility Metal Products, Ine 147 
Cameron, Cal -142 
General Fireproofing Co 60 
Jasper Chair Co 6 
New Indiana Chair Co 132 
Sturgis Posture Chair Co 75 
Chairs (Posture) 
American Seating Co 129 
Artility Metal Products, In 147 


General Fireproofing Co 


Harter Corp 
Sturgis Posture Chair 
Toledo Metal Furniture 


Check Protectors and Writers, 
Tw. & A.M 


Reliable 
Checks, Stamped Metal 
Meyer & Wenthe 
Clips, Paper (See 


Corp 


Used 


Paper Clips} 


Coin Bags, Trays and Wrappers 
. | - 


Downey, { 


», Co 
Communicating and Call Systems 


Miles Reproducer Co 
Copyholders 
Acco Products 
Amer. Automatic 
Cushions and Pads, 
Bickett. L. M., Co 
Ideal Lino. Top Co 
Cuspidor Mats 
Bickett, L. M., Co 
Dating Stamps 
Amer, Number 
Fulton Specialty (C« 
Meyer & Wenthe 


Inc 
Ele« 


Sales Co 


Chair 


Mach, Co 


Desk Calendar Pads and Stands 
Ever Ready Calendar Mfg 


Desk Pads 
Aigner, G. J., 
Bickett, L. M 


to 
Co 


Desk Pending-Letters Holders 


Acco Products, Inc 

Desk Trays 
Aigner, G. J., 
Art 
Art Steel Co., Inc 
General Fireproofing ¢ 
Globe-Wernicke Co 
Imperial Methods Co 
Weis Mfg. Co 

Desk Work Distributors 
Art Steel Co 
Bristow, Stanley R 
Globe-Wernicke Co 
Sengbusch S. Cl. Inks 
Victor Safe & Equip 

Desks 
Alma Desk Co 
Art 
Browne-Morse Co 
Cameron, Cal 
Columbia Steel 


Co 


Equiy 






»be- Wernicke 
jrand 
Imperial Desk Co 
Indiana Desk (* 
Jasper Desk (« 

Metal Office Furniture 

Shaw- Walker Co 

Stow-Davis Furniture 

Wagemaker Co 

Weis Mfg. Co 

Yawman and Erbe 
Dictation 


to 


t 


Metal Construction Co 


Rapids Desk Co 


Dictaphone Sales Cory 
Dictation Machines (Used) 


Pruitt, Inc 
Duplicating Machines 
Dick, A. B., Co 


Graphic Duplicator Co 


Harding, Milo, Co 
Heyer Corporation, Tl 
Mimeograph, , The 


G 


Niagara Duplicator Co 


Pruitt, Inc 
Rotospeed Co., 
Smith, L. ¢ 


The 


Metal Construction Co 


General Fireproofiing Co 


Machines, Mfrs. of 


Duplicating Machines (Used) 


Pruitt, Ine 


to 


.., & Corona Tws 


Duplicating Machine Supplies 
Co 


Columbia Ribb 
Dick, A. B., Co 
Dunham-Watson Co 
Dura Flex Co 
Fibroin Stencil Corp 
Frankel Carbon & 
Graphic Duplicator C 
Harding, Milo, Co. 
Hever Corporation, 
Kensington Supply 


Mittag & Volger, Inc 


0 


The 
Co 


Niagara Duplicator Ce 


Pruitt, Ine 
Remington Rand In« 
Roosen, H. D., Co 
Rotospeed Co., The 
Smith, L. C., & ¢ 
Engraving, Copper Plate 
Wiggins, The John B 
Envelopes 
Globe-Wernicke Co 
Quality Park Envelop 
Envelopes, Celluloid 
Markilo Co 
Envelope Openers 
Oakville Company 
Eradicators, ink 
Carter's Ink 
H. A 
Heyer 
Erasers, 


Co 


Corporation, 


Rubber 


& Carb 


Dixon, Joseph, Crucible ¢ 


Faber, A. W., Inc 

Oakville Company 

Roberts, Weldon 
Exhibitions 

Nat'l Assoc. ( 


Rub 


llege 


Expense Books 
Beach Publishing Co 
Oakville Company 


St 


Ink Eradicator Co 
The 


o 


ore 


Ribbon Co 


orona Tws 


146 
144 


. oO 


129 


149 


129 


. 99 


94 
114 


.149 


99 
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Eyelets 
Bates Mfg. Co ‘ , 105 
Sibley, Edw. L., Mfg. Co 124 

File Boxes, Collapsible Corrug. 
Bankers Box Co . 63 
Barkley, CC. L., & Co .-130 
Globe-Wernicke Co 73, 97, 121 
Guide System & Supply Co........ 128 
Oxford Filing Supply Co.......... 82 
Pronto File Cor; .106 
Weis Mfg. Co 67, 68, 69, 70 


File Boxes, Metal 
Art Metal Construction Co 
Art Steel Co ; 
Rockwell-Barnes Co hae 
Victor Safe & Equip. Co 78, 

Filing Cab. 
Kilian Mfg. Corp 

Filing Cabinets, Metal 





107 
Ball and Roller Gaeenee 
140 


Art Metal Construction Co . 95 
Art Steel Co... . 136 
Browne - Morse Co .101 
Cameron, Cal . ane »oosken 
Columbia Steel Equip. Co........117 
Corry-Jamestown Mfg. Corp -118 
General Fireproofing Co Ser 
Globe-Wernicke Co 73, 97, 121 
Metal Office Furniture Co ° 92 
Remington Rand Inc 91 
Shaw-Walker Co . &5 
Victor Safe & Equip. Co.....78, 107 
Yawman and Erbe er 
Filing Cabinets, Wood 
Globe-Wernicke Co 73, 97, 121 
Imperial Methods Co 80 
Rockwell-Barnes Co 136 
Wagemaker Co ee 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe 119 
Filing Supplies 
Acco Products, Inc 144 
Aigner, G. J., Co 134 
Art Metal Construction Co 95 
Barkley, C. L., & Co 130 
Browne-Morse Co 101 
Cameron, Cal 142 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing Co save OO 
Globe-Wernicke Co 73, 97, 121 
Guide System & Supply Co 128 
Imperial Methods Co 80 
Metal Office Furniture Co 92 
Oxford Filing Supply Co 82 
Quality Park Envelope Co 76 
Rockwell-Barnes Co 136 
Shaw-Walker Co 8&5 
Victor Safe & Equipment Co..78, 107 
Wabash Cabinet Co 110 
Wagemaker Co 139 
Warshaw Mfg. Co 148 
Weis Mfg. Co 67, 68, 69, 70 
Yawman and Erbe Mfg. Co 119 
Finger Pads 
Parrot Speed Fastener Corp 112 
Folders (See Filing Supplies) 
Fountain Pens 
Autopoint Company 8 
Carter's Ink. Co 81 
Esterbrook Steel Pen Co x4 
Kahn, David, a 27 
Sheaffer, W . Pen Co 74 
Gummed Cloth Rtn 
Graff, Geo. B., Co 130 
Warshaw Mfg. Co 143 
Index Card Signals 
Acme Card System Co 146 
Cook, H. C., Co 138 
Graff, George B., Co 130 
Moore Push Pin Co ...136 
Victor Safe & Equip. Co 78, 107 
index Tabs 
Aigner, G. J., Co 134 
Barkley, C. L., & Co ..130 
Globe-Wernicke Co 73, 97, 121 
Guide System & Supply Co 128 
Markilo Co ‘ ..147 
Parrot Speed Fastener Corp -112 
Shaw-Walker Co , 85 
Victor Safe & Equip. Co 78, 107 
Warshaw Mfg. Co 148 
inks, Adhesives, Etc. 
Carter's Ink Co 81 
Harriman-Welts Prod. Co .148 
Higgins, Chas. M., & Co . 153 
Ruxton Products, Inc .102 
Sheaffer, W. A., Pen Co 74 
Inkstands 
Sengbusch S. Cl. Inkstand Co 64 
Leads for Mechanical Pencils 
Autopoint Company 89 
Faber, A. W., Inc 65 
Rite-Rite Mfg. Co .146 
Sheaffer, W. A., Pen Co 74 
Leather Goods 
Doppelt, Chas., & Co 139 
Stein Bros. Mfg. Co 131 
Leather Upholstered Furniture 
Jasper Chair Co 66 
Letter Trays (See Desk Trays) 
Letterheads 
Lutz & Sheinkman, Inc 148 
Wiggins, The John B., Co 148 
Library Equipment 
Art Steel Co .136 
Corry-Jamestown Mfg. Cort .118 
General Fireproofing Co . 60 
Globe-Wernicke Co 73, 97, 121 
Shaw-Walker Co 85 
Linoleum Tops, Desk 
Ideal Lino. Top Co 149 
Lockers and Storage Cabinets 
Art Metal Construction Co 95 
Art Steel Co.. 136 
Browne- Morse Co 11 
Corry-Jamestown Mfg. Corp 113 
General Fireproofing Co., The 60 
Globe-Wernicke Co 73, 97, 121 
Metal Office Furniture Co « a 
Shaw-Walker Co . 8 
Yawman and Erbe 119 
Loose Leaf Books and Systems 
Adams, Henry T.. Mfg. Co .144 
Aigner, G. J., Co 134 
Boorum & Pease Co 104 
F. B. Mfg. Co 148 
Sheppard, The C. E., Co 133 
Trussell Mfg. Co 137 
Loose Leaf Envelopes, Celluloid 
Markilo Co 147 





Loose Leaf Metals 


Carpenter, E. W., Mfg. Co.... .148 

Loose Leaf Metals Co....... .140 
Mall Distributors 

renee, Bape BB... ooscccccoces 144 

Globe-Wernicke Co.. 73, 97, 121 

Victor Safe & Equip. Co —_— Fe 
Map Tacks 

Graff, George B., Co.... .-130 

Moore Push Pin Co .136 
Maps, Globes, Ete. 

Acme Card System Co.. 146 
Matched Office Suites 

Art Metal Construction Co 95 

General Fireproofing Co..... .-. 60 

Globe-Wernicke Co... .. 73, 97, 121 
Memorandum Books 

Boorum & Pease Co 104 

Rockwell-Barnes Co. ...... 136 

Trussell Mfg. Co.. 137 
Memorandum Devices 

Acme Card System Co............ 146 

ee Be Gi ccnccweecews re 

Bristow, Stanley R............ 144 
Mending Tape (Gummed) 

Warshaw Mfg. Co.......... 143 
Moisteners 

Sengbusch 8. Cl. Inkstand Co.. 64 
Numbering Machines 

American Numbering Mach. Co... 146 

ST EL ee ieyete. 105 
Office Machines, Used and Rebuilt 

Po Me sousnes er 
Office Partitions and Railings 

Globe-Wernicke Co...... 3, 97, 121 
Pads, Figuring 

Boorum & Pease Co........... 104 

Rockwell-Barnes Co. ............ 136 
Paper 

Eaton Paper Corporation... .. .143 

Rockwell-Barnes Co. ......... 136 

Smith, Bradner, & Co.. 149 
Paper Clamps 

Acco Products, Inc........... 144 

Esterbrook Steel Pen Co. . 84 
Paper Clips 

Acco Products, Inc 144 

oo. | re es 151 

Cook, H. C., Co ' 138 

Fulton Specialty Co............. 141 

Graff, George B., Co.... 130 

Oakville Company ................ yy 

Rockwell-Barnes Co. ... 136 

Vail Manufacturing Co 123 
Paper Fastening Machines 

Ace Fastener Corp 131 

Acme Staple Co vane 147 

Amer. Automatic Elec, Sales Co... 90 

Bates Mfg. Co..... oveccessRen 

Compo Mfg. & Sales. Co .133 

Hotchkiss Sales Co... eeeerrrT 

Neva-Clog Products, Inc... . 87, 88 

Parrot Speed Fastener Corp 112 

Sibley, Edw. L., Mfg. Co 124 

Victor Safe & Equip. Co......78, 107 
Paste (See Inks, Adhesives, etc.) 
Pen and Pencil Clips 

Oakville Company 99 
Pencil Sharpeners 

Graff, George B., Co........... 130 
Pencils, Wood Cased Lead 

Dixon, Joseph, Crucible Co 148 

Faber, A. W., Inc ée 65 
Pencils, Mechanical 

Autopoint Company . 89 

Carter's Ink Co 81 

Kahn, David, Inc 27 

Rite-Rite ye Co verve eel dB 

Sheaffer, W , Pen “Mfg. 
Penhetders 

Sengbusch 8. Cl. Inkstand Co..... 64 
Pen Sockets 

a h 8S. Cl. Inkstand Co 64 

“Esterbrook Steel Pen Co.......... 84 

Sengbusch S. Cl. Inkstand Co..... 64 
Picture Hooks 

BEOOED Pee Pek OB cacccccccsscce 136 
Pins and Pin Containers 

 - - > ae 99 

Prym, William, of America...... 149 

Vail Manufacturing Co....... 123 
Platens, Typewriter 

Amer. Writing Mach. Co.. 120 

Ames Supply Co....... _ 77 

Shipman-Ward Mfg. Co 86 

St. Louis Typewriter Exch........ 149 

Wholesale Typewriter Co.......... 135 


Postal Scales 

Hanson Scale Co................. 149 

ro eee 147 

Triner Scale & Mfg. Co.......... 126 
Pressboard 

Case Brothers, Ime... .....cccceses 136 
Publishers 

Bridges, F. W., Ltd..... .150 

Methodes ............ 151 
Punches 

Acco Products, Ime..........0.00% 144 

EE S66 id Sh66 0466 640s 105 

Boorum & Pease Co.............- 104 

Globe-Wernicke Co........ 73, 97, 121 
Push Pins 

BEOGEO We Pim Ge... oc cccccccces 136 
Ribbons and Carbons 

ME GD he ks a daweeneen 464 6ees 142 

Buckeye Ribbon & Carbon Co..... 141 

Cameron Mfg. Co..........-.0000+ 13: 

GU Me Mc encsenacecoosess 

Ge Be Gas o5:000004 0060800 


Columbia R. & C. Mfg. Co.. 
Crown Ribbon & Carb. Co... os 
Frankel Carbon & Ribbon Co...... § 









RG Bs Gon nceseveccesess 2 
Manifold Supplies Co............. 
Mittag & Volger, Inc............. 
Pacific Carbon & Ribbon Co. 

Phillips Process Co............... 
Remington Rand, Inc............. 91 
Rockwell-Barnes Co. ............ 136 
Royal Typewriter Co., Inc........ 152 
Ruxton possnes. Ti crcesceenent 102 
Smith, L. & Corona Tws...... 57 
St. Louis Typewriter Exch 149 
UNNEE, TE, Bie Gc cc ccccseceoses 127 


Underwood E F 


. Back Cover 

U. 8. Typewriter Rib. Mfg. Co...144 

Webstats Bs Gio GBicccccscccccece 2 
Rubber Bands 

Dt Wie Mccscccrsccoves 65 
Rubber Stamps 

Meyer & Wenthe............ 144 
Rubber Type Outfits 

Fulton Specialty Co.............. 141 
Safes 

Art Metal Construction Co........ 95 


General Fireproofing Co... 
Globe-Wernicke Co........ 











Remington Rand, Inc. 91 

Schwab Safe Co., The............ 126 

Shaw-Walker Co. ............. . 85 

Victor Safe & Equip. Co......78, 107 

Yawman and Erbe............... 119 
Scales 

SEOG Bans OP. ooo secccsecos ves 149 

PUD. Be Gi ccocccsccncessce 147 

Triner Scale & Mfg. Co...........126 
Sealing Wax 

Higgins, Chas. M., & Co......... 134 
Seals, Notary ons Corporation 

Meyer Oe Dias baneeenes¢ ~~ 
ay s 

Art Metal Construction Co........ 95 

General Fireproofing Co... ... ace ae 

Globe-Wernicke Co....... 73, 97, 121 

Wabash Cabinet Co............... 110 
Shelf Boxes 

BED Gee Gs senencrscesneece .136 

General Fireproofing Co........... 60 

Globe-Wernicke Co........ 73, 97, 121 

Wee Be Gc ccecsces 67, 68, 69, 70 
Shelving 

Art Metal Construction Co........ 95 

I Dt Ee nckth thicken 4heunnd 136 

Browne-Morse Co. .......... 101 

General Fireproofing Co 60 

Globe-Wernicke Co........ 73, 97, 121 

Ge GE, Novacwdacectoess 5 
Stamp Pads 

Pe Ge A, owede cabhnens 

Carter’s Ink Co....... 

Fulton Specialty Co 

Meyer & Wenthe............000. 

Rockwell-Barnes Co. § 

Victor Safe & Equip. Co...... 78, 107 
Stands for Office Machines 

GS Ge Bisenseknccetas ncseoes 136 

General Fireproofing Co........... 60 


Globe-Wernicke Co........ 73, 97, 121 
ee SS. eee ‘ 

Metalstand Co. 
Sherman-Manson Mfg. Co 
Sturgis Posture Chair Co. 
Toledo Metal Furniture Co. 








requests for catalo 
or to replace the 


THRE SERVICE BUREAU 


of Office Appliances is maintained for the exclusive 
use of subscribers and advertisers. In the execution 
of its various commissions this bureau calls upon prac- 
tically every member of the staff. It answers by per- 
sonal letters all inquiries upon matters germane to 
the field, it furnishes special reports upon articles of 
office equipment, supplies names of manufacturers of 
any article wanted, puts man and job together, prepares 
advertising copy, furnishes list of 
dealers in nearly every country, aids foreign dealers in 
securing U. S. A. lines, and in many other ways 
forms useful service, all without charge. 
in every land have made, and are making, g 
of this bureau; manufacturers in every section of the 
field have had evidence of the service. 
ues to bring their files up to date, 
le in case of fire or other form of 
destruction, are broadcasted in a bulletin which is 
mailed frequently to leading manufacturers. 


desirable agents and 


Subscri 
use 


Subscribers’ 








Staples, Paper Fastening 
Ace Fastener Corp........... 





Stationery, Engraved, Lithegraphed 
Lutz & Sheinkman............... 148 
Wiggins, The John B., Co......... 148 

Stencils, 

Meyer & Wenthe................. 144 

Sten phers’ Note 
Rockwell-Barnes Co. .........55. 136 
SUNG TED Goiccisc c ceccscsecses 137 
00! 

Harter Corp., The.............+.+. 108 
Sturgis Posture Chair Co... .. oe ve 
Toledo Metal Furniture Co........123 

Storage and Transfer Cases 

Art Metal Construction Geis ccvies 95 






Barkley, C. L., & 

Browne-Morse Co. .. ‘ 

Columbia Steel Equip. ‘Co. beeeenees ly 
Corry-Jamestown Mfg. Corp....... 113 
General Fireproofing Co........... 


Globe-Wernicke Co., The. .73, 97, 
Guide System & Supply © 
Imperial Methods Co............. 80 
Metal ice Furniture Co. 
Oxford Filing Supply Co... 
Pronto File Corp. 
Rockwell-Barnes Co. ... 


Weis Mfg. Co.......... 
Yawman & Erbe Mfg. a 
Store Fixtures and Seupuest 
General Fireproo' 60 
Globe-Wernicke Co., The. -73, 97, 121 







Swinging Typewriter Stands 
Globe-Wernicke Co., The..73, 97, 121 
Tables 
Art Metal Construction Co........ 95 
BEE BOR, Ge ceneccccscedesocdese 136 
Browne-Morse Co. ...........665. 101 
General Fireproofing Co........... 60 
Globe-Wernicke Co., The. .73, 97, 121 
Shaw-Walker Co. ........000000. 85 
Tablets 
Rockwell-Barnes Co. ..........«. 136 
—— and Statistic Machs. 
Remington Rand, Inc............ 91 
Telephone Accessories 
Amer. Automatic Elec, Sales Co. 90 
ten BER, Giboecacecctescscescns 105 
Meilicke Grctenne, ae 140 
Victor Safe & Equip. Co.....78, 107 
Telephone Stands 
Art Metal Construction Co....... 95 
General Fireproofing Co........... 60 
Globe-Wernicke Co., The..73, 97, 121 
Yawman and Erbe...........s05+ 119 
Thumb Tacks 
Graff, George B., C0. ..... 5.6555. 130 
Moore Push Pin Co........... .. 196 
Oakville Company ........ ees 
Vail Manufacturing Co........ .123 
Type, Typewriter 
Amer. Writing Machine Co... 120 
Ames Supply C0... .. 6.66666 6ccues 77 
Shipman-Ward Mfg. Co........... 86 
Typewriter Cleaning Material 
Amer, Writing Machine Co....... 120 
Chasetype CO. .cccccccccccccteces 146 
Martens Type Cleaner Co......... 148 
Mittag & Volger, Imc............. 83 
- Webster, F. 8S., C0... ....ccccneee 2 
Atlas Specialty Mfg. Co.......... 146 
ypewriter Cushion Keys 
Munson Supply Co... ......6s005+ 145 
Peerless Key Co... ......0.0s00008 62 
Speed Key Mfg. Co.........+s06- 147 
~~ &. Cushion Knobs and Bases 
Amer. Writing Machine Co....... 120 
Ames Supply o,.. OO 77 
Wiohett, Te, BM, Odi. cccccvsccseses 129 
Peerless Key to banka sgnnesseseses 62 
Typewriter Parts and Tools 
Amer. Writing Machine Co........ 120 
Ames Supply Co... ......0ssceeeee 77 
Shipman-Ward Mfg. Co.......... 86 
Wholesale Typewriter Co.......... 135 
Typewriters, Mfrs. of 
Corona Typewriter ...........6665 7 
Coxhead, Ralph C., Corp......... 79 
Remington Rand, Inc............. 91 
Royal Typewriter Co..........6+6+ 152 
Smith, L. C., & Corona Tws...... 7 
Underw Deeses 59, Back Cover 
VOrIPPEE ccccccccccvesccsccececs 
Woodstock Typewriter Co......... 100 
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Typewriters, Rebuilt and Used 
Amer. Writing Machine Co 
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Wholesale Typewriter Co.......... 135 
Visible Systems Equipment 
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Aigner, G. J., CO... cee eescenes 134 
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Postindem CO. ...cccccscccccccces 109 
Remington Rand, Inc............. 91 
Sheppard, The C. E., Co.......... 133 
Victor Safe & Equip. Co..... 78, 107 
Yawman and Erbe...........++5. 119 
Wardrobes 
Art Metal Construction Co........ 95 
Art Steel Co............. Se 
Browne-Morse Co. . -+--l01 
General Fireproofing | Maange 60 
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Waste Baskets 
American Can CO........6sceee0. 72 
Art Metal Construction Co........ 95 
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General Fireproofing Co........... 60 
Globe-Wernicke, The...... 73, 97, 121 
Metal Office ae Gievcccuss 92 
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WANTS AND LOR SALE 


The rate for classified advertisements is 


SITUATIONS WANTED 


SALES EXECUTIVE with remarkable record in the office appliance field 
desires to connect with a wide-awake, nationally known concern which is 
genuinely interested in increasing its sales volume Successful producer 
as salesman, branch manager and later generai sales manager for large 
volume during recent 


organization Has shown consistent increase in 
years as well as former, 1934 being best of all in results References 
available from men of prominence in office appliance industry Fully 


competent to handle anything pertaining to accounting, either mechanical 
equipment or forms and loose leaf, systems work, or practically anything 
else which may come under the head of office specialty An interview is 
solicited with some enterprising office appliance manufacturer Address 
B-203, care Office Appliances, Chicago 


EXPERIENCED COMMERCIAL STATIONER who has long specialized in 
systems and equipment desires connection with manufacturer of loose leaf 
systems, furniture, filing supplies or other specialty line Familiar with 
both dealers and manufacturers’ points of view Address B-206, care 
Office Appliances, Chicago 


EXPERIENCED Traveling Salesman, successful record, well known to 
office appliance dealers and stationers in every section of the U. 8 
Qualified to market any office equipment or stationery items Highest 
feferences Address B-202, care Office Appliances, Chicago 


YOUNG LADY whose experience has been in large office prefers to sell 
to offices in Cleveland and vicinity Interested in some new device or an 
older established line which will sell readily on direct solicitation Ad 
dress B-200, care Office Appliances, Chicago 


record of satisfac 
Married Refer 


TYPEWRITER MECHANIC, eleven years’ experience, 
tory service, wants position, preferably in Southwest 


ences. Address B-199, care Office Appliances, Chicago 


good producer, with nine years’ experience, 


TYPEWRITER MECHANIC 
Address B-198, 


wants steady work with opportunity for advancement 
care Office Appliances, Chicago 


SALESMEN WANTED 


LEADING MANUFACTURER of high class office furniture seeks young 
man as representative in central west The position requires some one 
thoroughly experienced, preferably with acquaintance among the dealers 
in the territory Give complete information including previous connections, 
territory covered, age, and cover any other points which may be of in 
terest A full-time job for the right man, starting at reasonable figure 
with good potential future to be developed by ability Address 0-146, 
care Office Appliances, Chicago 


SALESMEN WANTED—Men interested in carrying profitable, fast-selling 
Top-X Rubber Cement to their regular stationery and department store 
trade Liberal commission Exclusive territory Write today Address 
Top-X Company, Rockford, Illinois 


SALESMEN WANTED—To sell complete line of office supplies and job 
printing direct to offices in Chicago Fast growing stationer will give 
liberal commission and full cooperation Address 0-143, care Office Ap 
pliances, Chicago 


EXPERIENCED SALESMAN wanted by well known manufacturer of wood 
and paper filing supplies for southern territory Must be well acquainted 
with the trade Address 0-139, care Office Appliances, Chicago 


desires commission salesman 
lines handled, experience and 
Chicago 


MANUFACTURER steel filing equipment 
for Northwest State territory covered, 
references Address 0-144, care Office Appliance Z 


MECHANICS WANTED 


EXPERIENCED MECHANIC to take charge of shop; must be especially 


good on Royals State references, age, experience and salary expected 
in application Address 0-138, care Office Appliances, Chicago 


REPRESENTATIVES AVAILABLE 


SALES ORGANIZATION established in New York for many years seeks 
one additional line to be sold to the trade in the east Territory covered 
extends from New England to Baltimore and Washington Will sell on 
straight commission or will buy merchandise outright from the manufac 
turer depending upon the proposition offered and the sales opportunities 
Thoroughly reliable and capable of giving the type of repre 


presented 
Address B-204, care Office Ap 


sentation a manufacturer would expect 
pliances, Chicago 


office equipment salesman wishes additional line Cover 
Maryland, New Jersey, Delaware and part of New 
Personal acquaintance with principal deal 
York 


ESTABLISHED 
ing Pennsylvania, 
York state. Good following 
ers. Address B-205, care Office Appliances, 100 E. 42d St., New 


EXPERIENCED office furniture man with twenty years as manufacturer 
plans to operate as manufacturers’ representative in the Middle West 
Desires to hear from companies making wood desks and chairs, and steel 
files, who are in a position to consider new arrangements for middle 
western territory Well acquainted with the trade Address B-201, care 
Office Appliances, Chicago 


BUSINESS OPPORTUNITIES 


Proven articles of merit for stationery trade, office and factory 
royalty only Our progressive manufacturing and mer 
years can help you Address 


WANTED 
use Exclusive 
chandising facilities established over ten 
0-141, care Office Appliances 


Chicago 


eight cents a word, minimum charge, $1.60. 


REPRESENTATIVES WANTED 


WE HAVE several territories open, and are interested in receiving applica 
tions from reliable and successful men When writing give full details as 
to past experience. Stein Bros. Mfg. Co., Inc., Manufacturers of quality 
zipper ring books, brief cases and folios, 564 W. Adams St 
Chicago 


envelopes, 


DIRECT SALES REPRESENTATIVE wanted by Western manufacturer of 
fast selling popular item in every major Western city Can be handled 
on full time or as a side line Give full information of present activities 
and credentials with first reply Address 0-145, care Office Appliances, 


Chicago 

IF YOU SELL DIRECT TO OFFICES you can sell our high grade Type 
writer Specialty profitably Liberal profit on each sale. Protection given 
Quickly becomes a major line Write for details giving territory you 
cover Address 0-142, care Office Appliances, Chicago 


PATENT ATTORNEY 


PATENT ATTORNEY, 
Address 0. A. Gustafson, P. O. Box 707, 
Washington, D. C 


specializing in office equipment and appliances 
Benjamin Franklin Station, 


SALES LETTERS 


LETTERS WILL BUILD SALES: For years I have built letters that pull 
sales. You need them more than ever now Send me your data for new 
letters, or unsuccessful letters for reshaping Particulars on request 
Address H. M. Goldthwait, 354 Franklin Street, Buffalo, N. Y 


BRANCH OFFICE SERVICES 


WASHINGTON, D. C 
ernment supply proposal contracting, 
business, economics, government, ete 
Chicago 


resident agency, office, sales representation, Gov 
analyses, investigations; graduate, 
Box 0-140, care Office Appliances, 


FOUNTAIN PEN REPAIRING 


REPAIRED for the trade since 1904 
Prompt 
Send a 
Chicago 


ALL MAKES FOUNTAIN PENS 
Standard Prices—-regular trade discount All work guaranteed 
Send all makes to one place—saves postage and time 
Welty Pen & Repair Co., 38 S. State St., 


service 
trial package today 


FOR SALE AND WANTED TO BUY 


BOOKKEEPING AND BILLING MACHINES—Specializing in Burroughs, 
Moon Hopkins, Elliott-Fisher and National Accounting Machines—Bought 
and sold Accounting Machines Corporation, 343 So. Dearborn St., 
Chicago 


ELLIOTT-FISHER billing and bookkeeping machines, also all office ma 
chines, bought, sold and rebuilt Teeter-Warsh Co., 309 W. Kilbourn 
Ave., Milwaukee, Wisconsin 


MACHINES, late models Elliott-Fisher 
Maloney, Gilmore Co., 5058 


BILLING 
Underwood, Burroughs, etc., 
S. Dearborn St., Chicago 


AND BOOKKEEPING 
bought and sold 


Typewriters, Adding Machines, all office 
Chicago Office Appliance (C< So 


ELLIOTT-FISHER MACHINES, 
equipment, bought and sold. 
Dearborn, Chicago 


Typewriters, Adding Machines, all office 
Crowley Company, 434 Caswell Bldg., 


ELLIOTT-FISHER MACHINES, 
equipment bought and sold. W. J 
Milwaukee, Wisconsin 


WANTED, one good used Underwood Elliott Fisher hitting Machine Nap 
panee Milling Company, Nappanee, Indiana 


Comptometers (Models F-H-J), 
Universal Office Equipment, 396 


Acme, Post Index, 
Machines 


WANTED Kardex, 
Remington £23 Bookkeeping 
Broadway, New York 

FOR SALE—1,000 Duplex IVI panels for 4%" and 5°’ card, 500 8’ 
panels $1.00 each in lots of 25 Visible equipment, all makes, dictating, 
addressing and duplicating machines bought and sold Hanover Office 
Equipment Co., 80 Greenwich St., New York City 


typewriters, 
Perdue Of 


KARDEX, cash registers, adding and bookkeeping machines, 
Ediphones, Addressographs, Multigraphs, Graphotypes, et 
fice Furniture Company, Jacksonville, Florida 


Multigraphs, Dictaphones, Folders, Sealers, Type 
Pruitt, 166 N. LaSalle, Chicago 


ADDRESSOGRAPHS 
writers. Write us, save money 


special prices to dealers 


DICTAPHONES, EDIPHONES—rough or rebuilt 
Dictating Machine 


sales and profits—-write us. American 
York City 


Increase your 
Co., 1141 Broadway, New 


MULTIGRAPH RIBBONS re-manufactured. Guaranteed work, quick serv 
ice Send us your old ribbons today 144 yard reels of typewriter rib 
bon fabric, with handy winder, a specialty Also two grades of excellent 
duplicator ink. Lewis Co., 95la N. 4th St., Milwaukee, Wis 


REPRODUCTIONS OF SALES LETTERS, Diagrams, Pictures, Bulletins, 
Price lists; $1.50 hundred copies; Additional hundreds 20c 


Drawings, 
Laurel Process, 480 Canal Street, New York 


Cuts unnecessary. Samples 


discontinued—closeouts—seconds— in 
Storage Cabinets, Lockers, steel shelv 
State quantity available, cash 
Business Equipment Co., 


WANTED TO BUY—Destandardized 
Desks, Chairs, Tables, Files, Safes 
ing, Commercial Office Supplies in general 
price Information confidential Universal 
Bridgeport, Conn 








FEBRUARY, 1935 


Export Statistics by United 


United States Exports of Typewriters, Duplicating Machines 
and Office Supplies, October, 1934 


Countries 
Austria ....... oe 
Azores & Madeira Islands 
Belgium .. on access 


Czechoslovakia 
Denmark 
Estonia 

finland cee 
France . 
Germany 
Gibraltas cee 
CGireece 

Hungary 

Irish Free St 
Italy . 
Lithuania 

Malta, Gozo & Cyprus 
Netherlands 
Norway .. 
Poland & Danz 
Portugal 
numania ‘ 
Soviet Russia in Europe 
Spain ~ ‘ 
Sweden ‘ 
Switzerland 
United Kingdom 
Yugoslavia 
Canada 

Costa Riva 
Guatemala 
Honduras 
Nicaragua 
Panama 
Salvador 

Mexico .... 

New. & Labrador 
Bermuda 
Jamaica . 

Trin. & Tobago 
Other British West Indies 
Cuba 

Dom. Republi 
Neth. W. Indies 
Fr. West Indies 
Haiti, Rep. of 
Vir. Is. of U. S 
Argentina 

Bolivia 

Brazil 

Chile 

Colombia 
Ecuador 

Br. Guiana 
Swinam 

Fr. Guiana 

Peru 

Uruguay 
Venezuela 

Aden 

Arabia 

Br. India 

Br. Malaya 
Ceylon 

China 

Neth. India 

Fr. Indo-China 
Hong Kong 

Iraq 

Japan 

Kwantung 
Palestine 

Persia 

Philippine Is 
Siam 

Syria 

Turkey 

Australia 

New Zealand 

Br. E. Africa 
Union of South Africa 
Gold Coast 


Nigeria 
Other British West Africa 
Egypt 


Alg. & Tunisia 
Other Fr. Afr 
Liberia 

Morocco 

Mozambique 

Canary Is 

Other Spanish Africa 


Total 

Shipments from t S. to 
Hawali 
Puerto Rice 


Countries 
Austria 
Azores & Madeira Islands 
Belgium 
Czechoslovakia 
Denmark 
Finland 
France 
Germany 
Italy 
Malta, Gozo & Cyprus 
Netherlands 
Norway 
Portugal 
Rumania 
Spain 


Standard 


typewriters, new 


Number 


14 $ 990 
162 
47 
2 
47 
isl 12,664 
131 ¥,78¢ 
27 9,035 
103 6,635 
Sv 2.885 
l Yo 
308 20,545 
419 28,858 
154 10,732 
tu 108,560 
1X1 6,791 
2t 8,745 
17 1,115 
& 428 
0 2,299 
311 
12 857 
6 450 
476 31,340 
5 318 
( 360 
l sO 
44¢ 32,877 
l 945 
10 761 
4 338 
l 95 
1 50 
117 8,115 
615 
19 
104 
YS 
12 684 
l 102 
R0 5,81 
42? 200 
l &5 
637 
54 
90 
249 
105 
l 
21 
1 
125 
9 
26 
43 2,757 
2 140 
6 420 
148 10,370 
195 
1S 1,100 
19 1,341 
14 1,019 
294 $559,763 


44 $ 2,854 


161 9,638 


Filing 
folders, 
index cards 
and other 
office forms 


Pounds 
290 $ 22 
OT 198 
655 57 
759 357 
157 146 

10 u 
49 7) 














Portable 


typewriters, Dew 


Number 











il $ 250 
ls 468 
138 3,968 
4U8 11,628 
vu 72 
105 , 428 
76S 25, Zt 
405 1 
t 162 
ra l ed | 
1.556 
531 17,6 
lv 209 
22 85 
66 1,037 
169 5,708 
185 u75 
62 1, SAZ 
SU 3.5 
35 16,8 
S90 25,047 
451 14,597 
977 27,40 
lv 270 
141 541 
22 624 
iO R67 
16 R6 
S80 17,520 
4 168 
S 2t 
“10 
1 
9 
1 
131 4,41 
203 7,281 
32 1,200 
61 1,447 
4 ill 
4 186 
17 538 
2 54 
q 200 
1 60 
782 21,338 
147 5,011 
482 2,862 
81 2.646 
349 12,174 
48 1,618 
60 2,115 
4 134 
f 150 
53 1,745 
17 525 
67 2 536 
g 22 
4 108 
36 1,11¢ 
107 252 
46 
12 ; 
51 ‘ 
22 658 
30 1,075 
48 1,692 
t 1,168 
st 
160 
6 162 
17 68 
17 569 
9,732 $289,799 
40 $ 1,638 
l¢ 568 


Carbon paper 


Pounds 

19 $ 2 
19 24 

9 1¢ 
558 287 
”) 15 
229 164 
105 ( 
126 7 
40 45 


777 
Used and 








rebuilt 7775 
typewriters Typewriter 

Number parts 
92 §$ 2,240 . 

, : 3 5 
110 4,375 556 
237 4,600 4u 

5 175 JUS 
161 t s 305 
) Lili 460 
62 2,052 o y 
AO 2,066 ° 
22 319 
40 ° 
l 5 
772 1,126 
an 132 
36 
6 71 
179 
280 «8,342 “171 
i) 1,544 74l 
19 771 744 
289 7,893 6,175 
27 7,484 41,285 
9 229 
6 RS 
13 43 66 
209 4,129 67 
l "65 
2 51 
2 93 . 
21 529 91 
3 120 
4i 1,598 “418 
17 649 "58 
aoe 182 
281 
11 418 ° 
=p "40 
5 205 124 
20 
1 25 594 
3 124 16 

‘119 «5,001_~—s«8,142 
10 363 140 
‘2000872 "102 

7 280 78 
5) 
446 
200 «5,654 —tts« 
5 123 ' 
34 996 15 
1,3 054 
4 101 , 
10 157 3,912 
10 231 
113 918 722 
1 25 . 
239 
88 
20 
10 86 26 
oe "10 
10 423 
564 $98,812 $70,202 
114 $3,560 §$ 293 
S 341 55 
7763 
9395 Duplicating 
Typewriter machines, 
ribbons parts and 

Dozens supplies for 
53 $ 113 § 99 
20 47 eases 

1 6 2,033 
55 208 39 
80 73 

552 1,301 
5 160 
22 693 
l 2 cece 
20 704 1,008 
152 289 319 
65 139 
60 219 
21 77 





Filing 


folders, 


























States Department of Commerce 


index cards 
and other 9392 
office forms Carbon paper 
Pounds Pounds 
Countries 
Sweden 2,246 1,890 
Switzerland Lud 92 
United Kingdom 10, 397 5,028 
Canada ‘ 5,310 1,735 
Costa Rica wi 166 
Guatemala cons 
Honduras Iss 72 
Nicaragua zyv2 79 
Panama 1,Sw0 663 
Salvador eee gene 
DEED’ un 0ceceeuneeténons 959 310 1,072 
Newfoundland & Labrador 1,000 weve 
DOTMIMER ccccsecs cccces 545 ose 
CUE, 0.60 00 0b kbs00 80 . 8,378 253 185 
Trinidad & Tobago...... 194 see 
Other British West Indies 47 oe 
Cuba eT TTT CTT TT 5,183 4,083 2, 292 
Dominican Republic oe 401 21 44 
Netherland West Indies... 4,877 
Haiti, Rep. of.. _ 234 269 691 
Vir. Is. of U. S ° 32 12 10 
Bolivia .... oe . 60 
. - 259 332 
Gee srecece ose 101 617 
Colombia . -- 2,041 2, 1,680 
Surinam . . 25 - 
Peru , ene 3x9 211 
Uruguay , am ae ; 420 
Venezuela se 754 325 637 
Br. India 2. 1,494 
Br. Malaya + = 743 1 1,468 
Ceylon oe . 22 
China .... ° . 2,675 500 185 
Neth. India - 9,984 1,574 380 
Fr. Indo-China - 
Hong Kong : 53 18 36 70 
Iraq .... , 210 46 , ose 
Japan ‘ 135 3 11,649 5,869 
Palestine cS ‘ ‘ 
Phili, Is . 6,240 1,236 2,627 974 
Siam . peauee 103 100 ° eee 
Turkey : . 13 22 se oes 
Australia ; 914 241 1,220 380 
Br, Oceania “ ° 11 ll e° oe 
Fr. Oceania ; 4 2 e 
New Zealand 385 44 273 
Union of South Africa... 749 236 600 
Egypt , 65 
Alg. & Tunisia. 20 
Other Fr. Afr 7 
Liberia 213 55 es 
Argentina 134 52 2,478 
Morocco 9 
Mozambique ; 95 
Canary Is 2 205 52 
Total .. 87,598 $35,585 63,388 33,663 
Shipments from U, 8S. to: 
Hawaii . ae . 38.546 $11,196 1,589 859 
Puerto Rico 2,254 2,296 2,717 1,409 





9395 


Typewriter 


ribbons 
Dozens 


622 
lly 
1,397 
333 


53 


8 


18 


a | 





7763 
Duplicating 
machines, 
parts and 
supplies for 
1,563 279 
406 you 
1711 1,568 
1,130 4,204 
1y6 33 
76 
25 
re | ; 
251 113 
bib SR 
v4 33 
a4 
4 ones 
513 104 
396 cane 
12 600 
194 73 
237 2,353 
312 es 
935 
ra 15 
247 ones 
231 144 
1,004 3v4 
- 129 
337 “Lit 
265 lll 
< Ww 
22 
iél 662 
73 382 
337 188 
48 6. 
300 "$28 
109 seals 
963 691 
82 eben 
154 eos 
16 
2 
4,043 821 


8,914 $21,195 $38,030 


58 $ 


1 
176 


538 §$ 4,524 
443 63 


Adding, Calculating and Billing Machine Exports, October, 1934 


Listing- 
adding- 
bookkeeping 
machines 
Number 
Countries 


Austria 

Az. & Mad. Is. ° 

Belgium $eessees Gus 

Czech. . oi l $ 1,155 
Denmark : . eee 
Finland ; 22% 

France .... s 2 204 
Germany 1 895 
Greece 

Hungary 

Iceland ae 

Irish Fr. St 

Italy . , Sa 1 474 
Netherlands 1 1,065 
Norway sees 
Pol. & Danz 
Portugal 
Rumania 
Spain . 1 ,O3! 
Sweden ..... ° 3 2,055 
Switz o« ee ames 
U. Kingdom pee 36 30,318 
Canada .. 

Costa Rica... 

Honduras 

Nicaragua .... 

Panama 

Salvador 

Mexico _ 

New. & Lab 

Jamaica ‘ 

Trin. & Tob 

Cuba ' 

Neth. W. Indies 

Haiti, Rep. of : 

Argentina ‘ 1 1,434 
Bolivia 

Brazil cone 

Chile eee oe 4 4,080 
Colombia 

Br. Guiana. 

POTD ccccccccces 

Uruguay 

Venezuela . aweeee a 

Br, India........ ‘ l 1,020 
Br. Malaya 

Ceylon 

China ove eae 

Neth. India....... 1 636 
Japan 


Type- 
writers- 
book 
keeping 
billing 
machines 
Number 


3 $ 2,124 


3 1,619 
4 2,017 

‘19 11,608 
10 8,401 
1 8,907 
3 978 
2 1,773 
7 1,941 
i “987 
6 4,670 
5 2,165 
6 4,981 

49 27,711 
2 482 
6 


7 1,249 


4 2,811 





Listing, 

adding 

machines 

Number 
7 $ 2,440 
2 88 
8 643 
29 6,102 
14 1,324 
24 2,037 
116 10,739 
8 315 
5 690 
3 146 
12 810 
334 20,315 
109 6,863 
27 2,460 
28 3,540 
14 720 
10 495 
30 2.654 
311 25,567 
13 1,199 
117 13,484 
26 2,262 
4 5R5 
8 945 
5 210 
18 2,744 
1 365 
99 6,892 
1 25 
16 1,042 
7 710 
88 6,004 
6 1,213 
12 1,309 
4 304 
y 676 
10 420 
5 5,883 
18 1,710 
10 519 
46 4,427 
2 90 


Calculating 
machines 
Number 

8 $ 1,110 

oy "300 

6 1,109 

1 85 

“12 2.630 


10 1,496 


“9 1,295 
25 5,360 
2 50 
"9 1,290 
2 “gra 
8 1,220 


218 «43,631 


14 2,206 
3 801 
y "85 
7 1,920 
16 1,790 
1 383 

1 205 
I 437 

1 495 
1 438 
1 345 
21 6,532 
1 3.559 
10 1.025 
i “a? 
2 840 
425 

36 6,129 
5 597 
19 2.607 
2 320 
2 370 
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Type 
writer 
Listing - book 
ndding keeping 
bookkeeping billing 
machine machines 
Num ber Num be 
Countries 
Palestine 
Phill. Is 
Australia t 
New Zealand 1,932 2 7 
Un. of 8S. A 2 1,446 ~ s4 
Egypt 
Canary is 
Total s $ 49 152 $s 
Shipments from U. 8 
Hawall i sa 
Puert R 


S 


ber 





filing 

imber 
l 

21 

10 
4 

l 

1i7 

11 

44 
sit 
s& 
nt 
? * 





Number 
412 
42] 

l 15 
601 
4 
7.159 
1, 76¢ 
1,069 
lt 

1,519 f 
17 
18¢ 
4,081 
210 
40 
19 
1.629 
1,862 





187 
12 
1,617 
1 
1.7% 
‘ 
1 99°F 
+f 
R 4 
1.8 





Sheet 





fiatu 
$ 
] 
] 
1 
1 


x 
x 


Calculating 


m 


achines 
Number 
6,467 

19% 

1.959 
$103,5 
$ 6,74 
1,400 
metal 


insulated 
cabinets, 


al 


ire 
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Chile 


























Colombia : 2 12 112 
Ecuador l ; 
British Guiana ¥ eae 
Peru l 8 419 59 
Venezuela l 75 1.35 
British India 29 
sritish Malaya 2 
China 29 11 27 305 
Netherland India : Is4 47 
Hong Kong x ® 
Iraq 45 
Japan 17 1.68 11. ; ‘ 
Kwantung 90 
Palesting 
Persia ¢ 
Philippine 1 49 401 
Siam . l 14 . 
Syrlie . or 
Turkey iid , 
Australia 27 
French Oceania 
New Zealand 204 
Belgian Cong 
tritish East Africa 
Union of South Afr rea 
Egypt 9 ée 
Algeria & Tunisia 
Mozambique 
Total 174 244 $19.4 $16,82 $14,986 
Shipments from U. 8S 
Hawaii ‘ $ 481 $ 500 $1,428 $2,415 
Puerto Ric« 18 on ] 2,044 1,780 
Refill 
able 
and Metallic pens 
refill Other pencils except gold Fountain pens 
Countries leads Dozen Gr Dozen 
Der rk lf $ ‘ 
France $1,090 2 $ is 2.01 $14,298 
Germany iW) 27 
Norway 101 2,40 19 7 
Spain 1 SH 138 
Sweden 732 244 
{ King Ni 144 67 lf ‘ ‘ l 1 
Canada 4.172 5,802 1,850 1L.o74 1,1 ) 615 
B. Hondura l 2 
Costa Rica 19 147 47 
t ala 7 2s¢ 128 
jura 2 1,188 0 2 
igua st) 24 t 
27 R80) 214 63 
27 5,895 1,088 62 ; 4 ’ 
Lab 142 4,12 62 ) 29 
das 162 40 
Ca 5 219 60 18 11 
lad & Tob 21¢ 58 
Ww Indies 24 t 
Cuba 24 22,678 3,741 s 1v 2 
Dom. Republic : 1,801 472 
Neth. W Indies 220 125 l 4 
Haiti, Rep. of 4 190 l 8 . 
Argentina 57 l 7 14 10 
Brazil Tt) 12 l bt 
Chile x4 , 828 498 
Colombia 61 7,320 4,63 1,115 
Ecuador 180 OG 
Surinan 12 5 1! t 
Peru . 25 t i 
Urugua 15¢ 23 
Venezuela 2 2,921 444 
British India 135 664 1 
British Mala 21 1,560 25 l 
China 661 18,346 174 f 
Neth. India 27¢ 144 44 4 
Hong Kong 690 ‘4 
Japan 2,382 S 
i of 27 ie 77 ] » ~ “) 
i2 28 
125 6, 406 Hot . 
" 64 440 or, ‘ 58 
Africa «45,61 6,88 84 : 282 
Ar 7 2 
42 
124 
Total $9,499 224 ; ] 7 $7.8 $18,751 
“? t ts ft 
Hawail $ 227 8,826 $ ll $ 2,046 
Puerto R 1D | 1,291 8 3 | 
Erroneous Figures on Fountain Pen Exports 
Matthay, export manager for The Parker Pen Company, 


Fr. W 


calls our attention to incomplete figures in the table of United 
States exports of fountain pens and mechanical pencils published 
Page 8 of the January issue of Office Appliances These tables 
total exports of $17,411 worth of fountain pens August, 
Mr. Matthay says that his company aione ¢ rported nearly 
worth of fountain in August, and there 


of American exporting fountain pens, 


combined of be 


times the amount of the 


on 
shou in 
1934. 
$700,000 are 


the 


several 


pe ns Stic e 
manufacturers 
all I NX fountain 


Parke 


dozens 


exports pens should 


sales 


of 


shipments 


The T Department Commerce gets its export 
figures manifests of In the fountain 
pe ns and mechanical pencils, export shipments are made by parcel 
because of their small weight and bulk, and m exceptional 
cases only are they shipped by freight There to be no 
provision in the department schedules for parcel post shipments 
It would seem an easy routine for the to provide 
fountain pen manufacturers with suitable printed which 
the manufacturer can fill out and send to the department on a 
specified date each month, permitting the department figures to 


nited States 
from case of 


post 


seemes 


department 
forms, 


be accurate and up to date. 
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PATENTS 


Copies of patents shown here can be obtained 

from the Commissioner of Patents, ~~ 

D. C., for ten cents each in cash, posto 

money orders or certified check. Stamps and 
personal checks not accepted. 


Design Patent No. 94,140. For a weighing scale. 
Marius H. Hansen, Chicago, Ill. (assignor to Han- 
son Scale Company, Chicago, Ill., a corporation of 
nt Application Oct. 4, 1934. Serial No. 53,- 
475. 


Design Patent No. 94,203. Blotter holder. Lurelle 
Guild, Noroton, Conn. (assignor to Kensington, Inc., 
New Kensington. Penna., a corporation of Pennsy!- 
vania). Application Oct. Ii, 1934. Serial No. 53,549. 

Design Patent No. 94,259. Stapling device. Eari 





C. Bunnell, Stratford, Conn. (assignor te Neva Clog 
Products, inc., Bridgeport, Conn., a corporation of 
pocesswent). Application Oct. 30, 1934. Serial No. 

1,984,376. Loose leaf binder. Erik L. Krag, Chi- 
cago, Ill. (assignor of one-tenth to E. J. Andrews, 
Chicago, Jll.). Application Aug. 23, 1930. Serial 
No. 477,290. 

1,984, 410. Typewriting machine. Frederick A. 


(assignor to Remington Type- 
a corporation of New 
Serial No. 580,- 


Hart, Stamford, Conn. 
writer Company, tilion, N. Y., 
York). Application Dec. 14, 1931. 


838. 

1,984,473. Shelving. George Roscoe Gibson, Brook- 
field, and Alexander Wood, Youngstown, Ohio (as- 
signors to The General Fireproofing Company, Youngs- 
town, Ohio, a corporation of Ohio). Application 
Dec. 12, 1932. Serial No. 646,924. 

1,984,485. Rolling or sliding card file. Albert J. 
Kotcher, Detroit, Mich. (assignor to —— Cor- 
poration, a corporation of Delaware). pplication 
Jan. 6, 1933. Serial No, 650,457. 

1,984,549. Chair. Owight P. Rowland, Detroit, 
Mich. (assignor to Burroughs Adding Machine Com- 
pany, Detroit, Mich., a corporation of Michigan). 
Application May 31, 1932. Serial No. 614,323. 

1,984,599. Educational device. Josef Safar, Znaim, 
Czechoslovakia. Application Dec. 23, 1931. Serial 
No. 582,765. 

1,984,706. Signature writing machine, Ole Siett- 
void (assignor to Hedman Manufacturing Company, 
Chicago, tll.. a corporation of ee Application 
Dec. 6, 1928. Serial No. 324, 

1,984,790. Book. Henry N. , East Orange, 
N. J. Application Jan. 26, 1933. Serial No. 653,591. 

-984,857. Typewriting machine. William H. Bar- 
ber, Buffalo, N. Y. (assignor to Underwood Elliott 


Fisher Company, New York, a corporation 
of Delaware). Application Oct. 28, 1931. Serial 
No, 571,550. 

1,985,101. Punching machine. William W. Lasker, 
Brooklyn, N. Y. (assignor to Remington Rand inc., 
Buffalo, N. Y., a corporation of Delaware). Appli- 
cation Jan. 26, 1932. Serial No. 588,863. 

1,985,155. Typewriting machine. Bernard J. Dowd 
and Henry J. Hart, West Hartford, Conn. (assignors 
te Royal Typewriter Company, inc., New York, N. Y., 


a corporation of New York). Application Aug. 22, 
1933. Serial No. 686,275. 

1,985,178 Attachment for bookkeeping machines. 
Joseph H. Loeb, Morgan City, La. Application Dec. 
16, 1932. Serial No. 647,632. 

1,985,335. Combined pad holder and illuminating 
means therefor, Richard L. Bloss, Manitou, Colo. 
Application Dec. 16, 1933. Serial No. 702,762. 


1,985,364. Sheet retaining device. George H. Daw- 
son, Chicago, Ill. (assignor to Wilson-Jones Company, 
Chicago, I1l., a corporation of Massachusetts). Appli- 
cation Jan. 22, 1934. Serial No. 707,624. 

1,985,534. Loose leaf binder. Harry L. Cowden, 


Guthrie Center, towa. Application May 21, 1934. 
Serial No. 726,633. 

1,985,581. Variable spacing feed mechanism for 
typewriting machines. Rochfort Wybrants Robinson, 
San Antonio, Texas. Application Sept. 19, 1933. 
Serial No. 690,141. 

1,985,643. Fountain pen. Carl Pfanstieh!, High- 
land Park, Il. (assignor to The Parker Pen Com- 
pany. Janesville, Wis., a corporation of Wisconsin). 
Application March 16, 1934. Serial No. 715,922. 

1,985,700 Locking mechanism for binders. Paul 
0. Unger, Chicage, Ill. (assignor to Wilson-Jones 
Company, Chicago, il!.. a corporation of Massachu- 
setts). Application June 15, 1931. Serial No, 544,- 
373. 

1.985.714. Metal for loose leaf binder covers. 
Ernest J. Bloore, Brampton, Ontario, Canada (as- 
signor to The McBee Binder Company, Athens, Ohio). 
Application Dec. 4. 1933. Serial No. 700,776, In 
Canada December 7, 1932. 

1.985.740. Copyholder. Joseph Pheips, Stamford, 
Conn. (assignor to Remington Rand Inc., New York, 
N. Y., a corporation of Delaware). Application Feb. 


10, 1933. Serial No. 656,118. 

1,985,790. Ribbon pad. Wilburt F. Maier, New- 
te J. Application Jan. 20, 1932, Serial No. 

4,779, 

1.985.866 Paper clip. Henry G. Lankenau, Ver- 
ona, WN. J. (assignor to Noesting Pin Ticket Com- 
pany, Inc., Mt. Vernon, N. Y., a corporation of New 
York). Application Nov. 23, 1933. Serial No. 699,- 
333. 


1,985,869. Temporary safe. Paul S. Millice, Ham- 
ilten, Ohio (assignor to Herring-Hall-Marvin Com- 
pany, New York, N. Y.. a corporation of New York). 
Application Oct. 19, 1932. Serial No. 638.485. 


1,985,894. Lead pencil and method of making 
same. Harold Grossman, Hoboken, N. J., a corpo- 
ration of New York. Application July 3, 1933. 
Cortes No. 678.993. 

985,959. Typewriting machine. Burnham C. 
Sticknes, Hillside, WN. J. (assignor to Underwood 
Elliott Fisher Company, New York, N. Y., a corpo- 
ration of Delaware). Application March 19, 1930. 
Serial No. 436,923. 

1.986.015. Sectional index or record. Herbert 0. 


Ross, St. oa Mo. Application Nov. 9, 1931. 
Serial 7 573.9 

1,986,161. a shift binder. Paul 0. Un- 
ger, Glen Eliyn, tl. (assignor te Wilson-Jones Com- 
pany, Chicago, I1., a corporation of . we 
Application Oct. 21. 1932. Serial No. 638,849 

1,986,193. Calculating machine. Cari M. F. 
Friden, Oakland, Calif. (assignor to Marchant Cal- 
culating Machine Company. Emeryville, Calif.. a cor- 
poration of California). Application Jan. 4, 1927. 
Serial No. 158,892. Renewed Feb. 5, 34. 


, “se Stencil type duplicating machine. Clif- 
or ° 
il. (assignors to Ditto, Inc., 


Johnson and Kenneth W. Carr, Oak Park, 
Chicago, Ill., a cor- 











985,700 





|985,790 





\985,7¥0 





1985959 








Espo 

































1986372 


guration of West Yereiaiad. Application June 18, 
i ! 9 


930. Serial No. 


1,986,244. Typewriter. Harry Bates, New York, 
N. Y. (assignor to Bates Laboratories, Inc., New 
York, N. Y., a corporation of New ee Applica- 
tion Dec. 15, 1933. Serial No. 702,511 

1,986,352 Library card printing machine. Lioyd 
W. Moulton, Syracuse, (assignor to Gaylord 
Bros., inc., Syracuse, N. Y., a corporation of New 
York.) Application Jan, 28, 1931. Serial No. 511,816. 

1.986.372. Fountain pen. John C. Sherman, Gor- 
Samm, panne. Application Aug. 26, 1933. Serial No. 

. 4s 

1,986,417. Cabinet and the like. Harry L. Skoogh, 
Jamestown, WN. Y. 


(assignor to Art Metal Construc- 

tion Company, Jamestown, N. Y. Application April 

it, 1934. Serial No. , 
1.908, 594. Loose leaf binder. 


land, Kalamazoo, Mich. ( toe 
Inc., Buffalo, N. Y.). Application Sept. 18, 1931. 
Harold T. Avery. 


Serial No. 563.595. 

986,875. Calculating machine. 
Oakland. Calif. (assignor to Marchant Calculating 
Machine Company, Emeryville, Calif., a corporation 
of California). Application July 15. 1931. Serial 
No. 550.856. 

1.986.888. Calculating machine. Cari M. . 
Friden, Oakland, Calif. (assignor to Marchant Cal- 
culating Machine Company, Emeryville, Calif., a cor- 
poration of California). Original application Feb. 27, 


Jay Raymond pow. 








1986875 





(987542 
Diides and Ste appli- 
No. 2 


94203 


1922. Serial No. as 422. 
cation Nov. 4, 1927. Serial 


1,987,202. CGopyhoider. Charles R. Mervyn, Cleve- 
land, Ohio. Application Dec. 21, 1931. jal No. 
582,289. Renewed June 4, | 

1,987,230. Typewriting machine or the like. Charies 
W. H'Doubler and George |. Mills, Springfield, Mo. 
Aegeeaee March 19, 1934. Serial No. 716,280. 

1,987,276. Apparatus for producing typowrstton 
matter ‘in two tones. Russell G. Thompson, Rf 


ester, N. Y. (assignor to Electromatic Typewriters, 
Inc., Rochester, N. Y., a corporation of New York). 
Acgiomaee Sept. 30, 1931. Serial No. tes 


1,987,310. Accounting machine. J Royden 
Pierce, New York, N. Y. (assi = to International 
Business Machines Corporation, York, N. Y., a 
corporation of New York). Application Feb. 27, 1929. 
Serial No. 343,006. 

1,987,476. Captive Louis 
yo ay Aus. 5, 1933. 


Hart, New York, N. Y. 
Serial No. 683,725. 
Margin regulating stop. Hugo Bonstan, 

Germany (assignor to Aktiengeselischa 
vorm. Seidel & ag Dresden, at af = 7 
plication Dec. 23, 1933. Serial No. 703,701. n 
ark Jan. 3, 1 

1,987,542. Locker for clothes and the like. Leon- 
ard Schade Van Westrum, Jr.. The Hague, Nether- 
lands. Application April 15, 1933. Serial No. 666,- 
341. In Germany Nov. 15, 1932. 
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In Memoriam 22 February 12 
May reflection upon their sound judg- 
mentkeep us alert against the sophistry 
of some of the proposals for solution 


of our national problems’ « “« «© « 


© 
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WE DO OUR PART 


FDITORIAL 


Sentiment for Exclusive Dealer Outlets Strengthens 


The editorial section of this journal last month 
contained a discussion by C. W. Roth of Dayton, 
Ohio, in which he urged manufacturers to main- 
tain retail prices by means of franchises with deal- 
ers, the manufacturers on their part undertaking 
to sell exclusively through the dealer trade. He 
recalled a time some years ago when he was a 
manufacturer and had no trouble in arranging 
franchises with dealers who undertook to main- 
tain retail prices on pain of losing their franchise 
if they did not. At that time, as we recall, there 
was danger in price agreements on account of the 
operation of the Sherman anti-trust law, the law 
officers of the government leaving no stone un- 
turned to obtain convictions for “conspiracy in 
restraint of trade.” But when a manufacturer of 
a widely used line of soaps and toilet goods car- 
ried a case to the United States Supreme Court, 
that body ruled that actual conspiracy must be 
proved, and that an individual, company or cor- 
poration, acting as a unit without reference to the 
action of others in the same line, could refuse to 
sell to any dealer or other person who cut resale 
prices, and that, in fact, one could individually 
dispose of his own property or refuse to dispose 
of it for any reason he saw fit. This was not a 
sanction of price agreements, but the decision was 
hailed as opening the way to control of dealer 
prices by manufacturers individually, it being 
legal for the manufacturer as an individual to 
refuse to sell goods to those whose policies he did 
not like. 

Now that the Sherman law seems to be eclipsed 
by the codes and the NRA, it appears to be pos- 
sible for the manufacturers to control the integ- 
rity of their products as expressed in retail prices 


without too much regard to the sometimes intri- 
cate question of what is and what is not a con- 
spiracy. 

The release of government pressure—in fact, 
the positive approval of policies tending to assure 
price advances and price maintenance—are having 
a salutary effect, apparently, through the opera- 
tion of the codes, which, much talk to the contrary 
notwithstanding, are still operating with apparent 
avoidance of the oppressive features which at first 
seemed to characterize them. 

Mr. Roth in his remarks in last month’s issue 
pointed out that there are a number of manufac- 
turers in the United States who are successful in 
maintaining retail prices. He noted that the steel 
furniture manufacturers insist upon the dealers 
maintaining prices and that none of the larger 
steel manufacturers sell the so-called jobber, 
thereby holding control of their products. 

A short time ago the Stationers Association of 
Greater St. Louis passed resolutions to the effect 
that control and stabilization of the industry can 
successfully be governed through determined and 
definitely directed efforts of the manufacturers 
of the merchandise stationers sell, and that the 
members of the Association, having placed them- 
selves on record to give their utmost support to 
those manufacturers who establish definite and 
inflexible selling prices upon their products to the 
consumer, and who prove their good faith by sell- 
ing only to those dealers or distributors who co- 
operate by maintaining the prices thus estab- 
lished, they, the Stationers of Greater St. Louis, 
therefore resolved that, “we reiterate our inten- 
tion of supporting only those manufacturers who 
are entitled to our cooperation and patronage by 
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instituting such a policy as is outlined herein; and 

“Resolved: That the manufacturers be re- 
quested to NOT print quantity discounts or prices 
in their consumers’ price lists, and, at all times 
to consult some bona fide stationers’ committee 
before establishing a consumers’ list, so that that 
list may be established which is fair to all.” 

Prior to the adoption of the foregoing resolu- 
tions the stationers of Southern California had 
passed resolutions similar in effect to the ones 
just quoted. 

St. Louis stationers are reported to be well 
pleased over the reception the manufacturers as 
a whole have given to their plan. However, there 
is doubt among some of the manufacturers, who 
say that price agreements cannot be legally en- 
forced, and success must await a time when each 
local group shall understand the necessity of mak- 
ing a profit. 

Opposition to price establishment is voiced by 
some, who believe it to be impractical. There are 
many factors to be considered, such as the atti- 
tude of the public; ability of dealers to obtain the 
higher prices; willingness of manufacturers to dis- 
continue selling to those who do not maintain 
prices, and the ability of manufacturers to shut 
out new competition in manufacturing and retail- 
ing. Anything less than a national price, which 
nobody has been able to set up, would cause over- 
lapping. There would be difficulty in quantity 
buying, it is averred, where the practices of large 
corporations are different from those of other con- 
sumers. These and other difficulties, say the nays, 
would inevitably arise. 

The Boorum & Pease Company of Brooklyn, 
N. Y., some time ago adopted the policy of co- 
operation with dealers, and a clear, condensed 
statement of their dealer policy will be found on 
another page in this issue. This policy has been 
expressly approved by more than one dealer asso- 
ciation. 

The Weis Manufacturing Company has con- 
ducted its business under such a policy for thirty 
years. They state unequivocally that all sales are 
made through dealers; that the company has no 
branch houses; no salesmen selling direct; no re- 
tail mail order departments, and that their policy 
in sales has the success and future of the legiti- 
mate dealer in mind. 

The W. A. Sheaffer Pen Company has many 
times made public announcement of its policy of 
confining all sales to dealers. In another column 
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there is a news article concerning the company’s 
selective profit-sharing plan for which they advo- 
cate national adoption whereby sales of better 
grade merchandise are advanced by the payment 
to retail salespeople of a percentage of the value 
of the merchandise sold. The successful opera- 
tion of this plan involves, it would appear, the 
maintenance of resale prices on high-grade mer- 
chandise. The plan is interesting because it is a 
constructive effort to bring more of the better 
merchandise to the front, thereby encouraging its 
wider distribution, and resulting in more work for 
people needing it, and better rewards for manu- 
facturers, dealers and salespeople, and by encour- 
aging its sale to create more work for a greater 
number of people. 

The actions outlined above are in accordance 
with the spirit of the resolution passed at the last 
Convention of The National Stationers’ Associa- 
tion, which resolution reads as follows: 


“RESOLVED: That at a meeting of the Local 
Associations, held at the Annual Convention of 
the National Stationers Association on June 4, 
1934, the following resolution was offered to the 
Manufacturers in the Trade: 

“That it is the sense of this meeting, represent- 
ing some 40 local associations, having a total 
membership of over 1500 commercial stationers 
and office outfitting distributors, that manufac- 
turers should prepare and publish resale prices ap- 
plicable to the various sections of the country, and 
due to the fact that the commercial stationers 
must buy on an inflexible list, it is absolutely nec- 
essary that in order to protect the small merchant 
and the independent merchant in this trade, manu- 
facturers must publish resale prices, and are 
strongly urged to formulate policies that will in- 
sure the protection of those prices through to the 
consumer ; that the meeting requests the appoint- 
ment of a joint committee of Distributors and 
Manufacturers to formulate definite policies on 
this subject.” 


In a field as large as this there are, of course, 
a number of prominent manufacturers who have 
adopted the principles above stated and still others 
who are on the verge of taking the same step. 

All this, of course, is no doubt without agree- 
ment among the several units, but arises from the 
growing belief that the dealer, who is the outlet 
of the manufacturer, must himself be prosperous 
if the manufacturer is to succeed. 


Dealers Must Register Under New York Sales Tax Law 


@0Office Appliances hopes that the law officers 
of New York City will not be unduly drastic in en- 
forcing the time provisions of local law No. 20, 


known as the New York City Sales Tax, which im- 
poses a tax upon receipts from sales of certain 


properties and services in the city of New York. 
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This registration, it appears, should be made in 
person or by an officer of the company at the De- 
partment of Finance, Bureau of City Collections, 
Room 602, Municipal building. This registration 
should be made on or before January 10. Those 
delaying beyond that time may suffer severe 
penalties. 

It would seem that a very short time was given 
to merchants to comply with the law. Every 
vendor required to collect the tax imposed is 
obliged to file with the comptroller a certificate of 
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registration and the comptroller within five days 
after such registration will issue without charge 
to each such vendor a certificate of authority em- 
powering him to collect the tax from the pur- 
chaser. Any vendor who fails to file a registra- 
tion certificate or to display or surrender his 
certificate of authority as required by law, etc., 
shall be guilty of a misdemeanor and fined not 
more than a thousand dollars or imprisoned for 
not more than a year. 


Death of Wut Recalls Fountain Pen Suits 


@4The death of Paul E. Wirt on January 21 at 
the advanced age of eighty-five recalls to mind 
famous fountain pen litigation which engaged the 
attention of the trade nearly forty years ago. 

In 1888 Paul E. Wirt, who was then manufac- 
turing fountain pens of his own patent, bought 
from William Nichols a fountain pen patent which 
Marvin C. Stone of Falls Church, Va., the pat- 
entee, had assigned to Mr. Nichols. Mr. Wirt’s 
own patent was granted in 1885. 

These two patents, as this writer recalls, cov- 
ered the feeding of the ink from the barrel to the 
writing point by capillary attraction over or un- 
der the nib. 

The American News Company was the selling 
agent for pens which the Wirt company claimed 
infringed the Wirt patents. Suit was brought 
against the News Company and individuals who 
were members of the company and was tried early 
in 1896 in the Circuit Court for the Southern Dis- 
trict of New York. In the case it was claimed 
that the validity of the complainant’s patents was 
established by a suit in 1888 against William S. 


Hicks and after his death against his executors 
in 1891. 

The American News Company admitted that 
Stone had received a patent but put upon the com- 
plainant the burden of proof to show that it was 
done legally. The answer denied that Stone was 
the original and first inventor and alleged that 
pens of the type involved had been used by others 
for more than two years prior to the application 
for patent by Stone. 

There was much more to the answer, which was 
long and formal; but the upshot of the whole line 
of litigation established the validity of the Stone 
and Wirt patents covering both over and under- 
feed mechanisms (Stone) and the Wirt extension 
mentioned in Judge Wheeler’s opinion. Having 
established the validity of their claim, the Wirt 
Company accepted settlements from a number of 
other manufacturers and collected considerable 
sums of royalties for pens produced under license 
until the expiration of the patents, which was of 
course many years ago. 


Retailer Control Over Brand Selection 


Everett R. Smith, director of marketing and 
research for the Liberty magazine, New York, 
contributed to the January number of the Execu- 
tives Service Bulletin, organ of the Metropolitan 
Life Insurance Company of New York, an instruc- 
tive article on, “What Control Has the Retailer 
Over Consumer Brand Selection?” The survey 
contains some surprising figures. For instance, in 
36.9 per cent of all purchases of products at retail, 
brand selection is determined at the time and 
point of sale and is easily determined, as a rule, 
by the salesperson himself. This total figure of 
point-of-sale influence is based upon a study made 
by Liberty during the last six months. Practi- 
cally, therefore, forty per cent of all sales made, 
particularly among commodity retailers, are de- 
termined as to make and brand at the time when 


the goods are purchased, and by far the prepon- 
derating influence in brand selection of such sales 
is the clerk behind the counter. 

From the figures given by Mr. Smith, it appears 
that advertising has built up brand demand from 
zero to more than sixty per cent of all purchases. 
What is left is determined at the time and point 
of sale. Many current factors have equalized sell- 
ing advantages between comparable products. 
Good will at the point of sale and personal pref- 
erences of people are of great importance. The 


author points out the significant fact that retail 
salespeople are also themselves buyers of adver- 
tised brands. Like other people, it was found that 
they buy advertised products and are just as sus- 
ceptible to the influence of national advertising as 
others. Since retail salespeople and their families 
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account for twelve per cent of consumers in the 
United States, they rank high on the list. 

Taking all the figures tabulated and averaging 
them the point of sales influence figures out to 
about 44.47 per cent. The advertiser has, there- 
fore, built up consumer brand demand to fifty-five 
per cent or better. It is up to the manufacturers, 
therefore, to specify brands and to secure the good 
will of the people at the point of sale. 

The figures Mr. Smith has discovered and 
quoted might not prove the proposition so em- 
phatically in this field, where the regular stocks 
of many dealers consist of four or five thousand 
items (in many cases more) and the aggregate of 
all items sold through the commercial and social 
divisions of the trade reaches the high figure of 
fourteen thousand, this number being the total of 
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units in the stocks of Horder’s Inc. and their “As- 
sociated Stationers wholesale division.”” Many of 
these items have never been nationally advertised 
and could not be with profit. All such are point 
of sale items, depending upon the good will of the 
dealer and the wishes of the customer. However, 
in terms of money, the figures might be conceiv- 
ably closer together and more like those of the 
grocery trade in which the survey by “Liberty” 
was made. 

If it be true that in practically forty-five per 
cent of retail transactions (in this field the per- 
centage may be larger) the choice of the user is 
determined at the point of sale, it would appear 
that manufacturers who give dealers the greatest 
measure of cooperation fare best. 


Office Appliances Steal the Show 

With the release of the motion picture, 
The Good Fairy, the seven and one-half 
million daily audience of the moving pic- 
ture theatres throughout the country will 
have opportunity to see late model office 
appliances in use by the popular stars, 
Herbert Marshall and Margaret Sullavan. 


Because many of the interesting episodes 


Here and There 


of the moving picture screen by display- 
ing or advertising the office equipment 
which will be seen and heard on the 


screen. This is a rare chance, it would 


appear, to advertise an office appliances 
stock in store windows and circular and 
other advertising and when hooked up in 
connection with the picture will certainly 
earn the cooperation of local moving pic- 


George Wolcott Tours the 
Spanish Main 
In New Orleans last month, our old 
friend, George Wolcott, vice-president, 
Wilson-Jones Company, Chicago, picked 
up at his hotel a circular of the Alum- 
inum Line, which skims the waters of the 
Spanish Main and thereabouts. The cir- 


cular was very alluring. Pictures of ships 


ture theatres. 


of this forthcoming photoplay are laid in 
offices, the newest appliances 
with which offices are 
equipped seem to steal the show. 

Two of these “office se- 
quences” are here reproduced. 
The first figure shows Marshall 
demonstrating some of the 
methods of getting a fine point 
ona pencil. The second picture 
is one in which the advantage of 
fling cabinets in the home will 
be vividly impressed on the au- 
dience. 

Because of the large movie fan 
following of the two principals 
of the show, an unusually large 
turnout of people may be ex- 
pected. This makes it possible 
for local dealers before and dur- 
ing the show to attach their 
stores to the powerful pull 


such 


Office Equipment Takes Part in 
the Universal Motion Picture, 
“The Good Fairy.”—At the top 
Herbert Marshall is showing Mar- 
garet Sullavan some fine points 





and places which were once the haunts 
of pirates of “the Main.” There 
was no resisting the urge. In 
twenty-four hours George 
shipped as “super-cargo.” “Put 
in at Mobile, Tampa, then on 
through Kingston, Jamaica. Five 
days there. Then a Pan-Amer- 
ican clipper airship. A flight 
across Jamaica, then 475 miles 
over the Caribbean and across 
Cuba to Havana. United Fruit 
Line back to New Orleans.” 

At New Orleans, George 
meshed into the business cogs 
again. Sdme stops in Texas. A 
meeting with Jim Pryor and Joe 
Simmer. Then up to Phoenix 
to meet James Anderson and 
now on the job in California. 

This “loose leaf” is a great 
business. 


about pencil sharpening. In the 

lower picture Miss Sullavan su- 

perintends the moving of a filing 
cabinet. 
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The Trade Knows James 
M. Triner as Inventor 
and Founder of the 
Triner Scale & Manufac- 
turing Company Thirty 
or More Years Ago and 
President of the Com- 
pany from its Begin- 
ning.—We present Mr. 
Triner in the picture in 
his capacity as president 
of the Kasper American 
State Bank, 1900 Blue 
Island avenue, Chicago. 
The picture is a sketch 
made from a newspaper 
print which showed a 
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Art Ames, et al., Mighty Duck 
Hunters 


A Story by One of the Hunters 


That hearty apostle of good fellow- 
ship, A. R. Ames (usually called Art), 
president of the Ames Supply Company, 
Chicago, is, by common consent (and he 
admits it), the dean of all duck hunters. 

It is reported that when Mrs. Ames 
asks him a question, he answers “Bang!” 
when he means “No,” “Bang! Bang!!” 
when “Perhaps” is indicated, and with 
“Bang ! Bang!! Bang!!!” when an unequiv- 
ocal “Yes” is meant, on the very plaus- 
ible theory that one shot means, for him, 
no ducks—two shots may be successful, 
but three shots are more than likely to 
prove effective-—provided, of course, that 
the duck he is shooting is blind in one 
eye. 

Thus, each week end the spirit moves 
him and he gathers boon companions of 
similar tastes, and they are off, bent on 
depleting the available supply of ducks. 
Nimrods all—Art Ames, Elmer Young, 





Nimrods Posing Behind Their | 
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background of great bas- 
kets of flowers in the 
room around the coun- 
ter. It was a day of 
special celebration when 
the bank was opened 
after being closed for 
nearly three years. More 
than three hundred fifty 
depositors were on hand 
before noon. The pic- 
ture here shows the 
bank’s oldest depositor, 
who has just handed Mr. 
Triner his book and a 
young woman who is 

wv) opening an account at 
\y the bank for the first 

time. 


N 








John Grobark, Frank Uher, Art Froeh- 
lich (in the trade), and “Buck” Yordy 
and Rex Plummer (not in the trade and 
consequently possessed of means). Re- 
cently these seven dumped into their cars 
a choice array of supplies, guns, ammuni- 
tion, smokes, red flannels, matches, hip 
boots, wool sox, iodine, cough drops and 
a bottle of face lotion for Mr. Ames’ deli- 
cate skin. Away they went for the IIli- 
nois River duck country. 

At Peoria Art Froehlich risked the loss 
of his amateur standing as a huntsman 
by calling upon Brother Kellstedt of the 
Peoria Typewriter Company and trying to 
sell him a calculating machine. He did 
not make the sale and thus is still an 
amateur. 

Before midnight the group arrived in 
Browning, IIl., slept the sleep of the just 
for just a few hours, scrambled into their 
hunting togs in the morning (four 
o'clock), enjoyed a good breakfast, that 
is, all except Frank Uher, who thought 
a dish of red hot pepper relish was sauer- 
kraut, embarked on a comfortable chug- 


chug boat and presently landed in a de- 
lightful downpour of cold rain. 

The guide, George Price, assured the 
men that a short walk of 400 yards would 
bring them to the duck blind. They fol- 
lowed him over fallen logs and through 
bramble thickets; they plunged into mo- 
rasses, bayous and swamps; they waded 
creeks, got water in their boots and mud 
on their spick and span hunting suits; 
they lost their lunches and recovered them 
soaking wet; they became exhausted and 
had to be helped along by the guide, 
etc., etc. All were agreed however, that 
the guide’s estimate of 400 yards -was 
subject to revision. There may have been 
a “four” in the figure, but instead of 400, 
it should have been quoted as 4,000 yards 
or perhaps more accurately, four miles. 

Eventually they arrived at their des- 
tination, whereupon Art Ames, the leader 
of this army of invasion, selected the best 
position, as usual, seated himself com- 
fortably, as usual, asked for a match 
(again, as usual), and directed his friends 
to wake him when the ducks appeared. 
He would then arise, so he said, point 











to right: Elmer Young, Art Ames 
and Art Froehlich. 











“Bags” for the Cameraman.—Left 
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his trusty gun at the ducks and they 
would at once fall to the ground, dead 
from fright. Rex and Buck, who knew 
him well, gave him the usual look of 
mingled awe, disgust and pity. “Do you 
want to buy a duck?” asked Art Froeh- 
lich, for no ascertainable reason. 

Ducks came, and some did not live to 
fly away. It should cause little wonder 
that with seven men concentrating their 
aim and efforts on one lone yu that 
little more than feathers remained. Such 
concentrated cooperation cut down on 
the volume of ducks bagged and by com- 
mon consent the technique was discarded. 
Success followed. If one may believe 
photographic evidence, some of the hunt- 
ers must have aimed in the right direc- 
tion. 

Toward noon, Art Froehlich decided 
he had bathed in the cold rain long 
enough, and he bribed the guide to take 
him back to civilization. His desertion 
of his comrades was momentarily for- 
given, however, when the returning guide 
brought back a package of bottles which 
he said Art had asked him to distribute 
to those who remained to hold the fort. 
With anticipatory joy, the package was 
opened. Imagination falters before the 
task of attempting to realize the chagrin 
of these stalwart lovers of the great out- 
of-doors when they discovered that the 
bottles contained ginger ale instead of 
coffee or milk. 

A council of war was held immediately, 
and it was unanimously decided to tar 
and feather the absent donor. Elmer 
Young averred he would have him ex- 
pelled from the Tj iter Dealers As- 
sociation; Frank Uher agreed to boycott 
the house organ Art planned to publish 
soon, and John Grobark suggested that 
they make him walk back to Chicago, 
some 275 miles. “What can we expect 
from a ‘typewriter’ gang?” sighed Buck. 
“Ginger ale,” answered Rex. It is sus- 
pected that his answer partook of sar- 
casm of irony. 

Toward evening, laden with the spoils of 
war, these loyal men who throughout the 
day had been intent on providing raw duck 
meat for their families, wended their way 
back to camp intent of proper and de- 
served punishment for the offending Art 
Froehlich. No Froelich! Where was 
he? Nobody knew. A searching party 
set out and returned at midnight with- 
out news, except that the natives reported 
that a suspicious looking person had been 
seen about the countryside during the 
afternoon, making inquiries from | toes 
to house as to the location of a “pet 
shop.” He wanted to buy guinea pigs, 
muskrats or billy goats, a python, a flock 
of quail and a ab ose mallard drake. 
Shortly after midnight, the lost Art came 
in, apparently well and clothed in his 
right mind. He reported that he had 
felt sorry for the butler and had been 
helping in the kitchen, preparing food, 


washing dishes, etc. “And,” he asked, 
“do you want to buy a duck?” 

“The dinner was good,” said Elmer 
Young, “so he could not have helped 
prepare it.” 

“And the dishes were immaculate so 
he certainly didn’t wash them,” added 
John Grobark. 

Frank Uher grumbled a bit about the 
“sauerkraut” he had eaten in the morn- 
ing, and suspected that the lately lost 
Art might have been in the kitchen be- 
fore breakfast that morning bribing the 
cook. 

Rex and Buck held their peace, mur- 
muring now and then about the members 
of the office appliance industry in general, 
and wondering if all in that trade were 
like unto the samples then present, re- 
joicing, meanwhile, that they were in the 
auto industry. 

The distinguished seven returned home 
safely, displaying and distributing a few 
score of ducks. Though all were re- 
cipients of congratulations, the highest 
praise goes to Arthur “Moses” Ames for 
his proved ability to lead his fellow hunts- 
men into and out of the Southern IIli- 
nois River bottom wilderness. 

Toastmaster Par Excellence 

When the stationers of the Seventh 
District decide to give a banquet they do 
not have to hunt around for some person 
to fill the toastmaster’s shoes, for they 
have—immediately available—two men 
who are past masters of the gentle roast, 
the lancelike wit, the dash of humor and 
the capacity to take as well as to give. 
We refer to Bill Smith of the Ace Fas- 
tener, supreme among traveling toastmas- 
ters, and to J. O. (“Jack”) Davis, of the 
Miller-Davis Company, Minneapolis, 
who has been dubbed the “perfect toast- 
master,” but, like the candidate speaking 
from the stump in Kansas or somewhere, 
he “denies the allegation and defies the 
allegator.” Jask is lightning at repartee. 
He knows instantly what to say and just 











J. O. Davis 


how to say it, and he has never been 
known to pick up a brick so hot he 
couldn’t handle it. His introductions are 
famous. His keenest shafts are launched 
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with a grave sobriety that doubles their 
effectiveness. He can write poetry as 
well as recite the poetry of other folks, 
and he is also in demand as a vocalist. 
He is a vice-president of the National 
Stationers Association, attends national 
and local association meetings and is a 
formidable debater. In short, Jack Davis 
constitutes a quorum almost anywhere. 
We have only to list his accomplish- 
ments. 


Trademark Honors Memory of 
Pioneer 

The picture shown in connection with 
this little feature article is used as a trade- 
mark by P. W. Jackson, head of the 
Pioneer Ribbon & Carbon Company, St. 
Paul, Minnesota. It is a likeness of Dr. 
Marcus Whitman, distinguished mission- 
ary and Oregon pioneer, who was an 





Statue of Marcus Whitman in 
the Philadelphia Historical 


Museum 


uncle by marriage of ‘Mr. Jackson. The 
statue from which this illustration was 
made stands in the Philadelphia Histori- 
cal Museum. 

Dr. Whitman married Mr. Jackson’s 
aunt in 1836, and soon afterward was sent 
out as a medical missionary to attempt to 
civilize the Indians in what is now South- 
eastern Washington. Mrs. Whitman is 
said to have been the first white woman 
to cross the Rocky Mountains. Dr. Whit- 
man soon became convinced of the value 
of the Oregon territory to the United 
States. Realizing that unless prompt 
action were taken Great Britain would 
acquire the territory—up to N. Lat. 54 
40’, Dr. Whitman rode horseback with 
two Indians as guides to Santa Fe over 
the mountains from Oregon in the fall 
and winter of 1842 and over the Santa Fe 
trail to St. Louis. The Indians deserted 
long before reaching Santa Fe, and it took 
the Doctor six months to reach St. Louis 
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Flashes of Wit from Overseas. 
“She’s so dashed pretty, I 


after starting from Walla 
Walla in October, 1842. The 
wheel shown in the statue is 
from the first wagon which 
crossed the Rockies. This ride 
is one of the classic perform- 
ances of the pioneer west. Late 
in 1842 or early in ’43 Dr. 
Whitman was introduced to 
President Tyler by the famous 
Senator Benton of Missouri, 
and presented the claims of 
the Oregon Territory with 
such force that the President 
promised to take steps toward 
the annexation of the district 
if the doctor could prove 
that wagons could get through 
the mountains. According. 
ly, Dr. Whitman got to- 
gether a large train of wagons filled with 
settlers, who in due time arrived in the 
beautiful valley of the Columbia river. 
In 1847 Dr. Whitman, his wife and their 
entire party composing the mission, except 
eleven children, were massacred by the 
Indians. This tragic event took place 
near Walla Walla on November 29 in 
the year last named. Several troops of 
U. S. cavalry ran down the Indians who 
participated in the massacre and hung the 
ringleaders. Before this, however, the 
Hudson Bay factor at Fort Vancouver 
had ransomed the children, most of whom 
were girls from six to fifteen years old, by 
paying the Indians tobacco and cloth. 

Much of the information above given 
was obtained about three years ago by Mr. 
Jackson’s eldest brother, then well past 
ninety years of age, and living in St. 
Louis, from records of Congress and from 
archives at Albany, New York. Dr. 
Whitman’s life ambition was realized by 
the ratification of the treaty of 1846 fix- 
ing the boundary line at 54° 40’ north. 
How tragic it was that he lived so short a 
time to behold some of the fruits of his 
prodigious labor! 

Mr. Jackson has presented Whitman 
College at Walla Walla with the corre- 
wont and other papers connected 
with the beginning and end of the Mis- 
sion, from 1836 to 1847. 
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T. T. Malleson on His “Rounds” 

Writing from Johannesburg on No- 
vember 25, Theodore T. Malleson, the 
greatest world traveler in the office equip- 
ment field, said: “It is spring and early 
summer here in Africa and the weather is 








delightful. Gold is high. New mines 
are opening and business is flourishing. 
Africa will be a great field for office ap- 
pliance development for the next ten 
years.” 

Mr. Malleson’s trip to Johannesburg 
had been down the east coast. The trip 
from Port Said to Lourenco Marques 
was “long, tiresome and hot” with the 
steamer “stopping at all the cocoanut 
groves that held out a lantern.” 

Mr. Malleson is well acquainted with 
South Africa as he is with the whole 
eastern coast from “Cairo to the Cape.” 
To avoid being marooned when on a trip 
there during the World War, he took 
passage in a steamer, the destination of 
which could not be given out until the 
vessel had been twenty-four hours at sea. 
Reason for the secrecy was then disclosed. 
The German Emden was cruising in the 
vicinity to sink any British shipping that 
it could encounter. The day after leav- 
ing port passengers were informed that 
the steamer was sailing to South America. 
The travelers whose objective was the 
west coast countries of Europe reached 
their destinations by a circuitous route. 

When this was written, Mr. Malleson 
is probably at some point in the Orient, 
from which in late spring or early sum- 


mer he expects to sail for the U. S. A. 


Ivan Allen, Banker, Reports 

Ivan Allen of Atlanta, Ga., chairman 
of the board of directors of the Federal 
Home Loan Bank of Winston-Salem, N. 
C., announced on January 7 the declara- 
tion by the bank of its first dividend. 
This is the result of a year of profitable 
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can’t concentrate unless she 
wears it like that.”—London 
Humorist 


operation by the bank. The 
dividend amounts to a total of 
$234,572. 

Mr. Allen called attention 
to the fact that all organization 
expenses have been fully 
charged off and all furniture 
and fixtures had been charged 
off during the current year. 
The bank shows no creditor 
liability. There is not one 
single delinquent item in con- 
nection with advances made, 
and of the funds in excess of 
thirteen million dollars which 
have been loaned, more than 
six and one-half million n< 
been repaid, proving the 
ha the member in- 
stitutions within the district 
and the improved condition of the coun- 
try as a whole. 

At the meeting held on January 7, all 
the officers of the bank were re-elected. 
The meeting was presided over by Ivan 
Allen, chairman of the board. 

The local bank serves Maryland, Dis- 
trict of Columbia, Virginia, North Caro- 
lina, South Carolina, Georgia, Florida 
and Alabama. 
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Henry Buse Wins Honors 
in Insurance Field 

Henry W. Buse, who maintained an 
outstanding record in the typewriter field 
in Philadelphia for many years, but who 
turned his talents to the insurance busi- 
ness twelve years ago, is achieving similar 
results in his newer field for which he 
recently received a congratulation letter 
from the president of the “Penn Mutual” 
and was one of a special group compli- 
mented by a company dinner. 

At sixty-one our old friend is going 
strong in his work and in civic activities 
in his “old home town” a few miles from 
Philadelphia. A resident of Ridley Park 
since 1906, he served as chief burgess for 
four years; was a member of the council 
for thirteen years and served as first presi- 
dent of the Chief Burgess Association of 
Delaware County. He was formerly 
president of the fire company, became first 
secretary of the Home and School As- 
sociation, served as first secretary of the 
Barnstormers, a local theatrical organiza- 
tion, and recently served the borough as 
tax collector. 











UNCLE SAM CONSOLIDATES MARKETING 
RESEARCH 


Written Expressly for Office Appliances 


By Waldon Fawcett 


UT OF the wreck of Uncle Sam’s commerce- 
promotional machinery there has been sal- 
vaged and rebuilt a consolidated agency of mar- 
ket research that should do much to prime the 
pump of office equipment distribution. Looked at 
in one way, this reassembled institution, dedicated 
to the cause of more and better sales, may appear 
to be rather a modest missionary force. But if it 
seems foreshortened, it is only by contrast with 
the vast booster organization to the same end 
which came into existence during the administra- 
tion of President Hoover. 

To obtain the proper perspective on the new 
Marketing Research and Service Division it is 
necessary to appraise this merger in terms of the 
status which prevailed in the U. S. Bureau of For- 
eign and Domestic Commerce after the spasm of 
administrative economy swept the Department of 
Commerce at the beginning of the New Deal. 
When the Bureau’s budget was cut in half, and 
360 employees were let out in Washington, not to 
mention other hundreds in the field, the trade in- 
telligence service necessarily dropped with a thud 
to a new and lower standard of living. Especially 
hard hit was that part of the program known as 
“Activities in the Promotion of Domestic Trade.” 

Luckily for the ideal of impartial Federal coun- 
sel on merchandising problems, there was exag- 
geration aplenty in the first rumor that the scout- 
ing divisions of the Domestic Commerce annex 
were to be abolished. What has actually happened 
has been a shaking-down operation that preserves 
the projects in market exploration which are most 
valuable to office outfitters. From the scrambled 
remains of the former Domestic Commerce set-up 
there has lately arisen a new unit known as the 
Marketing Research and Service Division,—a line- 
up that is broken into several subsections as, for 
example, the Market Data Section. 

This latest example of centralization,—the Mar- 
keting Research and Service Central, is a consoli- 
dation of three divisions which formerly func- 
tioned in domestic-commerce activities. Namely, 
the Merchandising Research Division, the Market- 
ing Service Division and the Domestic Regional 
Division. The most valuable functions of the 


three divisions have been retained in the melting 


pot. 


Under the pattern of policy which has been 
worked out for the multiple-purposed agency, the 
most valuable functions of the three former divi- 
sions have not only been retained but in some in- 
stances have been amplified. In its new guise the 
institution serves as a reservoir of business infor- 
mation, cost data, and facts on trade practices. 
Also it serves as a central point in the Government 
structure for the assembly of trade-association in- 
formation and for market-research activities. 
And, noteworthy for making intimacy of contacts, 
this new research staff serves in a general ad- 
visory capacity to trade groups and individuals 
on all manner of questions of merchandise dis- 
tribution. 

Until such time as the office equipment industry 
can have its own separate Commodity Division 
instead of being, as at present, lumped in the Spe- 
cialties Division, the new consolidation is probably 
the best expedient obtainable in Governmental 
first aid. That there is no substitute for sharply- 
focused intensive effort has been well illustrated, 
this past year, by what the Specialties Division 
has done toward initiating the special reporting 
service with respect to the extent and source of 
the foreign competition of the office-equipment in- 
dustry. At the same time, it is only fair to ac- 
knowledge the practical approach to the office- 
equipment scene of a number of the general proj- 
ects undertaken by the new headquarters for mar- 
ket research. As a case in point, take the trend 
to expansion of the monthly retail-sales indexes. 
To be sure, office equipment stores have not yet 
been segregated. But that may come later. Mean- 
while, there is value here in indication of general 
retail trends,—cross-sections of consumption. 

In a general way, the program-of-work of the 
Marketing Research and Service unit for the year 
1935 will follow recommendations made by that 
very active organization, the Committee on the 
Elimination of Waste in Distribution of the Busi- 
ness Advisory and Planning Council for the De- 
partment of Commerce. This Committee urged 
that domestic distribution research for all com- 
modity lines be centered in and headed up by the 
Division of Marketing Research and Service. The 
doctors followed that up with specific suggestions 
as to the projects to be undertaken. 
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Following the course thus charted, the new in- 
telligence corps expects to develop valuable new 
data on the trends of consumer buying through 
retail stores; on the costs and processes involved 
in getting goods from the producer to the con- 
sumer; and on the needs and buying habits of con- 
sumers. In a field, such as office outfitting, where 
demand is maintained and stimulated by system- 
atic use of both national and local advertising, it 
may be of especial moment that during the pres- 
ent year information will be gathered by the new 
organization of fact-hunters looking to the dis- 
covery of some scientific measure of the total vol- 
ume and distribution of advertising expenditures. 

One grumble that has been provoked by some of 
the market research and statistical work staged 
by the Department of Commerce in days gone was 
that the data was not sufficiently broken down geo- 
graphically to be of the greatest benefit to local 
merchants or regional distributors. As though in 
answer to that criticism, the new program calls 
for studies by sections of the country. Thus, the 
information to show the trend of sales will be 
rounded up separately in each region. 

Several circumstances have combined to direct 
especial attention to retail distribution problems 
and have, indeed, been instrumental in bringing 
into existence the wheel within a wheel known as 
the Retail Trade Section. One incentive to action 
in this quarter is found in the striking changes 
which retailing has undergone in the interval from 
1929 to 1933. On the other hand a new and valu- 
able means of satisfying curiosity has been sud- 
denly provided via the data mobilized in the 1934 
Census of American Business. In consequence of 
this combination of circumstances we find the new 
agency attacking such heretofore baffling under- 
takings as an appraisal of the modernization needs 
of retail stores. A survey of cooperative and con- 
solidated retail delivery systems throughout the 
country is another outcome of the situation. A 
full share of attention is to be bestowed upon the 
inside, and heretofore hidden, facts of small-time 
retailing. As a sample of the plots in this quarter 
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behold the study of rural retailing and the sur- 
vey of the status of stores that have sales of less 
than $10,000 annually. 

From the office equipment standpoint probably 
the highest spot in the new program of this reor- 
ganized Federal clearing house is to be found in 
the lately-launched Study of Manufacturers’ Dis- 
tribution Costs. This Study is planned as a co- 
operative project of the Marketing Research and 
Service Division and the various Commodity Divi- 
sions of the Bureau. The purpose is to marshal 
the significant facts for determination of the total 
cost of distribution. For the sake of comparison, 
this examination will ascertain, separately, the 
costs involved in the distribution of manufac- 
turers’ products through the various sales chan- 
nels. 

A Consumers Market Section is a unique subdi- 
vision of the new Government office. And, as the 
first investigative effort of this unit, there is 
ushered in a novelty with office equipment impli- 
cations. A Study of the Use of Durable Goods by 
Consumers is the formidable title of this study 
which is to be based on data gathered in 64 cities. 
“Use and ownership of equipment”’ is the field to 
be explored,—equipment to include, presumably, 
office equipment as well as household mechanical 
equipment. 

How promptly do customers pay their bills? 
As though the average tradesman did not know 
the answer, to his joy or sorrow, the new Federal 
Bureau unit will attempt a broad range pronounce- 
ment for purposes of background. This will sprout 
from the Retail Credit Survey and the National 
Collection Report which are already fixtures in 
the routine of this inquisitive organization. Asa 
side light on the general subject, a probe of in- 
stallment financing is on the slate. And very spe- 
cial attention is to be bestowed upon the perplex- 
ing and much-discussed problem of “returned 
goods.” The theory being that whereas “repos- 


sessions” and returned goods are much more of a 
worry in some lines than in others, every branch 
of trade has need of better formulas for selling the 
customer, to remain sold. 


where they typed 
advertisements for 
the picture and 
passed them out to 





Cashing in on “Kid 
Millions,” Eddie 
Cantor’s New Pie- 
ture.—The Kansas 
City Branch of the 
Underwood Elliott 
Fisher Company 
made the most of 
publicity opportu- 
nity by stationing 
three girl typists in 


the lobby of the 
Midland Theater, 





theater patrons. 
Patrons receiving a 
typed message con- 
taining a typogra- 
phical error were 
entitled to a free 
ticket. Only twenty- 
three such tickets 
were issued, 














DENVER DEALER TRADES SERVICE FOR RADIO 
ADVERTISING 


B Seas American Typewriter Exchange, 1650 
Champa street, Denver, Colorado, trades type- 
writer service for seasonable radio advertising. 
This dealer, like others, is obliged to set limits on 
his appropriation for advertising, but, wishing to 
use the radio, he offered three local radio stations 
a service exchange arrangement, with the result 
that the plan was one of the influences which 
helped to double sales in 1934 over those of 1933. 
“The trade arrangement,” says Manager L. F. 
Hoffman, “is mutually profitable. Practically all 
radio stations have several typewriters that are 
sure to need service. The stations, as a rule, would 
rather trade time on the air for service than to lay 
out the cash—and we would prefer to trade serv- 
ice than to pay cash for the time. The exchange 
is handled on the basis of regular prices—we trade 
service at our regular rates, and they trade their 
radio time on the same basis.”’ 

The service credit is accumulated until the times 
when the radio broadcasts will do the typewriter 
the most good—that is, the appeals are made sea- 
sonable and announcements are concentrated in a 
strong campaign run over a limited period. The 
company finds that much better results are ob- 
tained this way than if only occasional announce- 
ments are made all through the year. 

At the holiday season, attention was concen- 
trated on portables for gift use. Six announce- 
ments a day over three stations were used. The 
idea stressed was that a portable is equally good 
for business and home use, particularly the fact 
that a portable is never in the way in the home 
and yet is always handy when needed. 

In January last year—and the same thing will 
be repeated—a campaign was run on having ma- 
chines overhauled. The announcements played up 
the idea of starting off the year right with an 
overhauled, well cleaned machine, either in the 
office or at home. 

Portables are also featured at school opening 
time. The idea stressed here is that a good type- 
writer will serve as an educational aid to the stu- 
dent, both in getting his general work done and in 
learning to handle a typewriter. This drive is fol- 
lowed up about October 1 with a campaign on 
rentals. The thought here is that the student may 
be getting short of time in completing his work 
before the end of the six week grading period and 
needs a typewriter for use in “catching up.” 
Finally, there is school graduation, portables again 
being featured as appropriate gifts. 


A Mutual Benefit Proposition 
Which Has Resulted in Sales 
for the Dealer and Satisfac- 
tory Service for the Broad- 
casting Company 





“These are only a few of the seasons that can 
be tied up with in radio advertising,” says Mr. 
Hoffman. “We find that a timely, seasonable ap- 
peal on one subject or item always brings much 
better results than a mere general advertisement. 
The idea is to get people’s attention while they are 
in a mood to buy.” 

This company constantly “spotlights” portables, 
with the result that it does one of the best por- 
table businesses in Denver. And, most of it is 
“extra” trade—business in addition to the regular 
run of office volume. On the radio and in all other 
advertising, this slogan is used: “American Type- 
writer Exchange, Headquarters for Portables.” 
Used consistently over a period of years, it has 
done a great deal to stimulate this business. 

Another thing that has helped develop portable 
business is a novel window display fixture. Hang- 
ing from chains fastened in the ceiling is a glass 
panel on which three portables are constantly dis- 
played. They are right up at eye level where peo- 
ple can hardly fail to see them. A pedestrian 
doesn’t have to bend over to see'the details of the 
machine. It is almost as close to him as if he was 
looking at it on a counter in the store. And, the 
unusual appearance of the display in itself at- 
tracts attention to the whole window. 

Another inexpensive but effective form of ad- 
vertising is an unusual blotter. These are dis- 
tributed every month to about 1,000 business of- 
The number put out in each office depends 
If a lot of blotters are to be used, sev- 
The idea is always to keep 


fices. 
on its size. 
eral are left at once. 
the company supplied. 
In distributing the blotters and in picking up 
machines, the company representatives check back 
on the satisfaction from other service work. A 
prohibitive cost is avoided here by making the 
check-back calls while in the neighborhood of the 


offices. Where a minor error or omission has 








FEBRUARY, 1935 


occurred in a service job—and like all others, this 
company occasionally makes them—the firm an- 
ticipates complaints. And, very often the call- 
back will yield a second service job or possibly a 
sale. Where a customer is dissatisfied—with or 
without reason—he will sometimes hesitate to 
mention the reason—but go somewhere else the 
next time. The call-backs straighten out matters 
of this kind before they become dangerous griev- 
ances. 

A complete service work system prevents mis- 
takes and also stimulates repeat business. The 
records, which are filed for a 10-year period, give 
the following information: name, address, phone, 
apartment number, machine, model, serial type, 
date promised, price, a list of work done, date de- 
livered, whether delivered in or out of shop and 
remarks. 

These sheets are checked from time to time and 
if a regular customer’s name doesn’t appear, he is 


Window Display 
Shown by Globe- 
Wernicke Dealers 
During January. 

This display was 
featured by G.-W. 
dealers throughout 
the country, show- 
ing the handsome 
new wood file an- 
nounced several 
months ago. “This 
file.” said Vice- 
President Witt- 
stein, “is designed 








“Qummrons CHOOSE THE WOODSTOCK ™ 
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telephoned to find the cause of this lack of busi- 
ness. Here again, possible causes of complaint are 
checked up and losses due to price competition are 
sometimes stopped. 

This company also stresses the economy of 
trading in old equipment once every three years— 
the appeal being much the same as on automobile 
trade-ins. The record also helps here. By check- 
ing back on the records, the Exchange can show 
the customer where his maintenance costs are con- 
stantly mounting. 

An excellent rental business has been developed, 
both among office people and private individuals. 
Long period rentals are encouraged by a grad- 
uated scale. The place where the most rentals are 
converted into sales is in new offices. New firms 
starting out sometimes aren’t sure whether they 
will be able to continue, and hence rent a machine 
for about ninety days. If they make a success, 
they will buy at the end of this period.—B 


and built to com- 
bine the beauty of 
fine wood furniture 
with the latest 
mechanical features 
desired in first class 
and efficient filing 
equipment.” 
The placards in the 
picture explain the 
features of the cabi- 
net, and make clear 
precisely what the 
customer will _re- 
ceive for his money. 
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W oodstock’s Mod- 
erne Exhibit at 
the Cleveland In- 
dustrial Exposi- 
tion.—Held from 
December 29 to 
January 6, the ex- 
position offered 
much in the way 
of information 
and education to 
interested visi- 
tors. The Wood- 
stock exhibit here 
shown, was attrac- 
tively worked out 
in a color scheme 
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of white, red and 
silver. Speed op- 
erators, including 
Dorothy Dow, 
1933 world’s 
champion school 
typist; Marie 
Theim, 1934 
world’s champion 
school typist, and 
Alice Zika, 1933 
novice champion 
and 1934 amateur 
champion, at- 
tracted crowds 
with their demon- 
strations. 
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THE IDEAL OFFICE FURNITURE STORE 


By C.W. Roth, Roth Office Equipment Company, Dayton, O., 


Regional Governor, Fifth District, 


National Stationers Association 


ft F MY store contained approximately fifty by 


one hundred and fifty feet of floor space and 
occupied more than one floor, I would make a 
limited display of office furniture on the first floor. 
Such a display would consist of about three suites, 
one of which would be a high-grade period suite 
with rug or carpet, desk, revolving chair, two side 
chairs, waste basket, costumer, smoke stand, desk 
set, desk pad, lamp and ash tray. 

The next suite would consist of an 
attractive layout of metal furniture, 
and would include a steel desk, re- 
volving aluminum chair, two alumi- 
num side chairs, steel waste basket, a 
filing cabinet, desk high, and such 
other metal accessories as might be 
deemed appropriate. 

The third display would include a 
medium priced desk, revolving chair, 
side chairs, and all the accessories. 

In each display I would have the 
prices prominently shown by means 
of neat, attractive signs. Prices 
prominently displayed always attract 
attention and excite interest. 

Assuming that I had a second floor, I would ar- 
range it in suites as attractively as possible, and 
at varying prices. 

The ideal method would be to show all office 
furniture in suite arrangement; but in all my 
travels, which cover every town in the United 





C. W. Roth 


How It Might Be Arranged 
to the Best Advantage in 
a Reasonable Space 





States of ten thousand population and 
over, I have never seen a store large 
enough to make such an arrangement 
possible. There are too many sizes, 
finishes and styles,'‘both in wood and 
steel, to permit them all to be shown 
in suites. 

In discussing the types and grades 
of office furniture which are easiest 
to sell, I can speak only for our own 
stores. For the last four years the 
demand has been for low priced mer- 
chandise. In the past, when condi- 
tions were normal, we always showed 
a prospect our high-grade furniture 
first. We found that this more or less 
flattered the prospective customer, 
and invariably raised his standard, resulting in 
the sale of much better merchandise. In case the 
customer was adamant in his demand for some- 
thing at a lower price, we could take the step down 
quite easily, whereas it was next to impossible to 
get the customer to take the step up. 
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It is my personal belief that, if business gets 
better in the office equipment field, it will not be 
because merchandise is worn out or obsolescent, 
but because of a desire on the part of users to 
make a change. This applies more particularly 
to office furniture. People seem now to be looking 
around for new equipment because in many cases 
they are tired of looking at the same layout year 
after year. They wantachange. Of course, there 
are many things which, after a long period of use, 
do need renewal. This will be an increasingly im- 
portant factor as time goes on. 

At present we are using a visible system for 
keeping our stock record. This has proved to be 
very satisfactory. 


Beautiful New Private 
Office of Fred Bing- 
ham, President of the 
Boorum & Pease Com- 
pany, Brooklyn, New 
York.—This office is a 
fine example of what 
can be done in beauti- 
fying an office through 
the use of wood trim, 
period furniture and 
color contrasts. Instal- 
lation of this office was 


in the hands of the 
Wholey Office Equip- 
ment Company of New 





23 


In determining what articles should be asso- 
ciated in an office furniture window display all 
depends on the type and grade of furniture that 
is being shown. If the display is a high-grade 
suite, it is well to show only the desk, revolving 
chair, a side chair or two, waste basket, and desk 
accessories, such as a lamp, pen set and desk pad. 
If the window is to show a medium-priced suite, 
it is well to use a desk, revolving chair, side chair, 
costumer, waste basket and filing cabinet. 

Now is the time for the dealer to freshen up his 
store by painting and changing the merchandise 
around. People like to go into a place that looks 
prosperous. In such a store they will spend money. 


York, the immediate 
details being under the 
supervision of Mr. 
Houghton of the 
Wholey Company. The 
new office was a sur- 
prise given to Mr. 
Bingham on his recent 
return after a trip 
throughout the West. 
Future visitors to the 
plant will share with 
Mr. Bingham the com- 
fort and beauty of the 
new office. 


RECONDITIONING DEPARTMENT HELPS SELL 


NEW FURNITURE 


By Lucius %. Flint 


aA COMPLETE reconditioning department has 

proved one of the most valuable assets of the 
C. L. Patterson Company, Denver office appliance 
dealers. 

Mr. Patterson’s arrangement may be likened to 
those of many automobile dealers. Because he 
can recondition furniture to re-sell at a good prof- 
it, he is able to take in a good deal of merchan- 
dise on trade. Naturally, this gives the customer 
an inducement for buying from him. But, the 


used furniture section is thoroughly self-support- 
ing. Considerable old stock is also bought out- 
right, reconditioned and sold at an excellent mar- 
gin. 

“We feel that good used furniture can well com- 
prise a considerable portion of the office appliance 
dealer’s business,” says Manager C. L. Patterson. 
“Not to get into this end of the business is to over- 
look an excellent merchandising opportunity, for 
there are a good many people who can’t or won't 
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buy expensive new furniture. If the dealer doesn’t 
take their business, they will buy from private in- 
dividuals. 

“However, this doesn’t mean that we neglect 
our new stock for the used. We sell the best new 
stock possible wherever we can—and the used de- 
partment never interferes with these sales. The 
two kinds of merchandise simply serve two dis- 
tinctly different classes of people.” 

The Patterson reconditioning department oc- 
cupies one floor of the company’s own building. 
Two salaried employees are regularly kept on the 
payroll to handle this work. Both are excellent 
workmen able to handle repairs of virtually any 
kind. The firm’s equipment investment is neg- 
ligible. About all the men need is a few tools and 
a paint gun. 

An example of the profit to make in this work 
illustrates the advantages of such a shop. A good 
oak desk—flat top—was taken in at five dollars. 
The material in it was excellent. The main diffi- 
culty lay in a number of deep cuts and scratches. 
There were several bad cuts around the edges, 
which were taken care of by inconspicuous band- 
ing of the same material as the top. The band is 
scarcely visible and does not hurt the appearance 
if it is seen. Another heavy cut on top was filled 
and the top surface refinished. Finally, the front 
of one of the drawers was cracked. A square 
around this was cut out and replaced with wood 
of matched grain. 

The result was an almost new appearing desk. 
The repair investment was about $10—twice the 
cost of the merchandise—but the selling price was 
$35. 

“We plan to make at least 100° on all work of 
this kind,” explaines Mr. Patterson. “Where we 
are able to make a particularly favorable deal, we 
sometimes make a little more. We quite often 
put more into the work than into the furniture it- 
self. That’s what counts in the selling price of the 
article. 

“How much repair work we do on an item de- 
pends entirely on the in- 
dividual article. Some- 
times we take in a desk 
that is obviously too old 
or in too bad repair to 
bother with fixing up. 
In such cases, we hold 
down the price and sell 
it ‘as is.” But, even in 
this class of merchan- 
dise there’s good profit 
if it is traded or bought 





Jean Parker, Appearing in the 
New M.G.M. Company Picture 
“Sequoia,” Is Shown at the 
Royal Portable.-She was on a 
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right. For instance, we recently took in several 
desks, about thirty chairs and some other items 
for $35. We allowed twenty-five cents apiece for 
the bent wood chairs and sold them for $125. We 
covered the tops of the desks with Prestwood and 
sold them at a good profit. 

“While we don’t have a great many cases where 
this is necessary, we have found Prestwood an ex- 
cellent top covering where a complete change is 
required. It makes a good writing surface and 
presents an attractive appearance. 

“The thing to consider in deciding whether or 
not a desk should be repaired or sold is the quality 
of material and the general construction. If the 
style is anywhere near modern and the wood is 
good, it is probably worth fixing up. Appearance 
can generally be pretty well taken care of. The 
thing that counts most is the material in the desk. 

“Another thing we have to consider is how 
much our labor will increase the actual sales value 
of the furniture. There is such a thing as invest- 
ing more in the item than it is possible to get out 
and still make 100%. Before we start a job, we 
try to visualize the finished product and how much 
it will sell for. Then, we proceed from this point, 
putting in only as much as we can afford to on 
repairs.” 

In addition to helping make new sales and yield- 
ing a larger profit on used merchandise, Mr. Pat- 
terson finds that the repair department greatly 
increases the turnover rate on used stock. A desk 
that has been fixed up will sell in a fraction of the 
time required to move a “rickety” one. 

The reconditioned merchandise is sold in prac- 
tically the same way as new stock. It is displayed 
just as attractively as the new furniture—never 
“stuck off in a dusty corner.” Naturally, attrac- 


tive surroundings add to its value in the eyes of 
the customer, just as is the case with new stock. 
Mr. Patterson uses outside salesmen as well as 
selling from the floor and he has found it essential 
that they be thoroughly familiar with the used 
stock. 


They must know every individual piece, 
what use it is best fitted 
for, its selling features 
and the price. The sell- 
ing differs here from 
the new in this respect. 
When making a new 
sale, the representative 
has a standard desk to 
talk about. But, in sell- 
ing used merchandise, 
every piece is different. 


trip to the mountains, so nat- 

urally took her portable along. 

She uses the Royal portable in 

many of the scenes of this pic- 
ture. 
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The Beller Pencil 
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EXHIBITION BY CHICAGO ROTARIANS 


The Rotarians of Chicago held a Business Recovery 
Exposition at Hotel Sherman January 15-18, inclusive, 


displaying their wares and services. 


A number of the 


members are engaged in the commercial stationery 
and office equipment fields, and these Rotarians made 


exhibits of their lines. 
the following: 


Addressograph Company, J. 
Basil Ward 

Automatic Pencil Sharpener 
Company, Sidney E. Collins 

Autopoint Company, Clarence 
N. Cahill 


Scenes at the Recent Busi- 
ness Show of the Hoel- 
scher Stationery Com- 
pany, Buffalo, N. Y.-Lou 
and Joe Hoelscher, as well 
as salesmen of the manu- 
facturers represented at 
the show were present on 
the floor of the show at 
all times. The event drew 
interested crowds and was 
highly successful. Among 
the visitors were many 
purchasing agents. 
The left-hand top pic- 
ture shows The General 
Fireproofing Company's 
display; next to it is the 
display of the Victor Safe 
& Equipment Company. 
Below on the left is a fine 
showing of the Wilson- 
Jones Company's prod- 
ucts, and at the right we 
note a general view, with 
the Acco exhibit in the 
right hand corner. 


Among the exhibitors were 


Edwin C. Barnes & Bros., John 
D. Pahlman 


Burroughs Adding Machine 
Company, Chas. F. Putnam 
and Rex Rathbun 


eR om 6 


aon Cy are 


Engel Art Corners Manufactur- 
ing Company, A. W. Engel 
The Hedman Manufacturing 


Company, Herbert R. Hed 
man 

Horder’s, Inc., Frederick P. 
Seymour 


International Tag & Salesbook 
Company, Alexander G. Shen- 
nan 
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Four Views of Exhibits 
at the Business Recovery 
Exhibition at the Sher- 
man House, Chicago, last 
Month.—Top, left: Ex- 
hibit of Horder’s, Ine. 
Top right: Display of 
Sanford’s Inks. Bottom 
left: Where the Autopoint 
Pencils were demon- 
strated. Bottom right: 
Tallman-Robbins & Co. 
exhibit featuring the files 
of the Automatic File & 
Index Company, and 
loose leaf devices. 


The Mosler Safe Company, 
Chas. A. Donnell 


Multigraph Company, Frank M. 
Boughton 


Sanford Manufacturing Com- 
pany, W. S. Carpenter 


Tallman, Robbins & Company, 
Percy L. Tallman 


The exhibits were located on the second floor of 
Hotel Sherman, and were tastefully decorated. The 
Rotary Club of Chicago is sponsor of a program for the 
benefit of crippled children, and the exhibition was 


dedicated to this activity. 
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Business Show Conducted Recently in the Spacious Auditorium of Its Education Administration Building by the 
Merritt Business School, Oakland, Calif. 


FIRST NON-COMMERCIAL BUSINESS SHOW IS 
COMMERCIAL SUCCESS 

Note.—Twenty-five years or more ago, Office Appli- 
ances made its first recommendation that commercial 
schools establish courses on the new machines that 
were coming into the business world. It was suggested 
that catalogues of several manufacturers, some of 
which were practically text books upon the use of the 
machines, upon accounting, filing, etc., would afford 
ample material for the purpose. Another suggestion 
was made that once a month the school have a repre- 
sentative of some manufacturer address the student 
body. A carbon paper man for instance, could explain 
the differences between the various carbon papers and 
the functions of the respective sheets. A filing cabinet 
manufacturer’s representative would give a little talk 
on filing systems and even the manufacturers of ink 
might explain something about their products upon 
which certainty of the perpetuity of many records de- 
pended. 

One commercial school proprietor in Chicago said 
that he had not only taken the suggestions the journal 
had offered, but that at one time he took the “key on 
the cover” and used the idea of his school as a key to 
open doors for employment. 

All of our ideas, of course, were built upon the fact 
that whether a student took typewriting, bookkeeping 
or what not, he would as soon as he got employment, 
encounter the other things which had been taught in 
the school. 

Nothing new under the sun? But there is. The 
Merritt Business School, a unit of the Oakland, Cali- 
fornia, Public Schools, is responsible for the innova- 
tion. This unique adult school, under the acting prin- 
cipalship of N. L. Forkner, has taken the lead in mark- 
ing a new era in education as well as in business-show 
work. It is the first public institution to present an 
office equipment exhibit not conducted upon a purely 
commercial basis, which was, nevertheless, successful 
from a commercial standpoint. 

Oakland is one of the few cities in the United States 
which has taken the student as he finishes high school 
and prepared him for a place in the business and in- 


dustrial world. Merritt Business School might best be 
characterized by calling it a public business college. 
The school specializes in the type of training which 
business is using today. It does not offer any subject 
or course because of tradition. All of the courses are 
the result of conferences with business men of the 
community to determine what they wish their em- 
ployees to know. These conferences have resulted in 
the installation in the school of a great many different 
types of office appliances. With a student body of 
approximately 2,200 students in the day and evening 
school, it will be seen that the office appliance division 
is a very important part of the training course. 

In an endeavor to acquaint business men of the com- 
munity with what is being done at Merritt, the school 
conducted a three-day business equipment exhibit re- 
cently, inviting the principal business equipment com- 
panies of Oakland and San Francisco to participate 
with exhibits of their latest equipment. Complimen- 
tary tickets, Multigraphed by the students of Merritt, 
with space for the names of the various companies to 
be inserted, were distributed. 

Thirty companies responded. These were C. S. Col- 
yar, check protection devices; A. B. Dick Company, 
Mimeographs; Ditto, Inc.; L. C. Smith & Corona Type- 
writers, Inc.; The Ediphone Sales Company; Felt & 
Tarrant Company, Comptometers; Friden Calculating 
Machine Company; Gel-Sten Duplicator Company; 
Charles R. Hadley Company, loose leaf systems; Inter- 
national Business Machine Corporation; Markwell Bay 
Cities Company, stapling machines; Marchant Calcu- 
lating Machine Company; Monroe Calculating Ma- 
chine Company, Inc.; Multigraph Sales Agency; Na- 
tional Selectograph Corporation; Oakland Typewriter 
Exchange; Office Equipment Company; Otis File and 
Office Equipment Company; Pacific Telephone and 
Telegraph Company, Teletypewriters; Remington 
Rand, Inc.; Royal Typewriter Company; Sunset-Mc- 
Kee Salesbook Company; Tempograph Sales Company; 
Todd Sales Company, check protectors; Underwood 
Elliott Fisher Company; Vivid, Inc.; M. G. West Com- 
pany, office furni.ure; Yawman and Erbe Manufactur- 


ing Company, office furniture. 
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The exhibit was advertised by brief notices in the 
newspapers, most of the publicity being written by 
Merritt students in the advertising and journalism 
classes. By actual count, 3,348 visitors attended the 
two afternoon and three evening showings of the 
equipment. 

The chief purpose of the show, so far as Merritt 
Business School was concerned, was better to acquaint 
the public with this adult school, its students, and the 
type of work done by them there. To this end Multi- 
graphed pamphlets, prepared by the students in the 
duplicating machine classes, were given to each visitor. 
These forms gave in condensed style the chief items 
of interest about the school and the students, men- 
tioning the number of temporary and permanent 
placements effected in the previous year, 630 and 335, 
respectively, and the fact that the Merritt enrollment 
consisted of ten per cent college graduates, twenty- 
five per cent of students with some college training, 
the remaining sixty-five per cent high school grad- 
uates. The fact that a licensed physician is available 
for free examination of student applicants to deter- 
mine their physical fitness, and Merritt’s unique serv- 
ice in examining employers’ applicants to test their 
ability as stenographers, typists, bookkeepers, or ma- 
chine operators, were mentioned. This testing service 
is free upon request, and confidential reports are ren- 
dered to the employer. 

It was not the purpose of the show to sell equip- 
ment; each exhibitor was informed that it was to be 
an exhibit only. However, in almost every case, the 
exhibiting companies have reported a gratifying per- 
centage of business directly traceable to their displays 
at the show. Many of them attributed part of this 
success to the work done by student demonstrators. 


Another purpose of the show was to acquaint the 
equipment companies and, through their salesmen, the 
business men of the Bay region, with Merritt Business 
School, the type of students attending, and the high 
grade work of which those students are capable. It 
was reasoned that many placements are made in busi- 
ness offices through equipment company salesmen. 
Therefore, if the salesman knows the school and its 
students, it is only natural for him to recommend them 
when he sells his equipment. 

The show was held in a large auditorium in the Edu- 
cation Administration Building. The room was laid 
out in blocks with wide aisles, and partitions were set 
up between the various exhibits to form booths. Radio 
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and a public address system, for special announce- 
ments and demonstrations, were set up. One of the 
most prominent booths in the exhibit room was set 
aside to publicize Merritt Business School. In this 
booth information of all kinds concerning the school 
and its functions was available, attractively displayed 
and distributed by committees of students. Other stu- 
dent committees were detailed to act as hosts, and 
still others to act as demonstrators for the various 
machines and equipment on display. 

Three student demonstrators had secured perma- 
nent positions as a result of their work in the show 
even before it had ended. Several other placements 
are expected to result within a very short time. Actual 
results, so far as definite numbers of placements or 
sales, cannot, of course, be tabulated, but from the 
general interest evinced in the exhibits, and the mu- 
tual good feeling created, the first non-commercial 
business equipment show was definitely a commercial 
success. 

an 


E. H. SELL & COMPANY MOVES COLUMBUS 
BUSINESS 


E. H. Sell & Company, Columbus, Ohio, will be lo- 
cated at 37 East Gay street after February 1, having 
outgrown the store at 54 East Gay street. Several 
months ago Mr. Sell realized that with the increased 
business at 64 East Gay street the space was not large 
enough for its requirements. The new location affords 
over twice the former floor space. 

Mr. Sell was president of The National Stationers 
Association in 1925 and 1926. Mr. Sell opened his busi- 
ness forty-two years ago, starting out as a bicycle and 
typewriter store. Later both lines were given up. Mr. 
Sell has the distinction of being one of the first com- 
plete office outfitters in the United States. The busi- 
ness was established at 118 South High street. The 
store has been a Gay street institution—twenty-two 
years at 54 East Gay street and five years at 64 East 
Gay street. The increased space permits the establish- 
ment of a small gift department and a radio depart- 
ment. 

E. H. Sell is president of the company; J. M. Sell, 
secretary and treasurer; O. E. Earnshaw, vice-president 
and son-in-law of E. H. Sell. 

Office Appliances expects to have pictures of the new 
store for publication in the March issue. Meanwhile 
we congratulate our good friends on the state of busi- 
ness which necessitates more space, and we wish them 
increased business and prosperity. 











E.H.SELL 


7 A, SELL 


0. E, ERNSHAW 
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NEW REMINGTON RAND DUPLICATOR SUPPLIES 

The duplicator supplies division of Remington Rand, 
Inc., at Bridgeport, Conn., announce three new prod- 
ucts—“RR” stencil paper, “RR” duplicator ink and 
“RR” correction fluid. These, say the manufacturers, 
have been perfected after two years of research and 
experimental work and made applicable for use on 
all rotary duplicating machines. 

The actual manufacture of the new stencil paper 
has been under way for two years and the sheet is 
claimed to have proved its efficiency under all trials, 
including that for age and temperature changes. 
Broad or sharp impressions may be obtained, it is said, 
from the same stencil, depending upon whether or not 
a cushion sheet is used and that upwards of five thou- 
sand copies can be made with each. The stencils are 
packed in attractive silver and black boxes. 

The duplicator ink has been compounded by chem- 
ists with twenty years’ experience, and the correction 
fluid provides a thin film of such consistency as to 
make the overstruck character indistinguishable from 
the rest of the copy. 

The duplicator supplies division of Remington Rand, 
Inc., will be happy to supply further information on 
request. 

> 
NEW BURNS “AUTO-LINER” COPYHOLDER 


A “remote controlled” line guide is a feature of the 
Burns “Auto-Liner” copyholder recently introduced by 
American Automatic Electric Sales Company of Chi- 
cago. This copyholder is the latest addition to the 
Burns line of office specialties and, according to the 
makers, “has every feature that a typist wants and 
every sales point that a stationer needs.” 








The Burns “Remote Controlled” Auto-Liner Copyholder 


The new “Auto-Liner” copyholder is arranged so 
that it may be placed back of the typewriter with the 
control mechanism extending along the right side. It 
is claimed that an easy, smooth guide adjustment is 





NEW MACHINES AND DEVICES 





obtained with only a finger-tip’s pressure on the con- 
trol lever. The line guide is equipped with an adjust- 
able “stop” and may be set for single, double, or triple 
spacing. 

The overall dimensions of the new unit are 19 x 12 
inches. Each one is packed in a corrugated board ship- 
ping carton and the suggested retail price is $12.50. 
Further details and discount sheet may be obtained by 
writing American Automatic Electric Sales Company, 
1033 West Van Buren street, Chicago, Illinois. 

—_———<>- - 
A NEW TRUSSELL OUTFIT 

The Trussell Manufacturing Company of Pough- 
keepsie, N. Y., announces another Trussell sales booster 
in the form of a new, inexpensive and compact Press- 
To ledger outfit, containing one hundred fifty pages 
and having dimensions of 534 x 914 inches. The book 





The Latest Trussell Press-To Ledger Outfit 


is covered in attractive brown levant grain imitation 
leather with lining to match. The metal parts are of 
Press-To type with seven one-inch rings. The sheets 
are leather tabbed and thumb indexed in twenty-one 
divisions and are of good quality twenty-four pound 
white ledger. Ruling is double entry ledger and double 
entry ledger with balance column. 

The sheets are designed so that they can be used 
later in visible index form, if desired. Suppose a man 
buys one of these little ledger outfits and later, as his 
business grows, decides he wishes to adopt a visible 
accounting system. He buys a visible type binder, and 
finds he can transfer the records from his Press-To 
ledger directly into the visible binder. The company 
carries in stock visible binders to accommodate these 
sheets both in the one-inch and one-half-inch ca- 
pacity. 

—— 
NIAGARA ANNOUNCES NEW DUPLICATOR CABINET 

An improved and more sightly cabinet for its elec- 
tric drive model is announced by the Niagara Duplicator 
Company of San Francisco. 

The new cabinet also makes possible slight changes 
in the variable speed control, making it even more sim- 
ple, positive and easy to operate than formerly. 

The cabinet is designed on modern but conservative 
lines, to accord with the furnishings of any up-to-date 
office. All sharp corners have been eliminated, a fea- 
ture which has been favorably commented on by women 
operators of the duplicator. The construction is of 
hardwood, very carefully joined, sturdy and durable. 
The finish is walnut. 
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A NEW ART STEEL PRODUCT 
The Memoroll is a new product of the Art Steel Com- 
pany, Inc., of New York City. The Memoroll holder 
takes paper in standard size rolls and provides an at- 
tractive, efficient and easily operated memo holder. 





The Aseco “Memoroll” 

The Memoroll provides for a continuous memo of any 
length desired and up to three and one-half inches 
wide. A special storage compartment for memoranda 
is provided in the base, together with space for pen or 
pencil. This device is an attractive and efficient desk 
companion and has certain novel features which com- 
mend it to the attention of users. 


- a ne —_ 


NEW MODEL STURGIS POSTURE CHAIR 
The No. 500-DS Sturgis posture chair is the newest 
model of the Sturgis Posture Chair Company, Sturgis, 
Mich. The DS stands for “double suspension.” This is 
interesting, for it permits the posture chairs of this 





The No. 500-DS Sturgis Posture Chair 
g 


make to be had with either single post back or double 
post back, whichever type of back support a dealer’s 
customers may desire. 

The new double suspension back is attached to the 
same easy, quick adjustments which are characteristic 
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of the Sturgis posture chairs. Because of a hexagon 
nut cast as an integral part of the hand wheel used in 
making adjustments, this chair may now be perma- 
nently adjusted or easily adjusted by hand, whichever 
method appeals most to the dealer’s customer. This 
feature is standard on all models. 


———— 


NEW VACUUM FOUR-INCH LEAD PENCIL 


The Vacuum-Fil Pen Company of Fort Madison, Ia., 
offers an interesting new mechanical pencil that re- 
tails to the public at a low price. This is part of a 
combination deal and in fact, is its main item. The 
pencil has a propel, repel, expel action. This new 
Vacuum pencil uses four-inch leads, square or round, 
although round are preferred because of their greater 
strength. Twelve extra leads are provided and three 
large double erasers, all packed in a new container 





Display Card for the New Vacuum 
Four-Inch Lead Pencil 


and included with the Vacuum pencil on an individual 
card. 

It is said that this combination of pencil, leads and 
erasers is easy to sell. Its features are bound to inter- 
est the customer. Combinations are mounted twelve 
to a display on a counter dispenser. Dealers who buy 
the No. 706 outfit are provided with window streamers 
and window spots, featuring the fact that this pencil 
writes a thousand words a day for one year for less 
than half a dollar. Larger deals have large window 
cards also. 

To provide refils for these new pencils, the Vacuum- 
Fil Pen Company has introduced five-cent and ten- 
cent tubes of four inch leads. Each of the former con- 
tains twelve inches of lead and of the latter twenty- 
eight inches. A dozen tubes of each size are mounted 
on a counter display card which is also a valuable 
feature. Five-cent packages of Vacuum leads of the 
conventional length—eighteen inches to the tube— 
twenty-four tubes to the card, are also being intro- 
duced to fit all pencils of the modern type. 

a 
NEW PACKAGE ADDED TO OAKVILLE KWIK WIRE 
STAPLE LINE 

The Oakville Company, Division Scoville Manufac- 
turing Company, Oakville, Conn., announces the addi- 
tion of a 3-S packing to its present 1-S (210 staples to 
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a strip, 5,000 staples to a box) and a 2-S (105 staples 
to a strip, 5,000 staples to a box), packages. The new 
package contains a different size staple made espe- 
cially for the plier-type of stapling devices. The di- 
mensions of the 3-S staple are as follows: Crown, 7/16 
inch; leg, % inch; diameter of wire, .025. These sta- 
ples are packed 100 to a strip with 1,000 staples to a 
box. 
etiam 
SHEAFFER’S NEW MASTER SERVISETTE 

The Master Servisette, a new idea for the W. A. 
Sheaffer Pen Company, Fort Madison, Ia., is declared 
to be the keystone of the company’s 1935 plan to round 
out the service and equipment of pen dealers. Thou- 
sands adopted Sheaffer’s pen headquarters plan last 
year and found it productive of sales. 

The new Master Servisette is now being presented 
for the first time and is an acknowledgment of and 
an improvement on the Servisette first introduced. 
With this new aid goes a complete plan for developing 
a pen department and putting it on a profitable basis. 
The Servisette gives the dealer an opportunity to come 





Sheaffer's Master Servisette Repair Kit for Dealers 


in contact with pen owners at the psychological mo- 
ment when pens are in need of adjustment or repairs. 
The Servisette is declared to be to the pen dealer what 
the service station is to the automobile dealer. 

The Master Servisette includes complete equipment, 
tools, material, advertising material, newspaper mats, 
service manual, in fact, everything needed for a pen 
department. It is said that profit on the merchandise 
with this set is sufficient to pay for the entire equip- 
ment and leave something over. 


—_— > - = 
RUBY LEDGER IMPROVED BY WILSON-JONES 


Several improvements have been incorporated in the 
Ruby ledger made by the Wilson-Jones Company, 3300 
Franklin boulevard, Chicago, Ill. The cover boards 
have been increased in thickness and the top and bot- 
tom covers beveled on all four sides. Ruling has been 
changed to panel style with double rule blind scoring. 
Index tabs have been changed to ruby red leather and 
the fly sheets are of heavy weight stock with litho- 
graphed pattern. 

The Ruby binder can be opened in two positions— 
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half open for working space—full open for inserting 
and removing sheets. A slight pressure on the buttons 
at the end of the steel back opens the binder to the 
first position. A slight additional pressure results in 
the full open position. By closing the covers the metal 





Wilson-Jones Ruby Ledger 


part automatically closes and locks. Exposed ends of 
metal are heavily nickel plated. 

The complete Ruby ledger outfit consists of a binder, 
200 ledger sheets and A to Z leather tab index. The 
binder is bound in durable ruby red imitation leather 
over substantial boards. The ledger sheets are printed 
two sides on twenty-four substance white Ivorydale 
ledger paper. Index tabs are gold foil stamped on ruby 
red leather. 

New Ruby advertising, including blotters, window 
poster and counter card, is available to dealers. 


——_>—_—__—_— 
NEW TYPE OF INDEX TABS 


A new improved Utility index tab was recently an- 
nounced by The Globe-Wernicke Company of Cincin- 
nati. The back and projecting parts of this type of 
tab is one piece of heavy celluloid, while the flexible 
front apron is of a lighter weight. The latter is bent 
over at one end, which is firmly cemented to the back 
and projecting tab part to form a positive automatic 
stop. This causes all tabs to project uniformly and 
makes alignment quick and easy. 

The front apron is slightly longer than the back and 
is easy to moisten and apply. The clear celluloid per- 
mits any writing that it may cover to be read without 
difficulty. 

These tabs are available in three distinct types— 
indexed, strip and individual shields. They may be had 
in red, yellow, blue, green and clear celluloid. Shield 
and strip types are supplied with blank insert labels, 
which are removable and can be changed to meet vary- 
ing indexing requirements. 

H. H. Wittstein, vice-president, says that samples of 
the new tabs will be sent to any dealer upon request 
sent to the company’s general offices at Cincinnati, 
Ohio. 

—_____ 


A NEW PRODUCT BY RUXTON 


The Rux-tone rubber cement is a new product just 
brought out by Ruxton Products, Inc., Cincinnati, Ohio. 





A Tube of Rux-tone Rubber Cement 


They are intended for use by sign men, poster artists, 
display men, students and for office and home use. 
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Rux-tone rubber cement is waterproof and clean to use. 
It is transparent and very useful for mounting, joining 
and mending purposes. It is declared that it will join 
wood, paper, cardboard, plaster, metal and even glass. 

This new adhesive comes in neat tubes and is easy 

to apply. 
—}-— 
NEW LINE OF HARTER SEATING EQUIPMENT 

The Harter Corporation of Sturgis, Mich., announces 
a new line of steel posture chairs and other seating 
equipment said to embody many new and exclusive 
features of design and construction. 

A novel and cleverly concealed adjustment mechan- 
ism makes for quick and easy, yet positive adjustments. 
No loose nuts or bolts are used, and all adjustments 
can be made almost instanteneously. 

Pictured herewith is one of the new models—the No. 
H-80—for executives. This chair is equipped with a 
new type of back constructed with compound curves. 





No. H-80 Harter Posture Chair 


It hugs the occupant’s back and follows his every move- 
ment—an2d is, of course, adjustable both vertically and 
horizontally. 

This model has a cast aluminum base and may be 
had upholstered in leather or a new short nap mohair. 
The latter is said to be warmer in winter, cooler in 
summer and easier on wearing apparel. 

In addition to posture chairs they also announce a 
new line of non-adjustable executive arm and side 
chairs, all of which have been designed with the idea 
that a chair should be comfortable as well as beautiful. 


_—_——$<g>—_—__—_ 

REMINGTON RAND HAS NEW KARDEX CABINET 
Remington Rand, Inc., have just announced a new 
model Kardex cabinet which, they say, represents a 
distinct advance in the mechanical construction of 


visible record equipment. Emphasis is also laid upon 
the beauty and finish of the new line. Modernistic 
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appearance is achieved through the use of a black 
krinkle finish with beveled chromium trim. 

The new cabinet represents individual construction 
throughout. A safety door permits locking the cabinet 
securely and provides protection from dust. Slides are 
reinforced with wire and a close fitting jacket not only 
gives protection to the cards, but may be removed from 
the slides with the cards, giving them greater protec- 
tion, if desired. A new telescoping tailpiece now per- 
mits the slide to be filled to a greater capacity with 
pockets. The tailpiece on each slide is also equipped 
with a four-inch extension beyond the front of the 
cabinet, permitting the pocket to lie back in a flat 
position for posting. 

The bottom stop on each panel now releases with a 
touch of the finger and its extension feature permits 
the stop to be used as a follower block for as many as 
eight missing pockets. 

An extension posting shelf in the bottom of the cab- 
inet provides a solid rest for the slide. Label holders 
have been increased in size and chromium plate gives 
an attractive, durable finish to the slide pulls. Smooth, 
rounded edges increase the ease of operation. 

The cabinet itself is strongly reinforced with angle 
runners welded to the uprights. Two models are now 
furnished: No. C8516 with sixteen slides and No. C8507 
with seven slides. 


————~<e—__—_ 
NEW CARTER BOTTLES STIMULATE INK SALES 


Allen M. Cate, advertising manager of The Carter’s 
Ink Company, Cambridge, Mass., is a firm believer in 
the appearance of containers as an element in making 
sales. He has seen the four differently colored “Jewel” 
inks in their special “jewel case” win their way to al- 
most instant popularity. In view of the success of the 
Jewel line it was decided to “style” the twenty-five cent 
ink container, hence the Inkwell bottle, which boosted 
sales six-fold in as many months. The ten-cent bottle 
was next redesigned. It has most of the features of the 
twenty-five cent line save the exceptional appearance. 
The line was named Carter’s Cubes, and achieved im- 
mediate success. Now comes Carter’s travel ink in a 
special leak-proof glass container of generous capacity 
cemented into a pliable black rubber case, to guard 
against breaking. Inner and outer screw caps prevent 
leakage. 

The foregoing facts were among those included by 
Mr. Cate in a paper he wrote for a recent issue of the 
Boston Advertising Club. 


——<-—— 
UEF TRAINS CANON ON AUGUSTA 


J. L. Canon has been appointed agent at Augusta, 
Ga., by the Underwood Elliott Fisher Company, located 
at 308 Eighth street. He has the full machine line, and 
also service and supplies. Mr. Canon has been with the 
company twelve years, serving in Birmingham, Ala., 
and Tulsa, Okla. His record in those cities led to his 
appointment to the post at Augusta. 

The new agency has a staff of salesmen and machine 
mechanics who know their machines and mechanisms. 
The agency covers fifteen counties, with full coverage 
of the UEF lines. 

Previous to his Augusta appointment Mr. Canon had 
operated as agent for UEF two years at Rome, Ga. His 
record there was one of consistent increases in volume. 


——@—_—__— 
HAYMAN JOINS NARCUS STAFF 
J. Hayman informs Office Appliances that on and 
after February 1 he will be associated with Narcus 
Brothers at Worcester, Mass., in charge of the type- 
writer department. They are leading stationers who 
also handle office machines and specialties. 











SOME NEW SENGBUSCH DISPLAYS 

The illustration shown here presents a window in 
the Conway building store of Horder’s Inc., Chicago, 
giving a striking display of Sengbusch office specialties. 
The display was built around six pieces presenting a 
complete ensemble of Sengbusch products just released 
to the trade by the Sengbusch Self-Closing Inkstand 
Company of Milwaukee. 

The central piece illustrates the complete Sengbusch 
line of office specialties. Five smaller units are de- 
voted to individual product groups, including the 
Kleradesk, Dipaday pen, Socketop inkwell, Sengbusch 
sanitary moistener and Sengbusch self-closing ink- 
stands. 

Horder’s added many items of Sengbusch merchan- 
dise from stock and showed them with attractive price 
cards. 

The new display pieces are designed so that they 
may be used individually or as a group in any desired 
combination, while still retaining a definite scheme of 
color contrast and harmony. 

All the pieces are made with washable surfaces in 
bright colors and modernistic style. This window dis- 
play attracted much interested attention on the part 
of the crowds passing the store both night and day 
and resulted in a number of sales 

Dealers who may be interested in this display can 
obtain further information from the Sengbusch Self- 
Closing Inkstand Company at Milwaukee. 

a 
VISITORS COMING FROM ABROAD 

P. L. Johns, director of Anglo-American Distributors, 
S. A., Antwerp, Belgium, sailed from Antwerp on Jan- 
uary 17 for New York. The concern is general Euro- 
pean representative as well as representative in Burma, 
Ceylon and Africa for Scripto Manufacturing Company 
of Atlanta, Ga., whose lines the Antwerp concern sells 
to retail distributors in the countries mentioned. For 
prompt service to these dealers, a central stock is main- 
tained in bonded warehouses in Antwerp. 

Anglo-American Distributors are interested in other 
non-competing stationery lines. Mr. Johns will be 
pleased to make appointments with manufacturers de- 
sirous of extending their foreign business. He can be 
reached through Office Appliances. 

Besides the stationery products, the company has 
particular interest in a first-class calculating machine. 

° > > 


Mr. Arturo R. Dunn of Montevideo, Uruguay agent 
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Impressive Handling of a Display of 
Sengbusch Products in Which Many Small 
Articles Are Grouped.—Included in this 
window in the Conway building store of 
Horder’s, Inc., Chicago. are the Klera- 
desk, Dipaday pen, Socketop inkwell, 
Sengbusch sanitary moistener and Seng- 
busch self-closing inkstand. The accom- 
panying black and white half tone does 
not do justice to the brilliant and effec- 
tive coloring of the display pieces. 





Damon Runyon is 
here shown typing the day-by-day story of the trial of Bruno 
Hauptmann, accused of the kidnaping and death of the son 


Noted Writer at Flemington, N. J., Trial. 


of Colonel and Mrs. Lindbergh..-Mr. Runyon is using an 
Underwood Typewriter. 
> 

for the Royal Typewriter Company, Inc.; Monroe Cal- 
culating Machine Company; Addressograph-Multi- 
graph Corporation; Acme Card System Company and 
the Wilson-Jones Company, is expected to arrive some 
time in February. 

Mr. Dunn is interested in securing some additional 
agencies for Uruguay and the Argentine and will be 
pleased to confer with manufacturers who are inclined 
to cultivate that field. 

Mr. Dunn is coming to New York via London, where 
he went for conferences with his English connections. 

—_— > 
DuLANEY OF TEXAS JOINS COOKE & COBB 

E. E. DuLaney, a newcomer with the company, born 
and reared in Texas, and recently associated with the 
Kelly-Bone Company of Waco, received the usual wel- 
come into the ranks by all the Cooke & Cobb gang, 
which involved being “put through the ropes” during 
the day and “over the ropes” at night. 

All the representatives stated the prospects for 1935 
are brighter and indicate a prosperous business year. 

The Cooke & Cobb Company are bringing out a few 
new items this year that they think will be profitable 
for their dealers. 
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Window Arrangement Used Recently by the 

Washington Branch of L C Smith & Corona Type- 

writers Inc.—This effective display was prepared 

under the direction of K. D. McRae, manager of 

the Washington branch which is located at 1018-20 
Fifteenth street. 
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GRIMES-STASSFORTH GETS “S-W” FRANCHISE 
AT LOS ANGELES 

The Grimes-Stassforth Stationery Company has se- 
cured the exclusive sales franchise of The Shaw-Walker 
Company at Los Angeles. This announcement brings 
together two names which have been long prominent 
in the office equipment industry. The business now 
known as the Grimes-Stassforth Stationery Company 
originated in 1870. S. Hellman opened for business at 
the junction of Spring and Main streets, Los Angeles, 
that year. The business has grown steadily and had 
been obliged periodically to move to larger quarters— 
first in 1874, again in 1896, and again in 1906. The 
present quarters of the company were occupied in 1918. 

George W. Grimes, president of the company since 
1907, began his career in September, 1875, as an em- 
ployee of James T. McKee, bookseller and stationer, 
Clinton, Mo. He continued with Mr. McKee until he 
went to California in 1883. He went to work for Hell- 
man, Stassforth & Company in December, 1883, and has 
been identified with the business continuously through 





its progressive advance since that time. He has been 
president of the company since 1907. 

Other officers of the business are Carl G. Grimes, vice 
president and treasurer; E. U. Slyfield, secretary. Mr. 
Grimes has been with the company since 1912, and Mr. 
Slyfield since 1924. Fletcher J. Swan, who joined the 
company as a salesman in 1924, has been in charge of 
the filing equipment division since the first of this 
year. Many of the company’s employees have been 
with it from twenty to thirty years. When the com- 
pany moved into its present location in 1918 it had 
about fifty employees. More than 100 are now em- 
ployed. 

The company has been for many years the exclu- 
sive representative of the A. B. Dick Company, the 
Keuffel & Esser Company, and other well known 
manufacturers. It is now able to obtain all types of 
filing equipment, record protection equipment and fil- 
ing supplies from one source—The Shaw-Walker Com- 
pany, with all the advantages such a concentration 
permits. 


An Impressive Window Presented by 

Grimes-Stassforth Stationery Company in 

Celebrating the Acquisition of the Shaw- 
Walker Agency. 
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Views of the Twin City Printing rT: 
Company's New Home.—-Upper pic. HI 


ture shows the attractive exterior of 
the company’s one-story building. 
The center picture is of the general 
offices, and the lower picture is one 
side of the spacious commercial 
stationery department. 


TWIN CITY PRINTING 
COMPANY INSTALLED IN 
NEW QUARTERS 

The new building of the 
Twin City Printing Company 
of Champaign, IIl., received its 
formal opening on November 
24 of last year. It brought to- 
gether the three separate 
plants, Twin City Printing 
Company, The Service Press 
and The Garrard Typesetting 
Shop, all under one roof. 
These companies had merged 
in 1931. The entire organiza- 
tion is now known as the Twin 
City Printing Company, the 
other two names having been 
dropped. The officers of the 
company are Louis R. Zech, 
president; A. C. Parris, vice- 
president; George R. McComb, 
treasurer, and James Garrard, 
secretary. 

Although the primary business of the company is 
printing, the original Twin City Company has handled 
office supplies since 1906, when the company’s name 
was Watts & Zech, organized in 1900. Since 1906 the 
office supply end has gradually grown until now it is 
a special department under the management of Clif- 
ford W. Dahl. 

In September, 1934, a Dennison party line was added 
to the store. 

Following are some of the items carried: Irving-Pitt 
loose leaf devices; Boorum & Pease blank books; Sheaf- 
fer and Parker pens and pencils; Art Metal steel office 


Artistic Display of Autopoint Pencils in 
M. L. Bath Company’s Window.— During 
December, the M. L. Bath Company, 
Shreveport, La. collaborated with the 
Autopoint Company’s window display as- 
sociates in making this attractive and eye 
appealing display. The featured items 
were the various styles of the new Auto 
point line set off by an interesting back 
drop, colorful holiday trim and desk 
lamps. The window is typical of several 
hundred installed during 1934 by the 
Autopoint Company window associates for 
Autopoint dealers throughout the coun- 
try. Mr. Weisman of the M. L. Bath Com- 
pany says that he considers the display 
“the best type of advertising that the Auto- 
point Company has ever done.” The com- 
ments indicate that the display brought 
results. 
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equipment; business and social stationery; all kinds of 
stenographic supplies; leather goods, such as bill folds, 
key cases, etc.; rental library; Dennison party goods; 
Mimeograph supplies; Globe-Wernicke filing supplies, 
ete. 

The new store occupies a space 70 by 28 feet. It is 
illuminated by indirect lights in chromium fixtures. 
The floors of the windows are covered with black lino- 
leum with an oyster-white background. The interior 
of the store is in an ivory tint with fixtures of mahog- 
any. There is a marbleized asphalt floor in alternat- 
ing black and brown squares. 
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LAMONT WOOD OPENS NEW STORE 


One of the finest stores for the sale of typewriters to 
be found in the middle west was opened on December 
10 by the Midwest Typewriter Company at one of the 
principal street car transfer points in Kansas City, 
Missouri. The company is headed by Lamont H. Wood, 
former persident of the National Association of Type- 
writer and Office Machine Dealers, and a typewriter 
man of twenty years’ successful experience. The Mid- 
west organization handles portable and other machines 
featuring Royal typewriters. 

The new store is exceptionally well planned, and is 
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One of the Show Windows, Sales 
Floor and Office of Lamont H. 
Wood in the New Store of the Mid- 
west Typewriter Company at Kan- 
sas City.—Men shown on the Sales 
Floor are, left to right: Manager 
Thalin of the Kansas City Royal 
Branch; Jimmy Turner, District 
Portable Manager for Royal; La- 
mont H. Wood, Proprietor of the 
Midwest Typewriter Company, and 
A. C. Kienly, Assistant Sales Man- 
ager, Royal Typewriter Company. 
The smaller inset presents like- 
nesses of Mr. Wood, Mr. Turner, J. 
L. McDonough, District Manager, 
Royal Portable Department, and 
Earl Wynn, President, Wynn Type- 
writer Supply Company, Kansas 
City. 


the result of Mr. Wood's 
long experience in the sale of 
typewriters. Large floor space 
is provided, and especially de- 
signed walnut wall cases are 
built in. Even the glass show- 
cases were designed by Mr. 
Wood, with special interior 
lighting fixtures, and the same 
care has been exercised in de- 
signing the store lighting fix- 
tures, the floor design and the 
demonstration tables. 

Located on a prominent cor- 
ner, the store has large show 
windows overlooking two busy 
streets. Each window is at all times kept carefully 
trimmed with an interesting display of typewriters 
which impresses passers-by with the fact that here is 
a large stock of up-to-date machines. 

Just before the opening of the new store Mr. Wood 
ran three quarters of a page in the principal newspa- 
pers of Kansas City announcing the event. In these 
advertisements he featured the window photograph 
shown at the top of this page, and emphasized the 
large stock of typewriters available. On the opening 
of the store he received many congratulatory messages 
from friends, including a number of typewriter dealers. 


Post-Christmas Window Used by Marshall- 
Jackson Company, Chicago, to Stimulate 
Sales of Transfer Supplies.—The display 
featured Globe-Wernicke lines exclusive- 
ly. It was tied up with an island in the 
store, where filing cabinets and transfer 
cases were on display. At the same time, 
another window showed merchandise such 
as calendars, diaries, ledger sheets, ac- 
counting equipment, etc. According to 
Otto Geuther, president of the company, 
the windows attracted considerable atten- 
tion and were a factor in increasing sales 
transfer supplies and other lines. 
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Representatives of office equipment concerns abroad, visiting the United States, are cordially invited to make the 
offices of this journal their headquarters. The staff at the main office, 417 South Dearborn Street, Chicago, 
and the staff at the branch in charge of C. H. Everly at 1601 Pershing Square Bldg., Pershing Square, 42nd 


St. and Park Ave., New York, will be happy to be of any possible service. 


While the facilities at New York 


are not so many as at Chicago, there will be found the same desire to serve. 


LONDON NOTES AND NEWS 


By Mr. Vincent Jackson 


United States manufacturers traveling to London are cor- 
dially invited to call upon Vincent Jackson at 22 St. An- 
drew street, Holborn Circus, London EC 4. Mr. Jackson's 
association with the trade and his contacts with its organ- 
izations afford him information valuable to those desiring 
to cultivate the British market. In swhscription matters, 
Mrs. S. S. Elliott, 6 St. Bride street, London, EC 4, is the 
authorized representative of Office Appliances in the 
British Isles. 


London, January 1, 1935 

January the first, nineteen hundred and thirty-five! 
Somehow or other, most of us as we grow older con- 
template the passing of the old and the beginning of 
the new year with a deal more regret than our birth- 
days. Of course, there are those who greet this oppor- 
tunity of making fresh resolutions. To most com- 
panies and business concerns, December 31 marks 
either a half or full year’s trading and whilst plans 
are—or should be—laid for wise expansion in the 
future, it is just as well to take stock of the situation 
and review the preceding period. 

1934—-for the Old Country a gradual but sure re- 
covery of lost ground. Some there are who think we 
are now marking time. Why worry if we are, so long 
as we use this “wayside halt” to take breath and cour- 
age for the future? Taking things as a whole, we have 
much to be thankful for. Never mind if we have 
not reached the same point of splendid prosperity 


of the “boom” years. Shipping—well nobody’s ship- 
ping is what it used to be but when one reads in 
authoritative articles such facts as “the tonnage 


launched on the Clyde alone last year was nearly as 
much as the combined output of Germany, Italy and 
Denmark”—(and that does not include the “Queen 
Mary”), that on the Clyde recently six shipyards have 
started up again—then we must be heartened. Coal 
and iron—by no means in a depressed condition. This 
increased shipping activity helps them too. 

Money—a record issue this Christmastide of treasury 
and bank notes is reported by the Bank of England. 
“Gilt Edge” securities more than hold their own and 
amidst all this, how has the Office Appliance Trade 


fared? I have heard of no failures nor rumors of dif- 
ficult times. Those I have met at trade functions 
have seemed cheery and full of optimism. Several of 
the bigger companies have recently launched out once 
more into daily press advertising—a good sign, for that 
costs money. 

A quick round of a few of the “trade”’—Burroughs 
adding machines—all smiling and ready for a still 
greater push backed up by such new lines as the £100 
desk model adding, calculating and bookkeeping ma- 
chine and the new (to this country) electric typewrit- 
ers. Dictaphone—the directors must have every con- 
fidence in the future—just enlarged their London 
showrooms—looking very fine with new desks and the 
latest in lighting and window dressing. Royal type- 
writers—well, one way and another, most offices seem 
to have at least one Royal! Remington—my own job 
of work only brings me into slight contact with the 
machine accounting section and they all seem busy. 
And so on, with all the people one meets, there is a 
general feeling of great confidence in the future. This 
steady improvement in general trade is bound to re-act 
to the good in our own particular sphere. 

Talking with Mr. Anderson of Block & Anderson, 
Ltd., I learned of their successful business trip to Ger- 
many—which I briefly reported last month. The party 
seem to have had a very interesting and enjoyable 
time without any undue excitement despite the social 
and political conditions of the country! They visited 
a number of the large concerns, such as the Siemens 
Works, and Berlin’s Airport “Tempelhof.” Opportuni- 
ties were provided of seeing such products as Block & 
Anderson are interested in used to their fullest extent 
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-I refer of course chiefly to Mercedes and Ormig. In 
between their various visits to factories and inspection 
of routine, the party paid a visit to some of Germany’s 
beauty spots and fulfilled other social] engagements. 
Such trips as this must cause many opportunities for 
Block & Anderson to get in close touch with their ex- 
isting clients for no other form of publicity is better 
than for one’s customers to visit one’s factory when 
the latter is really worth looking at. 

Mr. E. C. Rylands (Carter Parratt, Ltd.), The Chair- 
man of the Office Appliance Trades Association, askes 
me to pass on to all members of the American Office 
Appliance Industries very best wishes for the coming 
year on behalf of our British Association—VEJ 

— ——~<G——_ - — 
DISSOLUTION OF GERMAN OFFICE EQUIPMENT 
BODY 

In the Office Equipment Manufacturers Institute of 
Germany (Buro-Industrie) there were united manu- 
facturers of office equipment and wholesalers, that is, 





John Birney 


Wilhelm Dreusicke 


importers of office appliances. In the beginning of the 
development of this industry in Germany, an asso- 
ciation was founded, known as the “Fachverband,” 
and later changed to the “Reichsverband der Deut- 
schen Biiro-Industrie” (RDBI). 

One of the chief aims of the old group was to or- 
ganize exhibitions to develop the German trade in 
the new line. Instead of one, meantime three business 
papers were published to serve the trade. On account 
of the new policies the German government called 
for a head man (Fihrer) for each line of industry, 
under the direction of the ministry of economy. Re- 
sponsible to him was the “Fihrer” of each industry, 
including office equipment. The chief head man ap- 
points subordinate head men for the different lines 
of industry. Leaders were named, for instance, for 
the fields of typewriters, calculating machines, dupli- 
cators, etc. A new association was founded, called the 
“Gesamtverband der Deutschen Biromaschinen-In- 
dustrie.” 

It became necessary to take action on the thought 
of which of the two organizations should be with- 
drawn. The president of the original body, RDBI, 
wrote to the Fuhrer of trade and industry, asking a 
decision as to the continuation of the old association. 

The reply to this inquiry indicated that only the new 
association (Gesamtverband der Deutschen Biiroma- 
schinen Industrie) is to be regarded as authorized to 
act on behalf of the German office equipment indus- 
try. It is further required that associated groups 
should join the new association in such a way as to 
represent all branches of the German office equipment 
industry. 

The fact is that already some lines have become 
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associated with other important industrial lines, ac- 
cording to the type of materials employed in the man- 
ufacture of their devices. Those still unaffiliated with 
associations formed on the basis of raw material classi- 
fications may affiliate with the Gesamtverband der 
Deutschen Biiromaschinen-Industrie, under the direc- 
tion of the nominated “Fifhrer.” This means more 
particularly an organization classified on the basis of 
the materials used for manufacturing purposes. This 
classification is the chief objective in the new German 
economic situation. On account of the reply of the 
“Fuhrer” the old association (RDBI) was compelled 
to decide on its dissolution. 
Final Meeting of RDBI 

The Reichsverband der Deutschen Biiro-Industrie 
held its final meeting December 3 at Hotel Kaiserhof, 
Berlin. Director Filges, honorary president, welcomed 
the members and gave a short résumé of the organ- 
ization’s activities from the beginning of the body until 
its dissolution. Mr. Wilhelm Dreusicke, president, ex- 
pressed his sorrow over the obligatory dissolution, com- 
ing as it did when the RDBI was organizing for better 
business methods in the activities of the association. 
He thanked all who have supported the association's 
aim to find better ways, better business, and to bring 
more friendly intercourse between all members of the 
association. 

Mr. Dreusicke welcomed John Birney, who was pres- 
ent, and congratulated him as the oldest pioneer in 
the business machine field. Mr. Birney is now eighty- 
two years old. Mr. Birney received rich ovations from 
the members. 

The dissolution of the association was decided. After 
paying all obligations the remaining resources of the 
Reichsverband des Deutschen Biiro-Industrie will be 
devoted to support members or any houses in the office 
equipment line which are in distress.—ERB 





Watson Demonstrates Royals at Scottish Business Show.—Wat- 
son’s Typewriters, Ltd. of Glasgow, Scotland, had an excellent 
exhibit at the business exposition held in that city recently. The 
booth was well-planned and displayed both standard and por- 
table Royal typewriters. Watson's, being one of the charter 
members of the exhibition, is permitted to place advertising 
matter on the admission tickets. Very few of the exhibitors re- 
maining are permitted to do this. Besides an office in Glasgow, 
Watson's, Ltd. maintain branches in Edinburgh and Dundee. 
EO 


JOHANNESBURG EMPIRE EXHIBITION IN JULY 


The South African Printer and Stationer reports that 
Johannesburg will celebrate its fiftieth anniversary in 
1936. It is planned to make this the largest project of 
its kind in the Southern hemisphere. It is expected 
that visitors will be attracted from all parts of the 
world. The cost is estimated at about £250,000. The 
exhibition is to be the greatest publicity effort made in 
South Africa. 
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FRENCH MANUFACTURERS CHAMBER HOLDS 
ASSEMBLY 

The Chambre Syndicale De La Fabrication Francaise 
Du Bureau Moderne, De La Mecanographie Et Des In- 
dustries Qui S’Y Rattachent (Syndicate Chambre of 
French Manufacturers of Modern Office Machines and 
Allied Products) held its general assembly in Paris 
on December 2, 1934. Because of ill health President 
Badel asked that he might be given a less active of- 
fice. The request was granted and the title of Presi- 
dent-Founder conferred upon him. 

At the assembly the following officers were chosen: 
Mr. Granjean of Stenotype Grandjean, president; Mr. 
Scholz of Meubles Scholz, treasurer, and Mr. Bloch, Ste 
Neopress, secretary. 

The organization maintains a general secretariat at 
Chamber 7, Capucines Building, Paris, through which 
it offers information on market conditions in France. 


———-_-_> -—— 
GASPAR AGENT FOR “DIRECT-L” CALCULATOR 
Leon Gaspar, whose head office is at 63 Rue Paradis, 
Liege, Belgium, has announced in a recent circular 
that he is the agent for the “Direct-L” recording cal- 
culator—a machine of Swiss origin, for which many 
useful features are claimed. The machine comes in 
three models, two of which record the figures on the 
usual adding machine rolls. The recording machines 
L-8 and L-10 have a capacity of eight and ten places, 
respectively, and No. 11, non-recording, eleven places. 
“Direct-L” is a multiple-key, lever operated machine. 
Mr. Gaspar has the general agency for Belgium and 
Luxembourg, and maintains sales offices at Brussels, 
Antwerp, Gand, Charleroi and Luxembourg. 


—_—j——— 

CASTELLI BUSINESS TO BE CONTINUED BY HEIRS 
The office machine and equipment business success- 
fully conducted by Piero Castelli della Vinca up to the 
time of his death, December 15, 1934, is to be continued 
by Mr. Castelli’s heirs, according to a recent commu- 
nication from Mrs. Castelli. Among the American lines 
handled are Edison-Dick Mimeographs, Ediphone dic- 
tating machines, Barrett adding machines and De- 


mountable typewriters. 
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Royal Presents Newest Models at Montreal Office Equipment 
Show._The booth pictured above was used by the Royal Type- 
writer Company, Ltd., Montreal, Canada, at a recent business 
show. Arthur Newlands, managing director of the Canadian 
organization, was in charge of the exhibit. He was assisted by 
Arthur Neuenhaus, Royal’s speed typist, who gave special 
demonstrations on the new H model Royal. Large crowds at- 
tended every day and showed much interest in the several 
models. 
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THE BRITISH SOUTH AFRICA ANNUAL 

From Arthur Tunley of Tunley’s, addressing machine 
and equipment specialists, Johannesburg, South 
Africa, comes a copy of that always excellent, artistic 
and informative publication, the British South Africa 
Annual, published by Hortors, Limited, Cape Town. 

In addition to publishing the big Annual, Hortors, 
Limited, are prominent dealers in office equipment 
and supplies, maintaining branches in the principal 
cities of South Africa. Among the lines handled are 
many imported from the United States and some of 
European origin. The American products include the 
following: Underwood typewriters; Elliott-Fisher, 
Sundstrand and Underwood accounting machines; 
Monroe calculators; Globe-Wernicke furniture; Acme 
visible records; G. F. Allsteel equipment, and Kala- 
mazoo loose leaf systems. 

In the present edition (1934-5), besides the South 
Africa Annual, there is incorporated the Rhodesia An- 
nual and a special supplement dealing with Tangan- 
yika, Kenya, Uganda, Beira, Lourenco Marques, and 
the province of Mocambique, Portuguese East Africa. 
There are one hundred sixty-six pages, not including 
cover, and a number of inserts reproducing effectively 
in colors some of the magnificence and beauty of 
South African land and seascapes. The Annual retains 
its usual generous size—eleven by fifteen and one-half 
inches—and is one of the finest publications extant. 
Each year the current Annual seems better than its 
predecessors. 

The foreword points out a noteworthy event of 1934 
in African history—the unveiling of the Livingstone 
Memorial at Victoria Falls last August. More than any 
other man David Livingstone made possible the spread 
of civilization in the interior of Africa in the com- 
paratively short period of seventy-nine years which 
have elapsed since he discovered the falls. 

The front cover illustration portrays a scene on ship- 
board, with young people on the deck viewing Table 
mountain in the distance, on the eastern slopes of 
which is Kirstenbosch, where the famous botanical 
gardens are located. The gardens are unique in the 
fact that they grow indigenous plants only—exotics 
are barred. But as Africa is singularly rich in flora, 
the gardens are worthy of the admiration and atten- 
tion of students and scientists from whatever land 
they come. 

Immense in area, these famous gardens vary in alti- 
tude from three hundred to thirty-five hundred feet, 
and have a singularly equable climate, rich, fertile soil 
and plenty of water. 

Scanning the pages of the current Annual, we re- 
ceive impressions of a world of activities in a land 
which is developing rapidly, yet covers a domain so 
great that later generations than ours will still be 
carrying onward the torch of South African develop- 
ment. 

For here at the tip of a vast continent are stored 
some of Earth’s treasure chests containing diamonds, 
gold, platinum and silver; coal, copper, tin, osmiridium, 
asbestos, corundum, fluorspar, graphite, iron pyrites, 
magnesite, mica, soda and talc. 

Here, too, the fertile soil of valleys and uplands well 
watered cooperates with man to produce fruits and 
flowers, grains and vegetables in wide variety. And 
here grazing lands rich in forage support great herds 
of fine bred cattle, sheep and horses. Combined with 
all of which is a pleasant climate that makes for com- 
fortable living. Surely South Africa, land of romance, 
is a delightful place for man’s dwelling place. 

The Annual takes the reader on a “Tour from the 
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Deerest Down 1N Otp EartuH: Two or tHE MANy FASCINATING 
PicTURES SHOWN IN LARGER SIZE IN THE SOUTH AFrRica ANNUAL 


Top: The Deepest Point in the Earth. Frequent picturing has 
made high points of the earth such as the Himalayas, the Rockies 
and the Andes familiar. Here, in contrast, is a photograph taken 
in the depths, 8,300 feet from the surface. It depicts gold min- 
ing at the bottom of the Turf Shaft, Robinson Deep, Limited. 
(Photo by J. L. Smith) 
Bottom: The Southern Tip of the African Continent from the 
Air. In the foreground is Capetown, from which rises Table 
Mountain. False Bay surges just beyond the mountain and Cape 


Points juts out in the far distance. (Photo by R. S. D. Armour) 


Cape to Kenya.” We see the famous memorial to Cecil 
Rhodes—the horse and his rider and the lions couchant 

on the slope of Devil’s Peak near Cape Town. We 
are led up the icy heights of Mount Kenya, 17,040 feet 
to its snow-capped crown. We observe early efforts at 
road-making and look with satisfaction upon modern 
achievements. We discover a bit of history in the 
chapter on the war between the Kaffirs and the united 
British and Boer forces in 1851. We visit East London 
and view its new aquarium with fascinated interest. 
For a few moments we study the singular customs of 
the people in the territory of the Transkei—a primitive 
district, whence we turn to the thriving city of Durban 
on the shore of a palm-fringed bay of the Indian ocean. 
We visit Zululand and get a glimpse at how the Zulu 
children live. We call at Madagascar, and look upon 
its rugged scenes, its palms, its rice fields, its forests, 
waterfalls, its great central plateau, its old-fashioned 
cities and many other interesting features. We pay a 
brief visit to Lourenco Marques in Portuguese East 
Africa, and from there we go to Johannesburg, the 
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metropolis, and center of the gold industry—a mag- 
nificent city. We visit Pretoria, capital of the Union, 
distinguished for the beauty of its architecture. We 
turn next to the stupendous Victoria Falls and observe 
with interest the memorial to Dr. Livingstone, already 
referred to. At Buluwayo we stand beside the grave 
of Cecil Rhodes—“World’s View”; and observe the 
scenic beauties of the vista and marvel over that freak 
of nature known as the “Great Iron Wall.” 

We visit Beira, principal port of Rhodesia and 
Nyasaland; stop for a time at Tanganyika, paradise 
of hunters and ethnological students; tarry at Mom- 
basa, with its fine harbor; call at Nairobi, where so 
many hunting expeditions are outfitted, then on to 
Lake Victoria Nyanza, and the headwaters of the Nile, 
about which ancient myths gave Herodotus food for 
speculation. 

In addition to the foregoing we find chapters on the 
importance of Bloemfontein as an agricultural cen- 
ter; on the iron and steel industry; on Missions that 
Made History in the pre-pioneer days of Rhodesia; on 
mining in southern Rhodesia, and other subjects of 
interest to all persons alive to world progress and de- 
velopment. 

The Annual bears a wealth of illustrations, both 
photographic and otherwise, depicting the scenic 
grandeur of the country, the cities, the industrial ac- 
tivities and the native peoples of South Africa, many 
of these illustrations being in colors. Several are on 
special stock suitable for framing. Two pages are de- 
voted to fine portraits of Vice-Admiral E. R. G. R. 
Evans, C.B., D.S.O., and Mrs. Evans. 


——— 


DR. KARL RUNTE HEADS NEW GERMAN TRADE 
GROUP 

Buro-Bedarf (Berlin) reports that Dr. Karl Runte 
has been appointed director of the German trade 
group having jurisdiction over office machines. The 
group formerly in charge of office machines was the 
Reichsverband (National Association) of the Office 
Machines and Organization Devices, a voluntary or- 
ganization. Changes in government policy have abol- 
ished such distinctive and individual trade groups. 
The new alignment classifies industries according to the 
basic materials used. 

The old association had functioned many years. It 
was dissolved by the government, as were similar vol- 
untary organizations functioning in the many distinct 
trade organizations of that country. 

Mr. Runte is director of the Brunsviga-Maschinen- 
werke, Grimme, Natalis & Company, A. G., Braunsch- 
weig. He represents the office machine and organiza- 
tion devices in the new government “Wirtschftgruppe 
Maschinenbau” (Business Group of Machine Manufac- 
ture). He had served at the head of the Verbandes 
Deutcher Rechenmaschinen Fabrikanten (association 
of German Adding Machine Manufacturers) and the 
Deutschen Fachverbandes die Biiro Industrie (Ger- 
man Trade Association of the Office Industry). 

Buro-Bedarf commented on the fine qualifications of 
Mr. Runte for his new responsibilities. 


——_<———— 


FRENCH MANUFACTURER REPORTS EXPANSION 
IN 1934 

In its annual statement, the Compagnie des Ma- 

chines Bull, Paris, France, reports that 1934 witnessed a 

constantly increasing business in Bull statistical equip- 

ment. This expansion is attributed by the manufac- 

turer to improved technique of production and appear- 
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ance of new models of its alphanumerical tabulators 
which automatically integrate and punch. 

The company has made an agreement with Societe de 
Machines Havas by which the latter will establish a 
department of statistical machines and will handle all 
sales and advisory service. Compagnie des Machines 
Bull will continue to handle mechanical and technical 
service. 

— , 
PRINCE O’ STATIONERS 

The Prince of Wales attended the annual dinner of 
the Worshipful Company of Stationers and News- 
paper Makers at London in January, and was called 
on to make an address. He mentioned the happy days 
spent on his ranch at Calgary, Canada, and started out 
to say something specific, when he stopped suddenly. 
The news writers present scented an interrupted 
thought which might be important news, but the prince 
did not give them any satisfaction. 

Shucks! The prince had something on his mind 
which he wished to give expression. Maybe he was 
intending to congratulate the British stationers pres- 
ent on their great advantage in having laws permitting 
price maintenance. 


> 





Captain R. Stuart Murray, Leader of the British 


Guiana Expedition, Making Field Notes on His 

Royal Portable.—The background and the equip- 

ment shown in this picture indicate the rugged 

conditions encountered in that country. Like the 

rest of his impedimenta, Captain Murray's type- 

writer is frequently subjected to rough treatment. 
——— 


LOAN ASKED FOR SWEDISH BOOKKEEPING 
MACHINE PRODUCTION 

The United States Department of Commerce has re- 
ceived a report from Basil D. Dahl, American trade 
commissioner, Stockholm, that the Swedish govern- 
ment has been asked for a loan to exploit a new tabu- 
lating and bookkeeping machine. This sum is to be ap- 
plied by Aktb. Ekonomiregister, Stockholm, to the man- 
ufacture and sale of the new machine. The L. M. 
Ericsson Telephone Company is to manufacture the 
device. The loan is to be for 200,000 crowns. 





OFFICE APPLIANCES 


S. GARMANN CLAUSEN A/S TWENTY-FIFTH 
ANNIVERSARY 


On February 19 of this year, 1935, Mr. S. Garmann 
Clausen, director of S. Garmann Clausen A/S, Bergen 
and Oslo, Norway, will doubtless contemplate with sat- 
isfaction the attainment of the twenty-fifth anniver- 
sary of the founding of the office equipment business 
which bears his name. 

On the date mentioned, twenty-five years ago, Mr. 
Clausen ventured into business for himself as agent 
for one or two office machines manufactured on this 
side. Within the next fourteen years a fine prestige 
was established for the enterprise, for which branches 
were established in several other countries. The 
Swedish branch was at Stockholm, the Finland branch 
at Helsingfors, the Holland branch at Amsterdam and 
the Danish branch in Copenhagen. In 1926, these 
branches were sold, being afterward conducted under 
the names of the buyers. 

The Norwegian business, which had been operated 
from Bergen and Oslo, continued under the ownership 
and management of Mr. Clausen. From time to time 
additions were made to the lines and the stores en- 
larged and beautified. The display rooms at Oslo were 
one of the first to be equipped in the modern style of 
architectural arrangement and decoration. Among the 
machines of U. S. origin which the company sells in 
Norway are the L. C. Smith and Corona typewriters, 
Barrett adding machines and Marchant calculating 
machines. Office machines of European origin for 
other functions are also featured. 

One of the first machines for which the company 
was agent was the Todd check protector. These ma- 
chines are now handled by Norske Systema A/S, in 
which firm Mr. Clausen is also interested. 

Office Appliances felicitates its old friend upon the 
establishment of his business. The enterprise has been 
an important factor in the office equipment field. 

ilies 
LYONS FAIR TO BE HELD NEXT MONTH 

The Lyons International Fair will be held at Lyons, 
France, beginning March 7 and closing March 17. The 
buildings of the fair are practically uniform in their 
appearance and arrangement, and the fair attracts 
large numbers of people from Europe and elsewhere. 
French railways offer important rate reductions, and 
reductions are also offered by railways in other parts 
of Europe, including nearly all of the countries of that 
continent. Air travel cost is reduced ten per cent. 
During the week preceding the fair, an exhibitors’ cat- 
alogue will be issued. 

a 
MINISTERIAL REPORTS TYPEWRITTEN 

The Irish Printer mentioned the first instance in 
which a minister of the British crown submitted a type- 
written report to the king’s secretary. The pioneer was 
Lord Beaverbrook, whose eccentricities were marked. 
When the typewritten report was presented to the 
king’s secretary, that individual remarked that such 
reports should be in the handwriting of the minister. 
Lord Beaverbrook countered, “My dear Lord Stamford- 
ham, are you not aware that I never learned to write?” 

aes 
MEXICAN PRESIDENT A PRINTER 

The Papier Zeitung, Berlin, reports that the new 
president of the Mexican Republic is a cultured book 
printer. Our friendly neighbors to the south have seen 
this craftsman advance to Governor, Minister of the 
Interior and then to the apex of the Mexican govern- 
ment. 
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TYPEWRITER INDUSTRY A BUSINESS BAROMETER 


Because the typewriter industry depends upon the 
nation’s other large industries for its orders, it is an 
excellent barometer of the progress being made towards 
national recovery. A recent statement issued by the 
Royal Typewriter Company points out that most type- 
writer factories are now working under peak loads. 

E. C. Faustmann, president of the Royal Typewriter 
Company, Inc., says: “Business recovery has put added 
pressure on all firms. It has become necessary to re- 
place worn-out and obsolete office equipment in order 
to handle efficiently this business upturn. Naturally, 
this has stimulated the replacement market for stand- 
ard typewriters, and demand is constantly growing 
stronger. During 1934 Royal sold more standard type- 
writers than ever before in its history. 

“In the portable typewriter field, Christmas sales on 
the Royal Portable doubled those of any previous year. 
Each year portable typewriters are finding a place in 
more homes because of their usefulness to every mem- 
ber of the family. We feel that this growing sentiment 
will result in even larger sales in the years to come.” 

COMMERCIAL SCHOOLS CONTEST IN JUNE 


The principal aim of the International Commercial 
Schools Contest which will be held in the air-condi- 
tioned Bal Tabarin of the Sherman hotel on June 27 
and 28 is to establish in the minds of students and 
teachers the need for producing operators who can 
carry on the work at a speed and an accuracy con- 
sistent with modern business standards. To this end, 
business letters, business dictation, tabulations and 
regular office machines are introduced in the event. 
In order to enter the contest, competitors must have 
been in regular attendance at the school they represent 
from February 1 prior to the contest, during which 
time they must have been enrolled in the subject in 
which they wish to compete at Chicago. 

All entries must be made on regulation blanks show- 
ing the division, class and event. Certification of the 
entry shall be made by the principal and the teacher 
in the specific subject. Entry is two dollars per head 
for each pupil entered and must reach the contest man- 
ager not later than ten days before the date of the 
contest. Anyone who has been engaged in the con- 
testing subjects and has been regularly employed is 
not eligible under the rules. Those eligible to compete 
must be in the development stage of learning the sub- 
ject. There must be no coaching of contestants by 
professionals. 

The contest program gives three principal divisions 
of the contest, including secondary schools, business 
colleges and accredited colleges and universities. Class 
A includes novice events, and no student who has had 
instruction in the contested subject for more than two 
semesters is eligible to compete. 

Class B, amateur events.—No student who has had 
instruction in the contested subjects for more than 
four semesters shall be eligible. 

Class C includes the open events in which any bona 
fide student may compete. 

The contests include shorthand, typewritten tran- 
scription, typewriting, bookkeeping, machine calcula- 
tion, dictating machine work, etc. 

W. C. Maxwell, state manager of the Illinois Com- 
mercial Schools Contest; Mrs. Marian F. Tedens, direc- 
tor of typewriting instruction in the Chicago public 
schools, and D. C. Beighey, director of the Department 
of Commercial Education, Western Illinois State Teach- 
ers College at Macomb, constitute the executive com- 
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mittee, who are assisted by an advisory board com- 
posed of prominent commercial educators in the United 
States, Canada and Europe, and who are all endeavor- 
ing to depict through contest activities the newer de- 
velopments in commercial education in the schools of 
today. The complete program and full information 

may be obtained from W. C. Maxwell, Hinsdale, Ill. 

——>—_—— 

PROMOTIONS IN AUTOPOINT SALES FORCE 
Harry E. Dressel has been made retail sales manager 
at the home office of the Autopoint Company in Chi- 
cago. His appointment follows several years spent in 
selling Autopoint pencils throughout Ohio, western 
Pennsylvania, Wisconsin, the twin cities of Minneapolis 
and St. Paul, Michigan, and Indiana. He will have 
full charge of Autopoint retail and jobber sales, han- 
dling the constantly growing distribution of this pen- 





H. E. Dressel 


cil. He will also manage nation-wide sales for organ- 
ization use. 

J. Edward Naud is now district manager in the ter- 
ritory recently managed by Mr. Dressel—the states of 
Michigan, Indiana and Ohio. Although Mr. Naud has 
sold the Autopoint only a few weeks, he has already 
made a fine record. 

The New England territory has received 1 new dis- 
trict sales manager in the person of Edward P. Sinkin- 
son, who has demonstrated his ability to serve the New 
England clientele. He will manage Autopoint sales in 
all sections of the New England states. 

Changes in the Atlantic seaboard district have 
placed Philadelphia under the direction of L. Hender- 
son, Jr., who already covers the state of Maryland and 
the city of Washington, D. C. Delaware and southern 
New Jersey have been added to his district. 

Pennsylvania outside of the city of Philadelphia has 
been added to W. R. Luke’s district which is New York 
state and West Virginia. Mr. Luke will continue his 
headquarters at Buffalo, N. Y. 

The southwestern district under the capable man- 
agement of Clarence E. Breg has been increased by 
the addition of Virginia and North Carolina complete 
and the southeastern portion of West Virginia. 

The promotion of Mr. Naud and Mr. Sinkinson from 
salesmen to district sales managers indicates the type 
of salesmen who are attracted by Autopoint possibili- 
ties. Such men will be recruited and organized under 


the direction of Mr. Dressel. 

The sale of imprinted pencils for advertising and 
sales promotion will be managed from the Chicago 
office by Fred C. Kinney, sales service manager, who 
will contact the sales representatives now numbering 
several hundred. 
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TEXAN PULLS SOME SUCCESSFUL PUBLICITY 

Paul M. LeBeuf of the Pampa Office Supply Company, 
Pampa, Texas, pulled off some Christmas publicity for 
the store that reminds one of meeting opportunity at 
the town limits with the silver cornet band. 

The nonchalant young man in the cocked hat, who 
evidences disregard of the parking sign, is Mr. LeBeuf. 





Paul M. LeBeuf at the Side of His Company's “Adver- 
tisine™ Car Which Was Parked in Conspicuous Places in 
Pampa During the Christmas Buying Season 


However, as the reader will see from the picture, the 
car is parked just on the other side of the sign, and 
has been placed in front of the local theater where it 
stood all day on Sunday, December 28. The reason 
seems obvious—everyone patronizing the theater was 
sure to read the sign “Christmas Cards” on the car and 
to notice the “Royal” transfer. 

All the principal streets of Pampa are restricted to 
two-hour parking, so for about twenty days prior to 
Christmas the company kept this delivery car with its 
signs, parked on various corners, moving it every two 
hours so as to avoid a “ticket.” Advertising mats sup- 
plied by the Royal Typewriter Company for use in 
newspaper advertising also helped in a pre-Christmas 
trade that swept the shelves of every Royal portable in 
stock, and took about everything else. 

Following a yearly custom the Junior Chamber of 
Commerce of Pampa staged “Santa day” with a big 
parade. Thousands came to town and lined up many 
deep on either side of the main street. The Pampa 
Office Supply Company thought it would be a good plan 
to drive down the center of this street just before the 
parade with the Royal signs on both sides of the car 
and a holiday card sign on top. So. Mr. LeBeuf, very 
red of face, drove the car down the street, but his em- 
barrassment was tinged with satisfaction as in imag- 
ination he heard the tintinnabulation of the cash reg- 
ister bell ringing out its merry chimes. Did the lone 
performer make a hit? He did! 

— 
NEW GENERAL FIREPROOFING CHAIR CATALOGUE 

The General Fireproofing Company of Youngstown, 
Ohio, recently issued a new and attractive catalogue 
illustrating both office and institutional aluminum 
chairs for executives and others, and various other types 
pictured in imitation aluminum with a shield of blue 
and other colors in the center. The idea of the alu- 
minum sheet predominates in color, and the lines illus- 
trated and described include aluminum chairs with 
side arms; a plain chair with standard upholstery; a 
swivel chair for typists; saddle seat plain chair; swivel 
chair for executives and others, and various other types 
of chairs, including a swivel arm chair with short arms 
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and form-fitting back. Several other types of chairs 
are included, all of aluminum, very light, but strong 
and supplied in any finish the customer desires. Then 
there is a line of Goodform stenographers’ chairs with 
five-point adjustment. 

After describing and illustrating the Goodform pos- 
ture chair, the catalogue goes on to describe institu- 
tional chairs for reception rooms and other places and 
winds up with a line of aluminum stools and lounge 
furniture; an aluminum table and one or two other 
striking pieces of furniture. 

These catalogues are even now being distributed to 
dealers who should see that they have a copy, since 
these catalogues open certain of the newer avenues of 
trade. Dealers are invited to write to The General 
Fireproofing Company at Youngstown, Ohio. 

Pe ee 
FRIENDS SURPRISE FRANK TOWNE ON BIRTHDAY 

Frank B. Towne, treasurer of the National Blank 
Book Company, Holyoke, Mass., was pleasantly sur- 
prised as he entered the National factory on the morn- 
ing of January 7, when he was serenaded and greeted 
by National office and factory employees in honor of 
his seventieth birthday. John Schade, in behalf of the 
employees presented Mr. Towne with an unique birth- 
day greeting book, which was signed by the employees. 
A handsome floral tribute of seventy American Beauty 
roses was also presented. 

Though taken completely off his guard, “F.B.” re- 
sponded fittingly and expressed his deep appreciation 
for the reception and spirit of good will, which he said 
he valued most highly. Mr. Towne also received ap- 
propriate felicitations from the sales force and the 
Chicago and New York branches. 

ae ee 
ANDERSON HEADS TOURNAMENT OF ROSES 

C. Elmer Anderson, president of the National Asso- 
ciation of Typewriter and Office Machine Dealers, was 
president of the Pasadena Tournament of Roses which 
was held on January 1. 

This tournament, an annual affair, is featured by a 
parade whose immensity makes it virtually impossible 
for anyone who has not witnessed it to comprehend. 
Gigantic floats, built entirely of flowers, are sponsored 
by cities throughout Southern California. Each float 
has a basic theme portrayed through the medium of 
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flowers. The different cities vie with one another in 
the beauty and originality of floral picturing of some 
idea or event. 

At the New Year’s Day parade Mr. Anderson accom- 
panied Governor Merriam of California. According to 
a radio announcement, the parade was watched by two 


million people. 
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AMERICAN CRAYON CELEBRATES CENTENNIAL 


The centennial of The American Crayon Company of 
Sandusky, Ohio, celebrated recently by that company, 
occurred simultaneously with the annual sales confer- 
ence and was made occasion for celebration. 

The meeting was attended by officials, department 
heads and sales representatives of the company. 





G. E. Parmenter 


G. E. Parmenter of New York City, president of The 
American Crayon Company, is a son of the founder of 
the company and has been with the organization fifty- 
seven years, having joined it as a youth of seventeen. 
As a mark of the high esteem in which he is held by 
the entire organization, Mr. Parmenter was presented 
with a valuable gift. Over fifty members of the staff 
have been in the employ of the company for twenty- 
five years or more. In addition to President Parmenter, 
five other members of the present staff are direct de- 
scendants of the two families now in their third gen- 
eration who have owned the company and directed its 
policies since its inception. They are Earl L. Curtis, 
John C. Whitworth, Sherman L. Parmenter, Lynn B. 
Curtis and Worth W. Curtis. 

—_—_——_—__ 
NEW TERRITORY ALIGNMENT FOR MEN OF 
DAVID KAHN, INC. 


David Kahn, Inc., of North Bergen, N. J., manufac- 
turer of fountain pens and automatic pencils, an- 
nounces that Louis Silverman, who is widely known as 
a representative of the company and who has been cov- 
ering a large territory for the house of Kahn, is now 
concentrating his efforts in the middle west, south and 
the New York metropolitan territory. 

William A. Mayers, who has been with the Kahn 
organization for some time, will represent the company 
in New England, New York state and Canada. 

Lawrence T. Goldberg, who represents the company 
from Chicago to the Pacific Coast, will continue in 
that territory where he has so successfully operated. 

ualiiabieiann 
BOORUM & PEASE MERCHANDISING PRACTICES 

Fair Merchandising Practices of Boorum & Pease 
Company is the title of a wall hanger neatly printed, 
giving in nine short pithy paragraphs the outline of 
the merchandising practices which that company has 
adopted and which have received the approval of a 
number of dealers’ associations. 

They say: “We are engaged in manufacturing blank 
books and loose leaf devices for stationery dealers. 
We desire to restate to our dealers and all others inter- 
ested the time approved practices of our company. 

“Ist, we practice the continuous improvement of 
quality in our products and the merchandising of 
quality goods. 
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“2nd, we discourage the sale and distribution of in- 
ferior and low-priced products. 

“3rd, we have not created a direct consumer contact 
organization, as we believe dealers are competent, 
through their own sales organizations, to make all con- 
sumer contacts. No manufacturer should quote any 
consumer discounts or net prices which are lower than 
can be quoted profitably by dealers, even though some 
unfairly favored dealer may be credited with a com- 
mission on such sales. 

“4th, we refer direct consumer inquiries to local 
dealers. 

“Sth, we render our full cooperation to all trade as- 
sociations. 

“6th, we do not quote or sell chain stores. We believe 
that it creates unfair competition for dealers in qual- 
ity products. 

“Tth, we believe in the stabilization of resale prices 
by issuing consumer’s resale price lists on blank books 
and loose leaf devices in accordance with the resolu- 
tion passed at the last convention of the National As- 
sociation of Stationers. , 

“8th, we unfortunately cannot make agreements with 
dealers obligating them to maintain our recommended 
resale prices. Such agreements are not permitted by 
law except in the State of California, where we are 
willing to do so. We do without any agreement with 
our dealers recommend to them and to the trade, prices 
at which we desire our products to be sold. Whenever 
we find a dealer who, in our opinion, through failure 
to observe this policy, injures our business, we reserve 
the right to cease selling our products to him. 

“9th, we do not consign our products. 

“These policies will be continued by Boorum & Pease 
Company in its wholehearted effort to strengthen the 


stationery dealer.” 
————~<>—____—_ 


WILEY RECEIVES PROMOTION 

B. G. Wiley, for a number of years connected with 
the All-Steel-Equip Company, Inc., of Aurora, IIl., as 
advertising manager, has been promoted to the post 
of assistant general sales manager. He is still in 
charge of advertising, but only in a supervisory way, 
the work of the advertising department falling mainly 
upon the shoulders of Richard A. Harding, who has 
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had a number of years’ experience directing the ad- 
vertising of several prominent businesses in the Middle 
West. 

Mr. Wiley attended the University of Chicago, and 
when the United States went into the war, he enlisted 
in the Marines and rapidly advanced to the rank of 
first lieutenant. He has been with the All-Steel-Equip 
Company since 1923. 
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W. J. BROWN JOINS COXHEAD CORP. 

Ralph C. Coxhead of the Ralph C. Coxhead Corpo- 
ration, 17 Park place, New York City, announces the 
appointment of W. R. (“Bill”) Brown to handle the 
Varityper distribution in the United States. 

Twenty years ago, Mr. Brown was enticed from the 
investment business to become Pacific Coast manager 
for the Monroe Calculating Machine Company. After 
eight years, his success in this territory prompted his 
call to Orange, N. J., where he was appointed general 
Sales manager of the Gardner Calculating Machine 
Corporation, which company had been purchased by 
Monroe. In this capacity, Mr. Brown developed a sales 
organization of world-wide scope. He remained at 
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that post until the Gardner distribution was taken 
over by Monroe in 1932. 

Since that time Mr. Brown has been engaged in an 
investment business in East Orange, N. J., operated 
under the name of W. R. Brown, Inc., which company 
will be continued under able leadership. Mr. Brown 
will remain in an advisory capacity. 

Mr. Brown's genial and friendly personality and his 
wide acquaintance among the office appliance frater- 
nity will be advantageous to the Varityper division of 
the Ralph C. Coxhead Corporation. 


ae 

MR. ELOFSON VISITS CHICAGO ART METAL 

BRANCH 

In the course of his journeys, Carl L. Elofson, 
director of retail sales for the Art Metal Construc- 
tion Company, visited the Chicago branch in January. 
Mr. Elofson does a great deal of traveling, and his 
journeys develop the fact that trade is materially 
better. 


Y AND E APPOINTS WILLIAMS DISTRICT MANAGER 


Harvey P. Rockwell, manager of the agency dealer 
division of the Yawman and Erbe Manufacturing Com- 
pany, has announced the appointment of F. C. Wil- 
liams as the new district manager for the Pacific 
Northwest region, consisting of Washington, Oregon, 
Idaho, Montana, Wyoming and Utah. 

Mr. Williams has had a wide experience in the office 
furniture industry. After graduating from the Univer- 
sity of Minnesota, he joined the Burroughs Adding 
Machine Company. In 1922, he became a member of 
the Library Bureau sales organization, serving a num- 
ber of years under their capable manager, Paul 
Koughn, in their Minneapolis office. After a time he 
was transferred to the Library Bureau office in Cleve- 
land, under the management of Wade Holmes. 

Following his experience in Cleveland, he went to the 
Northwest and became a salesman for the Seattle Of- 
fice Equipment Company and later for the Lowman & 
Hanford Company of Seattle. 

Mr. Williams is a native of Wahpeton, N. D. He will 
make his home in Seattle. 

—_ ~~ 
BURNHAM, JR., TAKES SCHOLLHORN LINE 


Frederick A. Burnham, Jr., 50 Church street, New 
York City, has been appointed New York representa- 
tive of the William Schollhorn Company, manufactur- 
ers of punches and other office tools at New Haven, 
Conn. He will call on the trade in Greater New York, 
where he has been well known for many years. He 
looks forward to the cooperation of his many friends 
in the industry, and takes satisfaction in the new line 
he is presenting. 

Mr. Burnham has been “on the job” in New York 
for a long time, and is widely known. He has attended 
many meetings of the National Stationers Association, 
extending his acquaintance to all parts of the country. 


———~<—_—_—- 
ANNUAL MEETING OF SHEAFFER PEN COMPANY 


The annual meeting of the stockholders of the W. A. 
Sheaffer Pen Company was held January 7, at Fort 
Madison, Iowa. W. A. Scherfe was re-elected a direc- 
tor, and G. C. Holt was elected a director to succeed the 
late J. H. Axt. 

At the meeting of the directors the following officers 
were elected: W. A. Sheaffer, president; C. R. Sheaffer, 
first vice president to succeed the late J. H. Axt; H. E. 
Waldron, second vice president; W. A. Scherfe, secre- 
tary. C. R. Sheaffer also serves as treasurer. 
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SHEAFFER ADVOCATES NATIONAL SELECTIVE 
PROFIT SHARING 


Adoption of a selective profit-sharing plan through- 
out the nation—a plan which would greatly encourage 
the sale of better merchandise, and increase, it is 
claimed, the incomes of over a million salespeople— 
was strongly urged by W. A. Sheaffer, president of the 
W. A. Sheaffer Pen Company, at the annual sales con- 
vention of that company recently held at the Sheaffer 
plant in Fort Madison, Iowa. 

The plan is intended to advance the sale of the bet- 
ter grades of merchandise throughout the country by 
the payment to retail salespeople of a percentage of 
the value of the merchandise sold. The plan does not 
apply to cheaply made products. 

Mr. Sheaffer believes that 100 per cent employment 
may be secured and American standards of living main- 
tained by encouraging the sale of merchandise which 
employs greater numbers of people in its manufacture. 
It is not possible, he says, to enjoy the conveniences of 
modern civilization on a minimum wage scale, hence 
it is of vital importance to encourage the sale of better 
type merchandise which pays better rewards to the 
workmen in the factory, to the factory salesmen, and 
to the retail salesmen, and results in the employment 
of more people in the manufacturing processes. The 
system suggested automatically gives a merchant in 
advance the money with which to pay its cost and 
leaves him a substantial profit besides. 

Mr. Sheaffer says that the key point of retail sales is 
the salesperson behind the counter. If no inducement 
is offered him to sell better merchandise he will con- 
tinue to proceed along the easier way. He thus stands 
as an obstacle to re-employment at higher wage scales. 
Mr. Sheaffer points out that a bonus system is not the 
answer, because the bonus applies to the sale of all 
merchandise, even to those items which are unprofit- 
able and to those which it is not best for the customer 
to buy. To get the maximum of intelligence and effort 
from the retail salespeople some system must be de- 
vised that will appeal to their interests and stimulate 
their efforts. Such a system is found in the Selective 
Profit-Sharing Plan, says Mr. Sheaffer, “under which, 
in order to make a better wage, salespeople must give 
the proprietor of the store added service in advance by 
being interested in the welfare of the customers, al- 
ways taking the pains to show them in connection with 
the article they have called for, a better article, placing 
the latter beside the inferior article without comment. 
In such case the customer will invariably start the con- 
versation.” 

Mr. Sheaffer maintains that a great influence for 
increasing wage scales and employment lies in the 
hands of the millions of retail salespeople of the United 
States. He believes that the buying of better merchan- 
dise, with its resultant effect upon wage scales and 
employment, can be brought about in a short time by 
means of the Selective Profit-Sharing Plan by the mer- 
chants and manufacturers of America. Referring to 
the experience of his own company, he says: 

“Although 1934 was not a normal year, we have just 
paid to our one thousand employees a bonus of four 
per cent of their yearly salaries. Even though seventy 


per cent of our raw material in value is gold, and gold 
has advanced seventy-four per cent in price, we have 
not advanced our prices to the customer one penny. 
We have raised wages several times, and are paying 
mostly above the minimum wage; our business has 
greatly increased, and we shall still be able to pay a 
substantial dividend to our stockholders. 


We attribute 
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this situation very greatly to the combination of quality 
merchandise and the Selective Profit-Sharing Plan of 
selling inaugurated by ourselves and our dealers.” 
—_—__——_ 
THIRTEEN NEW CORRY-JAMESTOWN 
REPRESENTATIVES AND AGENTS 


Recently the sales organization of the Corry-James- 
town Manufacturing Corporation, Corry, Pa., was con- 
siderably expanded by the appointment of the follow- 
ing direct representatives and agents: 

J. A. Houser has been assigned the territory included 
in Central and Eastern New York. Mr. Houser is well 
known in this area where he has been calling on deal- 
ers for several years. 

W. B. Ellsworth has been appointed representative to 
the dealer trade in Western New York State, Western 
Pennsylvania and West Virginia. 

The New York City territory is now being covered by 
Charles E. Blad. 

The Los Angeles office and warehouse has been re- 
opened at the old address at 440 Seaton street, in 
charge of Edwin G. Wright. Complete stocks are car- 
ried in the warehouse as a service to dealers in South- 
ern California. 

The following dealers have been appointed exclusive 
Corry-Jamestown agents for the territories indicated: 

Dennis & Company, Inc., 269 Main street, Buffalo, 
N. Y.—Buffalo and several surrounding counties. 

Olshan Office Furniture Company, 12 Green street, 
Newark, N. J.—Newark. 

Thomas Office Supply Company, Goldsboro, N. C.— 
Goldsboro and several surrounding counties. 

Jones Office Supply Company, Dothan, Ala.—Dothan 
and surrounding counties located in Alabama, Florida 
and Georgia. 

J. E. & F. L. Thomas, 804 Quarrier street, Charles- 
ton, W. Va.—Charleston. 

Bismarck Tribune Company, Bismarck, N. D.—state 
of North Dakota. 

Office Equipment & Liquidating Company, 139 East 
Fifth street, St. Paul, Minn.—St. Paul. 

John C. Becker Company, 117 East Wells street, Mil- 
waukee, Wis.—Milwaukee. 

deVoss Desk Company, 721 Third avenue, Seattle, 
Wash.—Seattle. 

In making announcement of the new agents, G. W. 
Stapleton, manager of stock sales for the Corry-James- 
town Corporation, expresses pride in the establishment 
of the new sales outlets and refers to the individuals 
operating the companies as men of fine character, ag- 
gressive and able in conducting their business affairs. 

The company is constantly searching for high caliber 
dealers to add to its growing agency organization. 

—_————_ 
REM RAND RESUMES “MARCH OF TIME” 

The March of Time, pioneer radio series of news 
dramatization which was sponsored by Time, the weekly 
news magazine, and first came on the air in March, 
1931, was presented on January 25 last under the aus- 
pices of another sponsor. Starting on that day the 
popular series was commenced at its regular weekly 
hour from 9:00 to 9:30 P. M. eastern standard time, on 
Friday over the WABC Columbia network by Reming- 
ton Rand Inc., typewriters and office equipment, who 
sponsored the March of Time last year. Members of 
the staff of Timggmagazine will continue to prepare the 
material for the broadcasts which will proceed under 
the direction of Arthur Pryor, Jr. The popularity of 
the news reenactment technique has been such that 
the March of Time has recently been established as a 
film feature. 
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During the Long, Expensive and in Several Ways Distressing 
Strike of the Office Machine Mechanics in Chicago, Considerable 
Damage Was Done to the Property of Some of the Rebuilding 
When the large plate glass frontage of Pruitt, Inc., 


Companies. 


retail store at 172 North LaSalle street was wrecked the com- 
pany attracted attention of all passers-by with the impressive 
display pictured above. Happily the strike is now settled, but 
some time will be required to return the business to normal 

conditions. 

—_—_g———_ 

CALENDAR 


A convenient desk calendar for 1935 from Kenrick 
& Jefferson, West Bromwich, England, is at our right 
hand. The daily sheets have four-inch high numerals 
in red, and the day of the week in black, with the 
month in white with black background. For years K&J 
calendars have been of service to us. 

> J * 

From Underwood Elliott Fisher Company at Basel, 
Switzerland, we were happy to receive 1935 pocket 
calendars on single celluloid sheets. One edge of the 
card is printed with a three-inch ruler, the other with 
a ruler of eight centimeters. 

> . * 

From Masaki-Yamato Pencil Company, Tokyo, 
Japan, comes an interesting little calendar. The small 
pad is attached to cardboard back 61% inches high by 
344 inches wide which is tapered at the top and printed 
in colors to resemble a piece of a sharpened lead pen- 
cil. Above the pad is a list of the company’s brands, 
Golden Axe, Three Diamonds and Seven Stars. 

> > * 

The Columbian Art Works, Inc., Milwaukee, Wis., 
have presented to their customers a handsome calen- 
dar 3214 inches long by 13 inches wide, in orange and 
black on white. The calendar begins with December, 
1934, and ends with January, 1936. Current months 
are in black figures on white, while the preceding and 
succeeding months are in black on orange. Each sheet 
contains three months. 


— 
CHICAGO TYPEWRITER MEN’S STRIKE ENDS 


The strike of the Office Machine Mechanics Union, 
No. 717, came to an end on Monday morning, January 
21, when the men went back to work in all the type- 
writer shops throughout Chicago. The men were called 
out on the tenth of last October. 

On January 18 the Underwood, Royal and Woodstock 
Typewriter Companies met with Mr. McCarthy of the 
Regional Labor Board, Mr. Uhlman of the union, and 
the strike committee and the men agreed to return to 
their jobs on the following Monday morning. The men 
of the L. C. Smith & Corona Typewriter Company, 
Inc., had gone back to work several days before. 





OFFICE APPLIANCES 


THE GUEST BOOK 

Robert Sauter, general manager of A. W. Faber, Inc., 
Newark, N. J., was a visitor on January 4. He arrived 
the day before, made some business calls with Ralph 
Maneval, the Chicago manager, and took time to check 
the Chicago inventory. Mr. Sauter is a delightful per- 
sonality. He is well informed on all matters pertain- 
ing to pencils and is glad to share his information 
with others. A visit with Mr. Sauter is a treat. 

Fred O. Fenne, Rockford, Ill., signed the Guest Book 
January 4. He was gratified at the response of the 
trade to the new numbers put out by the company he 
represents—Neva-Clog Products, Inc. 

W. A. Sheaffer, president, W. A. Sheaffer Pen Com- 
pany, Fort Madison, Ia., in Chicago for a few hours, 
on his way to a manufacturers’ meeting in New York, 
looked in upon us on the ninth of January. However 
favorable may be one’s attitude toward the idea of 
selling better goods of all kinds in the higher price 
levels, his enthusiasm for the policy will be increased 
by a conversation upon the subject with Mr. Sheaffer. 
Mr. Sheaffer’s elucidation of the policy is convincing. 
Starting with “the fullest measure of satisfaction to 
the user” as the first factor, he discloses the advan- 
tages to all concerned: to the purchasing public, to 
the dealers, to the salesmen, to the manufacturer and 
to all labor employed in production. 

Special compensation to sales persons for the sales 
of higher grade goods of all kinds is, Mr. Sheaffer in- 
sists, the surest means of establishing the idea. He 
has prepared a pamphlet upon the subject which will 
be sent to anyone interested upon request to the com- 
pany at Fort Madison. 

Early in February, Mr. and Mrs. Sheaffer will leave 
for Los Angeles to spend the remainder of the winter 
there. 

Frank R. Curtiss, general manager, Neva-Clog Prod- 
ucts, Inc., of Bridgeport, Conn., affixed his signature 
to The Guest Book on January 9, and gave us a pleas- 
ant and profitable hour. Mr. Curtiss has a stimulating 
philosophy of business. He makes careful choice of 
objective and maps and charts all ways thereto, which 
is to say that he knows where he is going and pretty 
well how to get there. One of our many faults is too 
much random effort. Our conversation with Mr. Cur- 
tiss determines us to reduce our lost motions. Mr. 
Curtiss observes some impulse in general business 
which encourages the hope for better things to come. 


Andrew C. Kienly, assistant sales manager, The Royal 
Typewriter Company, Inc., affixed his name to The 
Guest Book on January 11 and gave us a delightful and 
interesting hour. It had been a long time since we had 
a good talk with Kienly. In his earlier typewriter days 
we met more frequently. But we followed his career 
with interest. For a short time he was out of the field. 
Then he had some experience as a dealer to add to his 
experience as a branch manager. So he is familiar 
with the problems in both divisions of the business. 
Out of his experience he has developed a fine selling 
philosophy and technique. And always he had a high 
concept of the business. That’s pretty sure to be true 
of the majority of men who give good account of them- 
selves in the field. 

I. H. Lyons, president of the National Postal Meter 
Company, Los Angeles, Calif., gave us the pleasure of 
a call on January 12. Mr. Lyons and his associates en- 
tered the field about two years ago when they pur- 
chased outright the patents and the machines which 
had been manufactured by another company. The 
first step in the reorganization of the business was to 
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bring together several technical specialists under whom 
the machine has been developed to a high point of effi- 
ciency and established in extensive use in the Pacific 
Coast section. 


Mr. Lyons spent several days in Chicago before leav- 
ing for New York where he remained for a few weeks, 
making a survey of the field and appointing represen- 
tatives for the company. Some other office utilities 
which will presently be announced are being developed 
in the Los Angeles factory. 


Mr. Lyons is an energetic and impressive personality. 
He is an enthusiast with a good balance of practicality. 
He is appropriately referred to by a friend, who is pres- 
ident of another company in the field, as a “live wire.” 
Mr. Lyons expects that with the extension of the Postal 
Meter business and the addition of the other utilities to 
make the company an increasingly important factor in 
the office equipment field. 


Gene Stoltz, St. Louis, Mo., signed the Guest Book 
January 15. Formerly a furniture manufacturer, he is 
now a manufacturers’ representative covering Mis- 
souri, Southern Illinois and some territory adjacent. 
He reported that furniture lines were selling in better 
volume in his section. While in Chicago he took oc- 
casion to visit with several office furniture manufac- 
turers. 


Bert M. Morris, manufacturers’ agent for the Pacific 
Coast, with headquarters in Los Angeles, signed The 
Guest Book on January 16, and by some magic pro- 
duced from his hat or his pockets, or it may have been 
from the folds of a “bothersome unCalifornian” muf- 
fler, three delicious “Avocadoes.” The white rabbit 
which we expected would follow was left at home for 
the entertainment of Virginia Lou Morris, who first 
greeted the world on Christmas morning. After a few 
days in Chicago and vicinity, calling upon the com- 
panies whose lines he handles on the coast, Bert left 
for New York, reaching there in time to encounter low 
temperatures and the record-breaking snow fall, both 
of which probably made the muffler less “bothersome.” 

Bert reports increased activity all along the coast 
and a more encouraging look ahead. 


Paul M. LeBeuf of Pampa, Tex., affixed his name to 
the Guest Book on January 21, when stopping in Chi- 
cago for a few hours en route East by motor with Mrs. 
LeBeuf and “Junior.” The short time at our visitor’s 
disposal was spent principally in conversation about 
visible systems, upon which subject Mr. LeBeuf had 
written two articles published in recent numbers of 
Office Appliances. We arrived at the conclusion that 
visible indexing is the commercial stationer’s greatest 
potentiality for 1935. That wherever business records 
are kept visible systems with their many advantages 
are economically applicable. Great expansion in the 
business requires only more intensive cultivation, un- 
der better cooperation of manufacturer and dealer. 
Mr. LeBeuf’s opinion is the result of his own experi- 
ence. He is an intensive cultivator, charged with en- 
thusiasm and energy plus. 


Mr. Arthur Osterreicher, industrial engineer and sys- 
tem specialist of Paris, called upon us on January 26. 
Mr. Osterreicher has been here for several weeks and 
is extending the period of his stay much beyond the 
time originally planned because, in his own phrase, 
“the contacts I have made and the courtesies I have 
received makes the trip the most satisfactory experience 
of my life.” Mr. Osterreicher’s system work is con- 


cerned in many cases with office machines for various 
purposes. 


From French agents of several United 
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States manufacturers he brought letters of introduc- 
tion to the company’s executives and by these officials 
was given letters of introduction to executives of a 
number of the largest and best organizations on this 
side. Included in these were insurance companies, 
banks, department stores, mail order houses and manu- 
facturers of automobiles, shoes, confectionery and of- 
fice equipment. 


On his way to Chicago, whence he turned south for 
Dayton and Cincinnati, Mr. Osterreicher visited many 
large plants, with the methods of operation of which 
he was greatly impressed. The Ford, Chrysler and 
General Motor works of Detroit. The Remington Rand 
organization at Buffalo. Addressograph-Multigraph 
Corporation of Cleveland, Endicott-Johnson shoe 
plants at Endicott, N. Y., and in the same place, the 
headquarters of International Business Machines Cor- 
poration. Of this company’s technique of administra- 
tion, production, sales and educational departments, 
the visitor spoke in terms of highest admiration. He 
gave fine compliment to the executives who received 
him and the members of the staff in all departments, 
who made his visit so interesting and educational. He 
considers the organization the “finest” he “has ever 
known.” 


Out of his experiences here, Mr. Osterreicher has 
formed high opinion of business methods and business 
customs in the United States. They differ in several 
respects, he says, from business customs abroad. One 
outstanding difference, he declares, is the readiness 
with which contact may be made and the courtesies 
accorded to the stranger within our gates. “My ap- 
preciation of the graciousness of reception, the kind- 
ness manifested and the services tendered to facilitate 
the object of my visit which was to increase my knowl- 
edge of United States business practice, is beyond ex- 
pression in words.” Which, as Mr. Osterreicher speaks 
six languages, is high appreciation. 


We have no doubt that our friendly visitor will en- 
counter the same spirit in the contacts to be made 
during the remainder of his stay, for we opine that 
some of the good will with which he has met is a re- 
flection of his own attitude. 


Henry L. Guth of Wescoeville, Pennsylvania, signed 
the book January 29. He had come west to visit a 
furniture manufacturer whom he represents in the 
eastern territory. Mr. Guth entered the office equip- 
ment field as sales manager for Mutschler Brothers 
Manufacturing Company who make office tables. Later 
he went east and established himself as representative 
for several office furniture companies. Although he 
covers the territory frequently and faithfully, he finds 
time to take care of the many duties incident to a 
country home on a five acre lot. He has just about 
every kind of fruit which will grow in eastern Penn- 
sylvania’s soil. He has a wide variety of shade trees 
and shrubbery and a sizeable vegetable garden. Since 
he raises much more fruit than he can use, he derives 
pleasure in giving most of it away. Henry Guth is a 
smart man. He knows how to sell and he knows how 
to live. 

—$_>—___ 
WINSHIP MINNESOTA AGENT FOR MARCHANT 


The Marchant Calculating Machine Company of 
Oakland, Calif. announces the appointment of Frank 
R. Winship as district agent for Minnesota. 


Mr. Winship has had a long and successful experi- 
ence in the calculating machine field, and is well and 
favorably known to a wide circle. 








MEE TINGS—CONVENTIONS—DINNERS 


NEW YORK O. A. MANAGERS MEET 

Tuesday, January 8, was the date of the annual din- 
ner given by the New York Office Appliance Managers 
Association to the winners of the 1934 association sales 
contest. This dinner was held at the Waldorf Astoria 
hotel, New York City. 

The speakers at the meeting included among others 
W. H. O'Donnell, toastmaster; Charles H. Everly of Of- 
fice Appliances, and Elmer Wheeler, founder and chief 
of staff of the Tested Selling Institute and Word 
Laboratory, Inc., who took as his subject, Taking the 
Guess Out of Selling—Science Has Found the Magic 
Words That Make People Buy. 

The reception committee included the members of 
the Office Appliance Managers Association. The sales- 
men guests of honor numbered seventeen and came 
from many of the most important national office equip- 
ment concerns in the United States, such as the Ad- 
dressograph-Multigraph Corporation; American Sales 
Book Company, Ltd.; A. B. Dick Company; Dictograph 
Products Company, Inc.; Dictaphone Sales Corpora- 
tion; International Business Machines Corporation; 
Kee-Lox Manufacturing Company; Monroe Calculating 
Machine Company; The National Cash Register Com- 
pany; Postage Meter Company; Remington Rand Inc.; 
Todd Sales Company; Underwood Elliott Fisher Com- 
pany and Yawman and Erbe Manufacturing Company. 

Presentation of the prizes was made by John A. 
Noonan. The first-time winners were presented with 
a Sheaffer Lifetime pen and pencil. These included 
E. C. Hawkinson, Norbert G. Murphy, J. P. Finnerty, 
L. J. Langan, E. A. Thomas, H. R. Briscoe, James E. 
Judge, B. J. Hoffman, T. E. Moriarty, Somerville N. 
Baker, L. G. Metzger and G. M. McGill, who, with the 
two, three and four-time winners, made up the list of 
honor guests. James G. Lehan, a winner for the sec- 
ond time, was presented with a zipper brief case, and 
C. R. Forney, another second time winner, received a 
billfold with a real honest-to-goodness bill in it. Louis 
J. Gilmartin was a third-time winner and was pre- 
sented with a handsome traveling bag. Paul Vreeland, 
another third-time winner, received a pen and pencil 
set. B. B. Horwitz, a fourth time winner, who had re- 
cently won a new automobile in a company contest, 
was presented with a handsome laprobe. 

Charles H. Everly of Office Appliances paid his re- 
spects to the prize winners and particularly to those 
who had been winners more often than once. He also 
paid a tribute of respect to the late Charlie Sny- 
der of The National Cash 2 Me. 

Register Company, who 
recently died. Mr. Sny- 
der had been very active 
in the association for 
many years. Mr. Everly 
wrote and read the fol- 


NOTICE TO ILLINOIS AND WISCONSIN TRAVELERS 


The publishers of this journal have been requested 
by the organizers of a travelers’ club for the Sixth 
District, which includes Illinois and Wisconsin, to in- 


With never a glimpse of my old friend’s face, 
For life is a busy, struggling race. 

He knows I like him, even better indeed— 
Than I did in the days when the one big need— 


Was to get an order that very day. We were younger 
then, 

Now, we're just a couple of tired men, 

Tired at playing a busy game, 

Tired at striving to earn a name. 


Tomorrow, I say, there’ll be time for a call 
On my old pal Charlie, a man among all. 

But tomorrow comes and tomorrow goes, 
And the time between visits grows and grows. 


Around the corner, yet miles away, 

“There’s a phone message, Sir; Mr. Snyder died today.” 
And that’s what we get and deserve in the end, 

For around every corner is a vanishing friend. 


He called attention to the matter of technique in 
selling and suggested that his hearers view the matter 
of selling from the angle of the technic rather than 
from the technique, for the reason that technique is 
the method of the style commonly used, whereas 
technic is a method or style or performance in any par- 
ticular art. He called attention to the fact that many 
of those present undoubtedly knew men who were ap- 
parently capable in every respect who failed to make 
good because they failed to grasp the fact that success 
or failure in selling does not depend upon the general 
principles of selling unless those general principles be 
interpolated in the technic of style that applies to the 
particular product they sold, and he also reminded 
salesmen that it is not what salesmen know, or what 
they are that counts. It is what they do. He urged 
those present to study the practices of the successful 
men in their organization and incorporate in their 
own presentation in their own way the methods and 
ideas and practices that they have proven to be sound 
and which will work for others. He also pointed out 
that each man’s job is nothing more or less than a 
challenge to his ability. As a closing thought in con- 
nection with the rough days for selling that have been 
present of late years, he urged that all of the sales- 
men never forget that no one would ever have crossed 
the ocean if he could have gotten cff the ship in a 
storm. 


Elmer Wheeler, founder and chief of staff of 


the Tested Selling Insti- 
tute and Word Labora- 
tory, Inc., gave an inter- 
esting exposition of how 
their organization oper- 
ated. He pointed out that 
the proper words to use 





lowing poem in connec- 

tion with the mention of 

Mr. Snyder: 
Vanishing Friends 

Around the corner I have 
a friend 

In this great city that 
has no end; 

But days go by and weeks 
rush on, 

And before I know it, a 
year is gone. 


vite all travelers desiring to become members of the 
association to send to this publication their names, 
addresses and information concerning lines sold. The 
inspiration for the new club was supplied by several 
Chicago stationers. Preliminary investigations indi- 
cate that the Sixth District is likely to have one of the 
largest and strongest of travelers’ clubs in the coun- 
try. It is expected that officers will be elected and the 
club doing business before the date of the Sixth District 
regional meeting. 

Travelers who are interested are asked to be prompt 
in sending the information. 


in selling were the great- 
est guessing game in- 
volved in selling and 
that ordinarily sales peo- 
ple were so busy selling 
that they did not have 
time to make a self-ana- 
lyzation so as to discover 
what the words and 
phrases were that made 
selling successful and 
that his organization 
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Annual Dinner Given by the New York Office Appliances Managers’ Association to the Winners of the Association's 
1934 Sales Contest at the Waldorf-Astoria Hotel, January 8, 1935 


had what one might call a word laboratory in which by 
practical tests they learned the value of sentences and 
words and phraseology and created for sales people 
the proper manner in which to hold sales conversa- 
tions. He told many instances of their practical inves- 
tigations so as to be able to differentiate between good 
and bad presentation of a product and also the value 
of emotional reaction to certain words. He also pointed 
out that the average sales talk buries in long conver- 
sations the best selling points, and that his organiza- 
tion in their work sifted out and tried out and found 
out what sold and what did not sell. 

He also told of their word laboratory where they kept 
tested selling sentences, where they had found the best 
way, so that those selling products of that type could 
stick to that way. He gave a detailed explanation how 
the word laboratory tested out various sentences and 
words so that a salesman would know what to say be- 
fore he talked to a prospect. Mr. Wheeler’s talk was 
interesting to those present and a revelation in regard 
to what has been done in the direction of a word 
laboratory. 

W. B. O’Donnell, who acted as toastmaster, performed 
his task ably, and Walter Strain of the Multigraph 
Company, a former member of the New York Associa- 
tion, but now located in Philadelphia, gave some inter- 
esting recollections of his years of association with the 
New York organization and expressed his appreciation 
of what it had meant to him. He also brought from 
the Philadelphia group a challenge for a golf game dur- 
ing the coming season. 

The new officers for 1935 are as follows: President, 
S. W. Sells, Postage Meter Company; vice-president, 
C. G. Woosley, Yawman and Erbe Manufacturing Com- 
pany; secretary-treasurer, F. A. Greis, Underwood El- 
liott Fisher Company. 

—_—_——_——_- 
12:30 CLUB ELECTS OFFICERS 


By unanimous ballot, Harry Tehan, general sales 
manager of Charles M. Higgins & Company, Brooklyn, 
N. Y., was elected president of the Stationers 12:30 
Club for 1935 at the regular monthly meeting held on 
Monday, January 7, at Sharke’s restaurant, New York 
City. Mr. Tehan is one of the charter members of the 
12:30 Club and has been constantly identified with its 
activities. As chairman of the board in past years, 


he gave much of his time to the welfare of the club. 
Nathaniel Kremer was elected vice-president; Edwin 
Bridge, secretary, and George C. Nitschke, treasurer. 
The following gentlemen were elected members of 
the board of governors for two years to assist William 
G. Whittemore, chairman, whose term expires next 


year: Louis Caracci, Fred Steinhilber, Louis Travenier, 
William S. Donnelly, Lawrence Schmidt, Edward 
Dooley, George C. Wheeler and Dwight N. Briggs. 

The nominating committee consisted of Dwight N. 
Briggs, chairman; Charles Kuehne and Edward Dooley. 
Their work was highly praised. 

The 12:30 Club has served an unique purpose in New 
York office equipment trade circles. As an informal 
luncheon club it has done much to enhance good fel- 
lowship among the trade. 

Under the leadership of President Tehan plans are 
already under way to increase the scope of the club’s 
work. 

——<»>__ 
CHICO INDIANS HOLD ANNUAL POWWOW 


On Monday evening, January 14, the Chicago Sta- 
tioners Club, more popularly known as the Chico Club, 
sponsored an evening of happy fellowship at which 
some hundred members, manufacturers’ representa- 
tives and friends were present. 

Following a delectable dinner, Cless O. Burras, presi- 
dent of the organization, called for attention to an- 
nounce the death of Harvey Denner, a charter mem- 
ber of the club. At the request of Mr. Crawford of 
Bankers and Merchants Stamp Works all those present 
stood for a moment in silence in tribute to Mr. Denner. 

The frivolity of the occasion was resumed by a brief 
and humorous “speech” by W. S. Lennartson of Office 
Appliances. 

With the preliminaries out of the way, the real pro- 
gram of the evening started, under the direction of 
Bill Schuster of the National Blank Book Company, 
who proved himself to be an efficient one-man orches- 
tra. His assistants in entertainment were five black- 
faced comedians picked from the host of talented per- 
formers in the commercial stationery trade in Chicago. 
The big five were Gordon Kickels of the Globe-Wer- 
nicke Company, Bob Lauder of the Englewood Blue 
Print Company, Eric Behmer of Marshall-Jackson 
Company, Bob Bauer of the National Blank Book Com- 
pany, and Oscar Gardner of the Graver-Dearborn Cor- 
poration. To the huge enjoyment of the crowd, these 
minstrels sang songs, cracked jokes, and borrowed hats 
for the purpose of seeing how close they could come to 
destroying them without actually doing so. High lights 
of the program included tenor solos by Bob Lauder, and 
a splendid rendition of “It Ain’t Gonna Rain No More” 
in Swedish, by Eric Behmer. 

The Powwow was the fifth annual evening of pleas- 
ure conducted by the Chico Club, and in every way— 
attendance, entertainment and hilarity—exceeded thc 
previous affairs. 
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Oklahoma Stationers Banquet, Huckins Hotel, Oklahoma City, Okla.. January 3, 1935 


OKLAHOMA STATIONERS LISTEN TO GARVIN 


The Oklahoma stationers held an all-day session at 
the Huckins hotel on January 3, discussing code mat- 
ters and other problems, and listening to an address 
by the secretary and general manager of the National 
Stationers Association, Charles P. Garvin, who arrived 
in Oklahoma City on the morning of the day named 
after having spent some time with the dealers at Dal- 
las, Texas. At the conclusion of his remarks Mr. Gar- 
vin answered a number of questions propounded from 
the floor. 

In his remarks Mr. Garvin stressed the importance 
of state and local associations cooperating with each 
other and with the National Association. He gave an 
interesting account of the work the Association is do- 
ing in Washington. 

Frank M. Hughes, president of the Oklahoma Sta- 
tioners Association and of the Oklahoma City Associa- 
tion, called the meeting to order and introduced Mr. 
Garvin, who at once delivered the address scheduled. 

Stationers from all parts of the state attended the 
meeting and evinced keen interest in the remarks of 
Mr. Garvin and in the discussion ensuing. The follow- 
ing stationers were present: 

R. G. Attaway, Tulsa Stationery Company, Tulsa; 
Harry Bowman, Bowman Stationery Company, Mus- 
kogee; Jess. M. Beck, “Wesbanco,” Oklahoma City; 
Don L. Branham, Branham’s, Inc., Oklahoma City; 
Mike Bryan, Bryan Office Supply Company, Oklahoma 
City; James Constantine, Palace Office Supply Com- 
pany, Tulsa; Weldon Cook, Standard Office Supply 
Company, Oklahoma City; Lee Cromwell, Cromwell 
Printing Company, Enid; Fred Downs, Downs & Ran- 
dolph, Tulsa; Bill Doyle, Doyle Office Supply Company, 
Oklahoma City; Clark Field, Field Stationery Company, 
Tulsa; T. H. Harman, Cooperative Publishing Company, 
Guthrie; S. B. Hudson, Star Printery, Muskogee; Frank 
M. Hughes, Standard Office Supply Company, Okla- 
homa City; H. E. Manly, Manly Office Supply Company, 
Oklahoma City; M. B. Mayer, Schiff-Mayer Company, 
Oklahoma City; Ray Nunnery, Bawco Office Supply 
Company, Chickasha; Clarence Page, Page, Inc., Okla- 
homa City; H. L. Schall and L. B. Starke, Schall & 
Starke, Ponca City; Jim Swisher, Bartlesville Station- 
ery Company, Bartlesville; Forrest Thomas, Thomas 
Office Supply Company, Pauls Valley; John J. Vater, 
Vater Bookstore, Enid; Ted. R. Warkington, S. W. 
Printing & Stationery Company, Lawton; C. H. Wigger, 
Wigger’s, Inc., Oklahoma City; J. L. Wren, Jr., “Wes- 
banco,” Oklahoma City, and Charles P. Garvin, secre- 
tary and general manager of the National Stationers 
Association. 

On the evening of the meeting day (January 3) a 
dinner was given in honor of Mr. Garvin. This event 
was attended by those who were present at the con- 


vention and by their salespeople when possible. The 
attendance numbered about seventy-five persons. 
President Frank M. Hughes gave the address of wel- 
come, and introduced as toastmaster R. G. Attaway, 
vice-president. Herb. Cook and his “Three Little 
Words” presented song hits. Miss Fern Lewis gave a 
novelty dance. Bill Larson told a story, and finally a 
colored quartet, “The Four Pilgrims,” made pleasing 
melody. 

Following the entertainment features above named 
Fred. Downs, member of the Code Authority for Okla- 
homa, introduced Mr. Garvin, who spoke interestingly 
on “What the Code Will Do for Us in 1935.” 

Both the meeting and the dinner were emphatically 
successful. J. L. Wren, Jr., secretary and treasurer of 
the Oklahoma City Stationers Association, was chair- 
man of the committee on entertainment and assisted 
President Hughes in handling the details of prepara- 
tion. Mr. Wren and his committee received warm 
commendation for their work. 

Following the Oklahoma City meeting on January 3, 
a meeting was held at Kansas City, Missouri, the fol- 
lowing day at which Mr. Garvin and Mr. Downs were 
among the speakers. 

— 
HUB CLUB HOLDS MEETING 

On Wednesday evening, November 21 last, the mem- 
bers of the Hub Club, their salesmen and service men, 
held a meeting in the main dining room of the Mark 
Twain hotel, St. Louis. The speaker of the evening 
was E. Lashmet, president of the Sales Managers Bu- 
reau of the Chamber of Commerce. His subject was, 
“Closing Orders,” and it was the opinion of the eighty 
men who listened to his address that they received 
valuable ideas. 

At a meeting held on January 2, the following offi- 
cers were elected to serve during 1935: President, L. 
Ebert of the Uarco Business Systems; vice-president, 
E. Herget, Atlas Service Company; treasurer, R. Keller, 
Telautograph Corporation; secretary, T. Atkin, Kee 
Lox Manufacturing Company. 

ae 
CLEVELAND TYPEWRITER MEN MEET 

The Cleveland Typewriter and Adding Machine 
Dealers Association held their regular monthly meet- 
ing at the Hotel Allerton, with a good attendance. 
John Kenny, president, presided. Reports on the ac- 
tivities of the past year were read and showed that 
the organization had gained in membership and had 
accomplished a number of things for the good of the 
trade. The committee on a new constitution and by- 
laws reported they were making progress. A nominat- 
ing committee is to be appointed at the February meet- 
ing to select candidates to be voted on at the election 
at the annual meeting in April—AED 
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JAMES MANGAN ADDRESSES CHICAGO OFFICE 
APPLIANCE MANAGERS 


The regular monthly meeting of the Office Appliance 
Managers of Chicago was held January 11 at the Me- 
dinah Athletic Club. In the absence of President J. 
B. Ward, Addressograph sales agent, who was called 
out of town on business, W. D. Lawrence, Chicago man- 
ager of Felt & Tarrant Manufacturing Company, and 
vice-president of the organization, presided. After 
brief preliminaries, he introduced James Mangan, 
author of books on selling, who delivered an address 
on “An Unknown Sales Formula.” 

Mr. Mangan opened his remarks with a statement 
that selling, while the most important factor in busi- 
ness, ranks from zero to five per cent in efficiency, 
whereas production reaches eighty per cent, and trans- 
portation ninety-nine per cent. One reason advanced 
was that nearly all sales organizations were following 
the pressure system established by John Patterson 
forty-five years ago and were not changing it to meet 
conditions. A better system, he said, is needed; one 
of less effort and greater results. Correct selling is not 
to make the buyer buy—it is to let the buyer buy. 

The unknown formula was to give the salesman and 
his product the attributes of woman and make the 
buyer the man. These qualities included beauty, ap- 
peal, richness, familiarity and potential motherhood. 

The beauty could be in the appearance of merchan- 
dise or in acts of the salesman such as praise, atten- 
tion, consideration, service, concession, etc. 

Appeal was described as being different. It could 
be the appeal of the new, of the very old, the appeal 
of motion, of spirit, of quality. 

The three elements of richness were given as good- 
ness, waste and self replenishment. For goodness, it 
was urged to have quality and not just ordinary or com- 
mon stock. Waste should not be carried to extreme. 
A salesman always should keep something in reserve 
for a later call. He should have a product which could 
stand difficult usage. Under this heading the sales- 
man was urged to give constant service, the statement 
being made that if personal service guarantee is there, 
the salesman will be there long after the bill is paid 
and will benefit. 

The familiarity based on school and lodge associa- 
tions was considered crude. The idea advanced was 
to meet the other person on grounds of human na- 
ture, to say what we think and expose private senti- 
ment. Repetition of your story was given as another 
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point because it sometimes takes numerous repetitions 
to get the idea over. 

The salesman and his product, according to Mr. 
Mangan’s formula, must be the potential mother of 
babies such as convenience, service, profit, prestige, 
advantage, etc. The thought of giving something for 
nothing was advanced. Perhaps a premium, perhaps 
just some little personal service. The vanity motive 
which results in numerous purchases was mentioned 
under this heading. 

Because of the reputation of the speaker a number 
of the members brought salesmen with them, result- 
ing in an unusually large attendance. 

——_———_——_. 

ST. LOUIS STATIONERS RE-ELECT OFFICERS 

On January 21 the Stationers Association of Greater 
St. Louis met and re-elected the following officers: 
President, William Schmiederer; vice-president, E. J. 
Lessard; treasurer, C. A. Kennedy; secretary, E. J. 
Mitchell; member of executive committee, C. T. Spald- 
ing, who will be re-installed in office at the meeting to 
be held on February 11. It is intended to hold at this 
time a big inaugural party with the newly elected of- 
ficers as guests. 

BOSTON STATIONERS TO HOLD BANQUET 


The Boston Stationers Association banquet will take 
place on Monday evening, February 25, either at the 
Statler or the Kenmore hotel. A later announcement 
will state the hotel selected. 


—_~—_—_—. 
STATIONERS 12:30 CLUB CHRISTMAS DINNER 


The Hotel Martinique, New York, entertained the 
members and friends of the Stationers 12:30 Club at 
a Christmas dinner on December 27. This Christmas 
dinner is an annual event. It was a beefsteak dinner 
and all the refreshments exceeded the advance notices. 

At the conclusion of the dinner, William H. Green- 
leaf on behalf of the members and friends of L. H. 
Tavernier presented him with a gift as a token of 
esteem and friendship. The gift was fittingly acknowl- 
edged by the donee. This was followed by a wrestling 
bout and a floor show made up of young ladies with 
nimble feet. Everybody had a good time and there 
was much laughter and good-cheer. 

The dinner committee, consisting of Nat Kremer, 
chairman; W. G. Whittemore, Ed. Dooley and Harry 
Tehan, well earned the praise that was given them. 
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12:30 Club “Beefsteak” Dinner at the Hotel Martinique, New York, N. Y., December 27, 1934 
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Dinner Given by President Wagoner of the Underwood Elliott Fisher Company on the Occasion of the Annual Conference of 
. . + 
the District Managers of that Company 


NORTHWEST TRAVELERS HOLD SESSION 


The eighth semi-annual meeting of the Northwest 
Travelers Club was held during the afternoon of Jan- 
uary 26 at the Radisson hotel, Minneapolis. L. Ed. 
Friedman of Russia Cement Company, and president 
of the club, was in the chair. On the one side he was 
flanked by Harry Spurlock of National Blank Book 
Company, first vice-president, and Roy C. Clark of F. S. 
Webster Company, secretary-treasurer; on the other 
side by W. E. “Bill” Smith of Ace Fastener Company, 
auditor. The meeting was well attended. 

Previous minutes were read and approved. Mr. 
Friedman gave his report as president, outlining the 
activities since the last meeting. Mr. Clark disclosed 
a healthy condition of the treasury and announced 
that seventy-six members had paid their dues, an ex- 
cellent record. Mr. Smith told in his customary digni- 
fied manner of the results of his audit of the books. 

After a general discussion of the annual golf game 
the president was authorized to appoint a committee 
to investigate and make recommendations at the time 
of the regional meeting. 

Three new members were announced: Fred O. Fenne 
of Neva-Clog Products, Inc.; W. J. Dalton, manufac- 
turers’ representative, and Victor Watson of Binney & 
Smith Company. 

Imer Krumwiede of G. J. Aigner & Company and 
Al Skibbe of Associated, told of plans to establish a 
travelers’ club in the sixth district. A resolution was 
adopted, wishing every success to the organizers of the 
new club, offering such assistance as the Northwest 
Club could offer. For a number of years the Northwest 
organization has been taking care of travelers’ activi- 
ties in the sixth district, holding meetings in connec- 
tion with regular regional gatherings, helping finan- 
cially and in various other ways. Mr. Skibbe expressed 
the sincere thanks of the sixth district group for the 
action taken. 

ae 
I. B. M. HUNDRED PER CENT CLUB’S YEARLY 
MEETING 

The regular annual meeting of the One Hundred 
Per Cent Club of the International Business Machines 
Corporation took place on January 21 in the roof gar- 
den of the Waldorf-Astoria hotel, New York City. 


Nearly 1,000 people were present—the largest attend- 
ance in the history of the club, representing not only 
the United States, but the IBM organizations in many 
European and South American countries, Canada and 
Mexico. 

During the convention transatlantic telephone calls 
were received and broadcast to the audience. These 
came from Hermann Rottke, general manager of the 
company’s German affiliate in Berlin; R. A. Virgile, 
general manager of the French affiliate, Paris; and E. 
Stafford Howard, managing director of the corpora- 
tion’s English affiliate, London. Mr. Howard created 
a dramatic moment when he called upon his organi- 
zation in London to give “three hearty British cheers,” 
which were given with such good will and vigor that 
they reverberated throughout the convention hall. 

Brazil led in two competitions during 1934 among 
the seventy-nine countries in which IBM does business, 
said Mr. Watson. He named Valentin E. Boucas, gen- 
eral manager of the Brazilian organization, as the 
winner of the International Trophy for the best 1934 
sales record made in any country, and Almeida Gomes 
of Brazil as the winner of the Watson Trophy for the 
best individual sales in the company’s world organiza- 
tion of approximately 8,000 people. Germany was a 
close contender for the International Trophy, winning 
second place. 

Discussing the corporation’s policy, Mr. Watson said 
in part: “We did some unusual things during the de- 
pression years. In that period, by adding a larger num- 
ber of salesmen to every division of our business all 
over the world, we built up our sales force to the high- 
est point in its history. This, in turn, necessitated add- 
ing people to all the other departments of our business 
throughout the world. We believed that would help, 
and that is why we built our schoolhouse and our engi- 
neering laboratory during the depression, because no 
one could make us believe that school was “out” in the 
United States or in the world. This good policy will be 
perpetuated after we are gone. That is the kind of 
business we are building.” 

In recognition of achievements which made him the 
outstanding sales executive of the corporation’s United 
States and Canadian organizations in 1934, F. L. Clark, 
manager of the New Orleans office, was installed with 
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appropriate ceremony as president of the 1934 One 
Hundred Per Cent Club. 


Others who were recognized for exceptional sales 
performances last year include M. B. Chaco, sales agent 
at Albany, New York, and C. B. Hall, salesman at Chi- 
cago, who by their 1934 records won vice-presidencies; 
L. J. Langan, New York City salesman, who won the 
secretaryship; William Seefeldt, a salesman in the Chi- 
cago office, whose record made him club treasurer; N. 
H. Schuette, Birmingham manager; J. C. Whitridge, 
Columbus, Ohio, manager; G. R. Townsend, sales 
agent at Binghamton, New York, and L. E. Lindsey, 
San Antonio sales agent, won directorships. 


Several representatives from abroad were present 
and spoke at the afternoon session. These included 
J. B. Holt, IBM European general manager; Rolph 
Hurup, Tabulating Machine Division representative at 
Stockholm, Sweden, who had just been promoted to 
have charge of the company’s educational program in 
Europe; H. H. Krewinkel, branch manager, Dusseldorf, 
Germany; S. G. Wharin, general manager, South Amer- 
ican organizations; S. R. Wharin, IBM manager in 
Chile; S. Perera, salesman, Genoa, Italy; J. E. Ruth, 
manager, Tabulating Machine Division in Argentina; 
E. DeVente, Tabulating Machine Division mechanical 
service supervisor for Europe; Hermann Beckmann, 
office manager, assistant to the managing director of 
the German organization, and Camille Delcour, IBM 
director in France. 


Important New Buildings Dedicated 


The new engineering laboratory and new schoolhouse 
referred to in the remarks of Mr. Watson heretofore 
quoted were formally dedicated by him and other cor- 
poration officials at factory headquarters, Endicott, 
N. Y., on December 21, 1934. Present were the officers 
of the corporation, board of directors and other execu- 
tives, and 3,500 plant and office employees. 


A feature of the dedication ceremonies was the pres- 
entation to Mr. Watson of a bronze portrait plaque 
and a book suitably inscribed, containing the signa- 
tures of 7,000 IBM employees throughout the world who 
contributed toward the making of the plaque, which 
was executed by Walter Russell, and bore a bas relief 
likeness of Mr. Watson above the inscription: “Our 
future will be built on education and engineering. Af- 
fectionately dedicated to Thomas J. Watson by the 


53 


employees of the International Business Machines Cor- 
poration in appreciation of his interest in their wel- 
fare and his contribution to their progress.” 


The frontispiece of the book bore the following: 
“Presenting to Thomas J. Watson the personal testi- 
mony of the employees of the International Business 
Machines Corporation throughout the world which, 
perpetuated in this bronze plaque erected at Endicott, 
N. Y., this twenty-first day of December, 1934, will re- 
main an enduring tribute in recognition of his devo- 
tion to the creation of opportunities for them and his 
vision in the pioneering of Education and Engineering.” 

The engineering laboratory and the school building 
aggregate 66,000 square feet of floor space, net, and 
both buildings embody the latest developments in lab- 
oratory and school structures. Already the school is 
giving courses to 1,500 employees, ranging in duration 
from a few weeks to four years, and seven countries 
are represented in the student body. Mr. Watson said 
that both the school and the laboratory are educational 
institutions and represent the heart of the business. 
Ninety-five per cent of the profits of the business have 
been derived from products developed in the company’s 
own engineering laboratories during the last eighteen 
years. 

Mr. Watson commented encouragingly on business 
conditions and prospects at home and abroad; men- 
tioned the remarkable rise in wages from Civil War 
days up to the present, and voiced a tempered approval 
of the New Deal—approval in the main, so to say. 

At a meeting of the Board of Directors immediately 
after the dedication ceremonies Abraham L. Kellogg 
of Oneonta, N. Y., was elected a director to fill the va- 
cancy left by the death of Charles L. Andrus. George 
F. Morris, vice-president of the Canadian company, 
was elected president of that subsidiary organization. 

. > ” 

In the July to December, 1934, issue of Spanish- 
American Trade a number of pages are presented con- 
cerning the activities of the American Chamber of 
Commerce in Spain. One page gives an admirable por- 
trait of and some verbal comment on Thomas J. Wat- 
son. From this we quote: 

“As president of the American Section of the Inter- 
national Chamber of Commerce, Mr. Watson is now 
organizing and preparing the American delegation 
which will take part at a conference to be held in Paris 





Above Illustration Pictures the Recent General Sales Meeting of the Kansas City and Minneapolis Branches of 


the Columbia Ribbon & Carbon Manufacturing Company, Inc. 


Those in the picture are as follows: Left to right: 


W. W. Epps, O. W. Kuntz and R. C. Moore. Front row, left to right: Martha Hanson, Pauline Lisser, S. A. Sweet, 


W. E. Matthews, E. R. Spengler, W. R. Benge, Helen McKiernan and Thelma Martin. 


Back row, left to right: 


C. H. Wallace, R. J. Simpson, Carl Land, Stanton Wilt, W. B. Seaver, E. F. Perkins, F. C. Ruland, B. J. Hotz, 

C. H. Swinney. R. C. Moore, the manager of the Kansas City branch, reports a satisfactory business for 1934 which 

surpassed 1930, his best previous year. He contends that that carbon and ribbon business is one of the best baro- 
meters of general business. 
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next June at which will meet the representatives of 
over thirty nations to discuss “The Revival of World 
Trade.” 
-- > 
SEATTLE O. A. SALESMEN ELECT OFFICERS 

On January 7, 1935, E. R. Spies of the Addressograph 
Sales Agency was inaugurated as president, and W. A. 
Cooley of the Marchant Calculating Machine Company 
as secretary and treasurer of the Seattle Office Appli- 
ance Salesmen’s Club. 

The club is now in its sixth year and has the follow- 
ing members: Addressograph Sales Agency, Marchant 
Calculating Machine Company, H. & M. Ribbon & Car- 
bon Company, Ediphone Company, Headley & Com- 
pany, Fildex Bureau, Royal Typewriter Company, The 
National Cash Register Company, Todd Protectograph 
Company, Multigraph Sales Agency, Ditto Company, 
Pacific Manifolding Book Company, Sunstrand Adding 
Machine Company, Northwest Envelope Company, Her- 
bert Lofquist Company, accountants; Postage Meter 
Company, Bostitch Sales Agency and Rankin Company. 


The club is now arranging for its semi-annual busi- 
ness show to be held in the Olympic hotel, Seattle, 
some time in the near future. 

a 
NEW YORK TYPEWRITER AND OFFICE MACHINE 
DEALERS HOLD ANNUAL MEETING 

The National Typewriter and Office Machine Deal- 
ers of New York held their annual meeting on Janu- 
ary 9, at the Advertising Club in New York, at which 
time the officers for the ensuing year were installed. 
Wives and guests of members of the association were 
also present. 

The new officers, Theodore Schafer, president, United 
Typewriter Company; Peter J. Carroll, vice-president, 
Globe Typewriter Company, and Anton P. Pohl, Jr., 
secretary and treasurer, Business Machine Service 
Company, Inc., were received enthusiastically by one 
of the largest meetings ever held by this association. 

New directors installed were George Convery, Alcon 











Theodore Schafer 


Typewriter Company; Louis Newburger, Broadway 
Typewriter Exchange; Samuel Hutter, Check Writer 
Company; George Neushafer, Neushafer and Jacobs, 
and L. D. Elmer, Economy Typewriter Company. 

As a fitting remembrance of the untiring efforts of 
Past President George Convery, Louis Newburger, in 
behalf of the association presented him with a beau- 
tiful traveling bag. 
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The assembly was entertained by Nick Fucci of Busi- 
ness Machine Service Company, Inc., with an interest- 
ing travelogue showing his moving pictures of his trip 
across the country and to Honolulu. Further enter- 
tainment was provided by music furnished through 
the courtesy of Tom DeWitt of the L. C. Smith and 
Corona Typewriters Inc. 

The new officers of the Association need no introduc- 
tion to the readers of Office Appliances. The genial 
personality of Theodore Schafer has made staunch 
friends of all whom he has contacted in the field. 























A. J. Pohl, Jr. 


P. J. Carroll 


Ted, as he is familiarly called, has been a conscientious 
and untiring worker in National Association affairs as 
well as in the local association. 

Since the inception of the New York Association, 
Peter J. Carroll has labored long and earnestly as has 
Anton P. Pohl, Jr., the new secretary and treasurer. 

The association is to be complimented on their selec- 
tion of leaders for the coming year. 

igntialiilarmas 
I. I. CENTRAL ASSOCIATION MEETS 

The meeting of the Illinois-Iowa Central Typewriter 
and Office Machine Dealers Association held at Gales- 
burg, Ill., January 15, was well attended and interest- 
ing. 

The speaker of the evening was Dr. Weston Harry 
Freda, formerly of Cleveland, Ohio, who is now min- 
ister of the First Baptist Church at Galesburg. His 
talk was listened to with great interest. He spoke on 
the subject of “Big Dividends.” He said that common 
sense, courtesy, a ready smile, cooperation and inten- 
sive working of a small area instead of attempting to 
cover a large one thinly are the elements of success. 

It was decided to invite the several manufacturers 
of office supplies and equipment to attend the meet- 
ings from time to time and demonstrate their prod- 
ucts. Any manufacturer who is interested in having 
one of his men attend these meetings and demonstrate 
his line, may obtain particulars by writing to A. M. 
Johnson, secretary, Johnson Typewriter Company, 
Princeton, Ill. 

The next meeting of the association will be held at 
Princeton, time and place to be announced later. 

The Peoria dealers, who on account of a concurrent 
meeting were unable to attend the Galesburg affair, 
will be invited to the Princeton meeting and requested 
if possible to attend in a body. 

ae a 
NEW ENGLAND TRAVELERS CLUB MEETS 


A meeting of the Travelers Club of New England was 
held on Friday, January 25, at 6:00 P. M. at the Down 
Town Tavern, 18 Kingston street, Boston. 
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PICTURE PRINTING BY STENCIL 


In classic times simple patterns were made by the 

use of stencils. Today drawings of almost every kind 

are easily duplicated by the thousands hourly, through 
the Mimeotype stencil, a unique accomplishment of 
modern science. Printing pictures speedily and clearly 

by simply tracing them on a stencil sheet is a new art, 
invented and developed by this company. Nothing else 
like it. This latest cellulose-ester product is the most efficient 
stencil ever created—and it rounds out the Mimeograph 
process. It does nicest, neatest duplication of all kinds of 
forms, letters, bulletins, graphs, drawings, etc.—at high speed 
and low cost. Let us give you latest information about this mod- 
ern tool of commerce and education. Write A. B. Dick Company, 


Chicago, or see your classified telephone directory for local address. 


MIMEOGRAPH 
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After reading of the report of the secretary and the 
treasurer, elections and appointments of committees 
occurred. Several live topics were discussed. These 
topics were outlined in a preliminary notice of the 
meeting. Owing to the lateness of the meeting date, 
report of the discussion of the different topics had to 
be deferred until the March issue. 

After the business meeting, the members enjoyed 
bowling and an informal reception. 

———> 
CONNECTICUT VALLEY STATIONERS 

The regular monthly meeting of the Connecticut 
Valley Stationers Association was held at the Hotel 
Kimball, Springfield, Mass., on January 23. As this 
was the last meeting before the annual, the completed 
plans for the annual meeting were discussed at the 
Springfield meeting. 

Members inspected the new store of Jim Feeley in 
Springfield and listened to a talk by him, outlining the 
layout and development of the establishment. 

——_~»> _-— 
MOHICAN PENCIL COMPANY HOLDS SALES 
MEETING 


The annual sales meeting of the Mohican Pencil 
Company of Philadelphia was held at the factory dur- 
ing the week of December 3. The meeting was attended 
by some of the officers of the company and the men 
covering the eastern seaboard of the United States. T. 
Harris Keon, vice-president and sales manager, had 
charge and presented new lines and sales plans for the 
coming year. These were carefully reviewed and dis- 
cussed. 

The company has had a successful year and looks 
forward with confidence to continued improvement in 
business. 


——_—_<g—__ 
NORTHWESTERN STATIONERS HOLD ANNUAL 
DINNER 


The eighteenth annual dinner of the Northwestern 
Stationers, which was held January 26 at the Radisson 
hotel, Minneapolis, was conspicuously a success. The 
attendance was among the largest on record and in- 
terest was at high pitch throughout. To every visitor 
the fact was apparent that among the Northwestern 
stationers and travelers the spirit of cooperation was 
developed to a high degree. 

Besides those from Minneapolis and St. Paul, sta- 
tioners were there from other Minnesota cities, North 
and South Dakota and Superior, Wisc. Governor 
Hamm of the seventh district participated. 

After a most enjoyable dinner was served and put 
away, W. E. “Bill” Smith, temporary toastmaster, called 
the meeting to order with the aid of an improvised 


Some of the Personnel of the 
Mohican Pencil Company at a 
Meeting on December 3.—-Left 
to right: L. M. Smith, Lewis 
Sweet. FE. L. Rosenberry. assist- 
ant sales manager: T. Harris 
Keon, vice-president and sales 
manager: John S. Furst, general 
manager: W. B. Furst, treas 
urer: James R. Armington, Ed- 
ward H. Kress, W. B. Davis, G. 
M. Clute and William Curtin. 
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gavel and a megaphone. Bill indulged in some inter- 
esting reminiscing concerning stationers in the Twin 
Cities as he first knew them and then called upon 
Elmer Dahldorf, of John Leslie Paper Company, the 
toastmaster for the evening. Mr. Dahldorf proposed 
a toast to Bill in which everyone joined. A vote of 
thanks was extended to Art Grayston of Thomas & 
Grayston and Ed. Hansen of Miller-Davis Company, 
the committee which arranged the dinner and the pro- 
gram. These gentlemen expressed their appreciation 
of all the travelers, manufacturers, retail stationers 
and wholesalers who contributed to the pleasant out- 
come of this yearly event. Wires conveying regret at 
enforced absence were read from Joe Hildreth, who de- 
cided Hawaii was an excellent place to spend part of 
the winter; Harry Short, who was traveling east; R. J. 
Conell in Texas, and J. O. “Jack” Davis in Florida; 
also a letter from A. J. Walker, who intended to be 
present if he could get back to Minneapolis early 
enough in the evening. 

Greetings were sent to Dorr Perkins, who was unable 
to attend. 

Regional Governor Larry Hamm said he had learned 
a lot about governors since he was elected; in fact, his 
state had had three governors in the past year. He 
expressed his satisfaction at being able to attend and 
paid particular compliment to the Northwest Trav- 
elers Club, which, he said, was the best in the country. 
He referred to the regional meeting to be held in Min- 
neapolis a few months later and requested the travel- 
ers to help build up membership in the national asso- 
ciation. 

Brief remarks were made by Sterley Jerue, Herbert 
Fall, Al Hanson of Sioux Falls; Harry McPherson, who, 
at eighty-five, was attending his forty-seventh station- 
ery dinner; Clarence Irving, vice-president of Wilson- 
Jones Company; John Gilbert of Office Appliances; 
Ed. Friedman, president of the travelers club; E. T. 
Safford of Superior, and Donald C. Bennyhoff, now 
court commissioner of Hennepin county. 

The program was completed by fancy and acrobatic 
dance numbers put on by professional entertainers. 

—_—_<g>——__——_- 
MONTREAL STATIONERS ELECT OFFICERS 


The annual meeting of the Stationers Association of 
Montreal was held at a luncheon on December 5 at the 
Place Viger hotel. Between thirty and forty persons 
were present. 

The following officers and directors were elected: 
President, Thomas V. Bell of Thomas V. Bell, Ltd.; 
vice-president, Edouard Gariepy of Granger Freres 
Ltd.; secretary-treasurer, L. A. Frederick, Granger 


(Turn to page 61, please) 
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First in Peace . . . Look back! Wil- First in War . . . Look back again! First Today. . . Now look around 





liam Howard Taft has just succeeded 
Theodore Roosevelt as President. 
Women wear hobble-skirts. The horse- 
less carriage begins to evolve into 
the automobile ... And people are 
talking about the new Corona portable 
typewriters. They like the portable 
idea. Clever, these Corona people. 


Yes, Corona was the first portable 
typewriter known to the public. 


Not quite so long ago! Guns boom- 
ing on the Western front! 1917! Uncle 
Sam goes over the top. Corona goes 
with him! It types dispatches, orders, 
bulletins of war correspondents. 

First in War? 30,000 Coronas went 
overseas and into battle with the 
A. E. F. and allied armies. Corona 
proved its sturdiness once and for all 
— under battle fire. 


you, today! Corona carries on. A 
different, modern Corona. Silenced, 
speeded up, improved. First in fine 
workmanship, distinctive details, up- 
to-the-minute-ness. Once a single 
portable—it has become a family of 
portables, priced to suit your purse: A 
marvelous silent portable at $67.50; 
the same machine, but not silent, at 
$60.00; and a fine all-purpose port- 
able, fully-equipped, at $49.50. 

Once the outstanding portable of 


TWO SMITH-CORONA “FIRSTS” 
Silent SMIT \ ,. CORONA Silent 


the ‘teens and the twenties, now 
Corona is the outstanding portable 
of the day. We'll say it’s first! 


All prices 
subject to revision 











Lt C SMITH & CORONA TYPEWRITERS INC 
703 East Washington Street, Syracuse, New York 
Please send me booklets and information concerning 
terms on © Corona Silent at $67.50; (2 Corona 
Sterling at $60.00, and © Corona Four at $49.50. 
© Also quote trade-in allowance on my old 

Serial No, 


SUENT AND STANDARD 
\ C SMITH TYPEWRITERS 


CORONA PORTABLES 
VIVID DUPLICATORS 
CORONA ADDING MACHINES Nome 


TYPE BAR BRAND RIBBONS, 
CARBONS, AND SUPPLIES 





A stendard office machine without soc- 
rifice of any stenderd quolity. Ne 
tomplex mechonisms. STAYS silent! 


The peer of portables mode silent! 
A portable with the famous fleeting 


Smith shift ond interchangeable pletens 


Address 





REPRODUCTION OF ONE OF THE CORONA ADVERTISEMENTS 


IT TO 16 MILLION READERS 


WHICH SAY 
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NATIONAL ASSOCIATION NEWS 


Information Concerning the Activities of the National Stationers Association 








OFFICERS: 
Harry A. Morgan, Stationers Corporation, Los Angeles, Calif., president; R. A. Maish, Dennison Manufacturing Company, 


Framingham, Mass., vice-president and chairman, manufacturers’ division; B. ]. Bristoll, Koch Brothers, Des Moines, lowa, vice- 
president and chairman, office furniture and office outfitters’ division; R. C. Moore, Columbia Ribbon & Carbon Manufacturing 
Company, Kansas City, Mo., vice-president and chairman, field division; ]. O. Davis, Miller-Davis Company, Minneapolis, Minn., 
vice-president and chairman, manufacturing stationers division; Edward Wobber, Wobbers’, San Francisco, Calif., vice-president 
and chairman, distributors’ and wholesalers’ division; William E. Stockett, ]r., Stockett-Fiske Company, Inc., Washington, D. C.., 
treasurer; Woodson P. Waddy, Everett Waddey Company, Richmond, Va., auditor; C. P. Garvin, Washington, D. C., secretary 


and general manager. 


Regional Governors and Retail Directors 


No. 1. A. F. Rebhan, Blake 
& Rebhan Company, Bos- 
ton, Mass., Governor. 


pany, Dayton, Ohio, Gov- 
ernor. 


No. 5. Edwin I. Baer 

No. 2. J. E. Van Natta, , i > 
Ithaca, {. Y., Governor. a ee vm 
No. 3. John A. Brown, J. wo, 6. D. S. Hansen, Carl- 


R. Weldin Company, Pitts- 
burgh, Penna., Governor. 
No. 3. J. P. Moriarity, E. 
qerreen Paper comgene, 
a D. C., Retail Wisc., Retail Director. 
No. 4. P. K. Smith, Pinel- No. 7. L. W. Hamm, The 
las Printing & Stationery Pierce Company, Fargo, 

Company, Se. Petersburg, N. D., Governor. 

Fla., Governor. No. 7. G. W. Trapp, Curtis 
No. 5. C. W. Roth, Roth 1000, Inc., St. Paul, Minn., 

Office Equipment C om- Retail Director. 


son Brothers, Moline, IIL, 
Governor. 


No. 6 M. A. Bredesen, 
Bredesen Brothers, Beloit, 





No. 8. C. M. Meyer, Bur- No. 11. James S. Ball, Kil- 
oop Mager, Inc., Kansas ham Stationery & Printing 
City, o., Governor. Company, Portland, Ore., 

Governor. 

No. 8 John Ford, Jr., 


Peterson Litho & Printing No. 12. W. F. Johnston, 


Schwabacher-Frey Com- 


Cc Omaha, Neb., 
Reta I mH . pany, Los Angeles, Calif., 
Governor. 
No. 9. P. T. Pearce, The 


Cargill Company, Houston, 
Tex., Governor. 


No. 9. W. C. Northern, 
Stafford-Lowden Company, 
Ft. Worth, Tex., etail 
Director. 


No. 13. J. S. Luckett, Luck- 
ett Loose Leaf, Ltd.. To- 


ronto, Canada, Governor. 


No. 14. A. J. Kerin, Tower 
Brothers, New York, N. 
Y., Governor. 


No. 10. E. Frank Winfield, No. 14. Henry Frank, Henry 
Winfield’s, Grand Junction, Frank, Inc., New York, 
Colo., Governor. N. Y., Retail Director. 


General Offices and Information Bureau—525 Investment Building, Washington, D. C. 
Time and Place of Next Annual Convention—October, 1935, Kansas City, Mo. 


THREE REGIONAL MEETINGS SCHEDULED 


Thus far, regular annual meetings of Regional Dis- 
tricts Nos. 4, 8 and 9 of the National Stationers Asso- 
ciation have been definitely scheduled. The fourth 
district meeting will be held in Birmingham, Ala., 
March 21 and 22 under the chairmanship of Governor 
P. K. Smith of Pinellas Printing & Stationery Com- 
pany, 265 Central avenue, St. Petersburg, Fla. The 
next meeting in chronological order is that of district 
No. 9 to be held in San Antonio, Texas, March 28 and 
29 under the chairmanship of P. T. Pearce of Cargill 
Company, Capitol-Brazos and Rusk streets, Houston, 
Texas. The eighth district meeting is to be held April 
4 and 5 in Kansas City, Mo., with Governor Charles 
Meyer of Burnap-Meyer, Inc., 1021 McGee street, 
Kansas City, Mo., presiding. 

— 
TWO-DAY REGIONAL MEETING SUGGESTED 

A suggestion has been made that the New England 
Travelers Club use its influence to bring about a two- 
day regional meeting in District No. 1 of the National 
Stationers Association. Under this plan, the first day 
would be devoted to business sessions and the evening 
of the first day to the stationers’ banquet and enter- 
tainment. The morning of the second day would be de- 
voted to a business meeting, the afternoon to golf, and 
the evening to the travelers’ banquet and entertain- 
ment. 

It is understood that General Manager Garvin has 
approved this suggestion. 

—_——g—__—- 


NEW ENGLAND TRAVELERS CLUB LOOKS 
FORWARD TO LIVELY TIMES 
John E. Brooks, newly elected president of the New 
England Travelers Club, in a recent circular extended 
greetings to his fellow travelers and said that, at one 
of the most enthusiastic meetings he has been privi- 


leged to attend, an ambitious program was outlined for 
1935, one which, with the cooperation of the members, 
will make membership in the club of real benefit. 

The incoming administration has agreed unani- 
mously on this program of greater social and business 
activity. Some of the rules of procedure have been 
changed so that in future officers will be elected di- 
rectly from the floor. It is now a definite policy of the 
association to acquaint its members before the meeting 
with any expense liable to be incurred. More frequent 
social meetings are planned, both with the stationers 
and without them. It is intended to bring pressure 
upon the hotels in New England to secure material rec- 
ognition of the business the travelers bring them. it 
is hoped to secure concessions in, service and rates. 
The association has also established a house organ to 
be sent to each member of the travelers’ club once a 
month. The club will establish contacts with other 
clubs throughout the country and will exchange privi- 
leges with their members. All unpaid dues are to be 
charged off and forgotten. The ledger is wiped clean 
and no record of it will be kept in the files of the club. 

The house organ referred to by Mr. Brooks is called 
the N-E-T Club News. It is mimeographed and the 
present issue contains four sheets. It is an interesting 
publication, full of live information of interest to the 
travelers in New England and elsewhere. 

-_—- + ~S>———- 
SOUTH DAKOTA STATIONERS SUB-REGIONAL 
CODE AUTHORITY 

Recently the following stationers were appointed as 
members of the Sub-Regional Code Authority for the 
commercial stationery and office outfitting trade on 
behalf of the South Dakota Commercial Stationers As- 
sociation: 

J. H. McKeever, Aberdeen; A. E. Coxe, Mitchell; J. H. 
Wheeler, Huron; R. C. Owen, Watertown, and V. A. 
Hanson, Sioux Falls. 
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More than ever the 


Machine of Champions 


The New 


> UNDERWOOD 


| SPECIAL TYPEWRITER 





UIETED 


down loa mere whisper... lle 


USHIONED” 







ARK this significant 
feature of Cushioned 
Typing now: There's no 
ratchety rasp and bang 
when the carriage is thrown 
across the machine. Just 
a gentle purring swish... 
that’s all. 

The new Underwood Special is not only far 
more quiet, but new features, including the 
famous and exclusive Champion Keyboard, 
give it greater speed, greater accuracy, greater 
durability, greater simplicity, greater ease of 
operation ...enable it to produce a far more 
beautiful and clean-cut typing job. 

Be sure to see the new Underwood at the 
nearest branch. Telephone or write fora demon- 
stration in your own office. Every Underwood 
Typewriter is backed by nation-wide 
Underwood Service. 











Typewriter Division 
UNDERWOOD ELLIOTT FISHER COMPANY 


Typewriters ... Accounting Machines... Adding Machines 
Carbon Paper, Ribbons and other Supplies 


342 Madison Avenue, New York, N.Y. 
Sales and Service Everywhere 


vA UNDERWOOD ELLIOTT FISHER SPEEDS THE WORLD’S BUSINESS 
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A KEY 
IS A 
LITTLE 


THING... 
BUT IT WILL OPEN BiG DOORS 


Tuts new Roll-Bearing Guide we're introducing 
is a small item. But it’s big enough to open 
doors . . . doors you want to get by .. . and 
pocketbooks, too. Because it has an immediate 
appeal to every filing cabinet owner . . . and 
who doesn’t own a filing cabinet? It not only 
sells itself, at a good profit, but paves the way 
for sales of bigger and costlier GF products. 

Why? Because it’s something new . . . simple 
...and inexpensive. It speeds up and simplifies 
filing. It makes filed papers and documents 
more accessible . . . keeps them in better con- 
dition . . . lengthens the life of guides... 
eliminates the use of guide rods. 

Roll-Bearing Guides operate on channels that 
can be installed in every GF filing cabinet and 
many others not of GF make. An anchor at the 
bottom of the guide moves smoothly in the chan- 
nel. The entire equipment is made of steel, 
strong, sturdy, easy to install in the field. 


These guides are going to make new friends 
. . « new customers for GF dealers, and those 
who become GF dealers. Put yourself in on the 
ground floor with one of the most promising 
items for the coming year. You'll find it chalks 
up a new high for filing supply sales records. 
Drop us a line and we'll send you all you.want 
to know about it. 
THE GENERAL FIREPROOFING COMPANY 


Youngstown, Ohio 

















TRADE-MARE 


ROLL-BEARING GUIDES 
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(Meetings and Dinners—Continued from page 56) 
Freres Ltd. Directors: Angus Barwick of Barwick, Ltd.; 
E. B. Charters of Charters & Charters Ltd.; W. Ed. 
Dawson, Dawson Bros. Ltd.; Robert Fortier, Joseph 
Fortier, Ltd.; Philip Valiquette, Librairie Beauchemin 
Limitee and W. S. Pennycook of C. F. Dawson Company 
Ltd. 

_— 
WASHINGTON, D. C., TYPEWRITER MEN CHOOSE 
OFFICERS 

The Washington Typewriter Dealers Association has 
been functioning one hundred per cent. Meetings have 
been held regularly and were well attended. In fact, 
it is a rarity to have an absent member. Perfect har- 
mony and whole-hearted cooperation have been evi- 
dent. Meetings are held monthly at a prominent hotel 
preceded by a dinner which is paid for from the asso- 
ciation treasury. 

At the December meeting, the following officers were 











Cc. BD. 


Bills 


elected: C. D. Bills, president; C. Bush, vice-president, 
and Louis W. Labofish, secretary-treasurer. 

Two new members were received—Mr. Barnaby of 
“Typewriters, Inc.” and Charles W. Reed. 

It is evident from the expressions of the members 
that the typewriter dealers, though hampered with de- 
partment store competition, had a very good year and 
expectations are that the year 1935 will be even better. 

“We are looking forward with pleasure to receiving 
the National Association of Typewriter and Office Ma- 
chine Dealers when they convene in our city this sum- 
mer,” says Mr. Labofish. 


——>—__—- 
SEATTLE TYPEWRITER DEALERS’ ACTIVITIES 


Wayne M. Haines will guide the destinies of the Seat- 
tle Typewriter Dealers’ Association during 1935 as pres- 
ident. He will be assisted by James C. J. Martin, vice- 
president; D. H. Johnson, treasurer, and E. N. Phelan, 
secretary, both of whom were re-elected. 

Personnel of committees was announced by President 
Haines the latter part of January after a meeting of 
the executive committee earlier in the month. 

At the same election meeting, Past-President U. G. 
Moore and Lyle Goss were named as representatives to 
the Seattle Retail Code Authority. This section of the 
meeting was presided over by Harold L. Blancher, sec- 
retary of the L. R. C. A., Seattle. Harry Hartman, a 
representative from the stationers’ group, was a guest. 

The annual election was a spirited affair, two ballots 
being cast for the selection of a president. Three can- 
didates were on the first ballot, the two highest being 
tied for first place. On the second ballot Haines won 
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PANAMA CARBONS and RIBBONS 
Perfected and Guaranteed by 
MANIFOLD SUPPLIES COMPANY 
188-190 Third Avenue Brooklyn, N. Y. 
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CUSTOMER’S PREFERENCE 
is the 
DEALER’S BEST BET 


EAR after year PEER- 

LESS TYPEWRITER 
KEYS continue to lead—proof positive of 
their popularity with customers—proof ab- 
solute that they're the best bet for dealers. 


The reason is simple—PEERLESS KEYS 
give more to both customer and dealer. Only 
Peerless has the SECURITY feature—a hard 
rubber collar fused to the soft rubber key top 
to prevent loosening or turning in the base. 
Only Peerless offers a wholly complete line 
through dealers and backs it with guaranteed 
quality, advertising, dealer helps and a sales 
making dealer policy. 


Customers know Peerless Keys and like and 
buy them. Dealers—4 out of 5 in the cities 
display and sell and profit from them. If 
you are not doing so send the coupon and 
start NOW. 


PEERLESS furnishes these 
Twirler Rings with your 
name MOULDED in the 
rubber to help you build 
good will and sales. Ask 
about them! 

a 


PEERLESS 
BEY CO., INC. 
Manufacturers of the only 


complete line of rubber 
keys sold through dealers 


176 Fulton Street 
New York City 


PEERLESS 
RUBBER 
TYPEWRITER KEYS 


PEERLESS KEY CO., INC., 176 Fulton St., 

New York City 

Please send full details of the Peerless line, a sample 
Peerless SECURITY Key and your proposition on 
Twirler Rings with moulded dealer's name. 





Name. 


Firm 


Address 





| locations put in beautiful Christmas windows. 
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by one vote, with Martin placing second. On motion 
of Pittelkau, seconded by Eylar, Martin was nominated 
for vice-president, and on a motion by Goss, seconded 
by Pittelkau, Martin was unanimously elected. 

All members of the Seattle association reported a 
lively Christmas trade, although the majority of the 
Sales were of the lower priced rebuilt portables and 
standard machines. Most of the dealers having street 
A num- 
ber of the downtown streets and University Way in the 
University District were cleverly decorated, featuring 
electrical colored displays, for the Yuletide season. 

At a recent meeting Wells was requested to check 
with Dave Levine of the city council as to what action 
the license department was taking on the checking of 
second hand dealers’ licenses among typewriter dealers. 
A complete report is scheduled for an early meeting 
the first part of the year—JCJM 


————_<g——_—. 
JANUARY MEETING OF CHICAGO TYPEWRITER 
DEALERS ASSOCIATION 


The regular meeting of the Chicago Typewriter 
Dealers Association was held Tuesday evening January 
8, at the Medinah Athletic Club, with twenty-one pres- 
ent. Following the reading and approval of minutes 
of the previous meeting, Treasurer Elmer Young re- 
ported a substantial bank balance. 

President Albright reviewed the accomplishments of 
the association during the past several months and 
expressed his enthusiasm in reference to the prospects 
for a profitable and successful year for typewriter 
dealers. 

Following these comments he introduced A. H. Fox- 
croft, recently appointed Chicago manager of L. C. 


| Smith & Corona Typewriters Inc., who spoke briefly. 


V. V. Ayer, manager of the branch service depart- 
ment of L. C. Smith & Corona, was also present, and 
when called upon, responded briefly, referring par- 
ticularly to the demolition program of the manufac- 
turers. In his capacity as disposer of used machines, 
he expressed the opinion that there will be an increas- 
ing scarcity of typewriters and a sharp increase in 
price. 

Another visitor who graced the meeting was A. C. 
Kienly, assistant sales manager of the Royal Type- 
writer Company. Mr. Kienly addressed the meeting 
in an interesting and humorous fashion on his ambi- 
tion to become a typewriter dealer. In the course of 
his comments he indicated that dealers all over the 
country are becoming better merchandisers and busi- 
ness men. 

Considerable time was devoted to a discussion of the 
typewriter mechanics’ strike which has since been set- 
tled and is referred to on another page of this issue. 

Frank Marin presented a bill for $10.00 to cover at- 
torney’s fees in handling a strike problem. The asso- 
ciation voted immediate payment. 

Just before the close of the meeting at 10 o’clock, 
several members referred to the value of the National 
Typewriter & Office Machine Dealers’ Association and 
recommended that the Chicago group cooperate closely 
with the national organization. 

STATIONERS SQUARE CLUB MEETS 

Benny Friedman, who has a national reputation as 
an All-American quarterback, as well as being an in- 
teresting talker, spoke before the January 17 dinner 
of the Stationers Square Club of New York. The meet- 
ing was held at the Governor Clinton hotel. An excel- 
lent dinner was served and plans were set on the way 
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Read These Letters... 


“We have our copy of your ‘DEMONSTRATION 
BOOK’ and really think you have done a very 
fine job . . ."’——Miller-Davis Co., Minneapolis. 


 @ * * 


“We think this is a very splendid book and will 
no doubt prove of great assistance to our men...” 
Dameron-Pierson Co., New Orleans. 
* * * * 


“We offer our congratulations on your ‘DEM- 
ONSTRATION BOOK,” copy of which was re- 


ceived by the writer today .. ."’—Stationers 
Corp., Los Angeles. 
* * - = 
“It is a splendid book and in keeping with other 
Bankers Box literature . . .°’—Ward’s, Boston. 
* * * * 


“The “DEMONSTRATION BOOK’ submitted. 
telling the story of LIBERTY Boxes, is very good 
and I am sure our salesmen can use it to good 
advantage .. ."°—S. G. Adams Co., St. Louis. 


fy ry 


YES, SIR! — 
Sell Systematic Storage Filing! 


’ . . rye ry’ ~)) 
**Tcday’s Business Records Will Be Tremendously Important Tomorrou 



















HERE’S a very simple plan that will Our reason for publishing our LIBERTY 
bring you maximum sales on LIBERTY Box ** DEMONSTRATION BOOK was to 
‘ help you put over this systematic storage 
filing idea. It tells the whole story. More 
than that— it will serve as an aid in helping 
you to demonstrate the method. Whether a 
firm be large or small, there is one best way 
to handle storage filing and transfer. And 
after all to be systematic is to be economical. 
Regular reference files were and are sold on LIBERTY Boxes have been designed to fa- 
this argument—they have today become _ cilitate systematic storage filing. They and 
office necessities. Disorder and wasted they alone offer all the services needed— 
time and lost records have become things of | economy, safety, quick reference, durability, 
the past, regardless of the size of a business. and sufficient sizes. All this carefully-thought- 
Storage filing must be brought up to the — out story has been put into this “DEMON- 
same plane. It has been in STRATION BOOK.” Use it as a tool to 
thousands of firms and banks. _ build your sales. 


WRITE TODAY eee if you have not received copies of the 


“DEMONSTRATION BOOK” to supply your salesmen, ask us for a supply. 
Better still, send us the names of your men and we will mail copies direct with 
letter explaining what this book is and how it is to be used. This is going to 
be one of the good years for LIBERTY Boxes. Prompt action will take advan- 
tage of the opportunity. 


Boxes—show all 22 standard sizes to 
all prospects and talk systematic storage 
filing. That’s what we've told every 
LIBERTY dealer who has asked for ad- 
vice on how to increase sales—and it’s sur- 
prising how effective the plan is. 





















al 









SD 


Bankers Box Company 
536-538 S. Clark St. Chicago, Illinois 


Established 1918 
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beautiful io SENGBUSCH DISPLAYS for 1935 
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SENGBUSCH SEMGBUSCH 
mowets M OFFICE SPECIALTIES feu: 
ogee er ttauo foe 

LARGEST QUALITY 

OFFICES. EFFICIENCY 
THROUGHOUT AIR TIGHT ECONOMY 

THE WORLD DUST PROOF 











OF COLO IRIDIUM POINT 





WITH STAINLESS STEEL 





No. 105—Back Ground Display—Size 36”x36” 
Gold Center—White Wings—Lettering in Black and Red. 


The New Sengbusch Window and Counter SENGBUSCH 
Cards — here illustrated — are designed to oot ay eyes 
be used either individually or in a group in wo 8 Kleraderh feos Tan Gee 
arranging a neat “Sales Making” Complete 
Sengbusch Window. Their Unique, Modern- 


istic Design and Fascinating Color arrange- 
ment will “catch the eye’ of the "passer-by." 





These new Sengbusch Displays are washable. 





REDUCE EVAPC RATION 


1S 


HT 


a The size of the five individual cards is 
16!/” x 12”. 









No. 103—Individual Kleradesk Card— 


No. 10i—Individual Inkstand Card—Black 
Black and Red Lettering on Yellow Stock. 


and Green Lettering on Orange Stock. 


“2f “or 
. 


MOISTENERS 






CLEAN 





: ECONOMICAL = 
EFFICIENT <=" 
cE iS ; 
No. 102-—Individual Moistener & No-Over-Flo No. 106—1!2 Pen Dipaday Counter Card—Red and No. 104—Individual Socketop & Pyramid Card 
Card—Black and Red Lettering on Green Stock. Black Lettering on Gold Center, White Wings. —Yellow and Black Lettering on Red Stock. 


These displays are yours for the asking if you will use them. Write .. . 


SENGBUSCH SELF-CLOSING INKSTAND CO., MILWAUKEE, WISCONSIN 
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for the big annual entertainment and dance to be held 
at the Level Club on April 6. 
President L. R. Schmidt presided. 
ST. LOUIS ROYALITES HOLD ENTHUSIASTIC 
SALES MEETING 


From Miss Martha Westhold, recently appointed 
“Cub Reporter” of the St. Louis office of the Royal 
Typewriter Company, writes that “the most enthu- 
siastic and inspiring sales meeting ever held by the St. 
Louis Royal organization” was conducted at the Mark 
Twain Hotel on Wednesday, January 2. The meeting 
was called to order at 11 o’clock in the morning by 
L. E. White, manager, who proudly announced that the 





L. E. White 


St. Louis office had finished the biggest year in its 

history. 

A well balanced program of addresses on various 
subjects was ably handled by the following Royal sales- 
men: C. D. Sparwasser, L. C. Cairns, E. H. Plogster, 
J. R. Gardiner, Chas. Richards, J. G. Downs and Cash- 
ier A. C. Grubbs. 

A clever skit on how a salesman should not act and 
then how he should act was presented by salesmen 
Fred Zingre and Lester Davidson. The men also 
showed how to demonstrate the Royal typewriters 
using the points of the basic Royal demonstration. 

The meeting was concluded by Manager White who 
gave an impressive and inspiring talk upon the subject 
“Planning 1935 Sales.” At the close of his talk, Mr. 
White offered the following resolution and made an 
appeal to everyone present to sign it: 

Resolved: 

(a) That I will cooperate fully in the sales meetings 

held in our office during the year, and, if I am 

unable to attend these meetings, I will answer all 
questions submitted to the best of my ability in 
writing. 

That I will increase my manpower during the year 

1935 by conscientious study and application of the 

essentials to successful selling. 

(c) That I will be a better citizen. 

(d) That I will demonstrate a new Model Royal type- 
writer to each and every typewriter user in my 
territory at least once during the year. 

Each salesman promptly and enthusiastically signed 
the resolution. 

A good share of the success of the Royal office at 
St. Louis can be traced to the leadership of Mr. White. 
As a manager, he interests himself in the welfare of 
his employés and enjoys their respect and cooperation. 
He possesses an unusual combination of qualities in 
that he is an aggressive, yet patient leader. He be- 
lieves that individual characteristics are most essen- 
tial to successful selling, and trains his organization 
accordingly. 

Mr. White entered the service of the Royal Type- 
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veel redsons why you 
should feature the new 


5c COLUMBUS 


(Corumnes is American-made with the famous 
A. W. Faber lead and encased in the finest 
American cedar wood. 

Columbus has a striking ap- 
pearance, brightly polished in yellow with a red 
rubber eraser tip that really erases. 

Columbus is the 
5e companion product to A. W. Faber’s celebrated 
“Castell” — the world’s standard of quality in 
drawing pencils. 

Columbus is attractively packaged 
in 4-color lithographed nests and %4-gross boxes 
to appeal to the customer’s eye and produce 
sales. 

Columbus is sponsored by a House with many 
generations of pencil-making experience. In super- 
ior writing fr and long service it is the best 5c 
pencil value in America today. 

Feature Columbus. 
It will pay you generous dividends in sales, customer 
good-will and repeat profits. 


LUMBUS 


The Ideal Commercial Pencil 


ORDER NOW FROM A. W. FABER, Ime., NEWARK, N.J. 
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Chicago Representative: 


6708 Glenwood Ave., 
Tel. ROGers Park 3644 


Your Customer's Interest in 


OFFICE CHAIRS 


The chairs we are now producing for offices, banks, libraries, 
schools and public buildings, embody new and useful ideas in 
construction and upholstering. They are actually better mer- 
chandise—more than ever “The Right Chair at the Right 
Price.” 
these fine chairs in detail, BUT, to get the right slant on this 
outstanding office furniture opportunity, send us your order 
for a few of these popular designs. 
showroom puts you in position for most effective selling. 


JASPER CHAIR COMPANY 


Our recent catalog No. 9 illustrates and describes 


Putting them in your 


JASPER 
INDIANA 







W. H. Brown, 








No. 847 











OFFICE APPLIANCES 


writer Company in August, 1921, as manager of the 
Omaha branch. In January, 1934, he joined the St. 
Louis sales organization of Royal as a territory sales- 
man serving in that capacity until August of the same 
year, when he was made national accounts salesman. 
In 1925 he was promoted to the managership of the 
St. Louis district branch. At that time the St. Louis 
sales force consisted of six men, five of whom were 
assigned to city territory. Today the staff consists of 
eighteen men covering the city of St. Louis as well as 
ninety counties in central and eastern Missouri and 
southern Illinois. Mr. White is one of the five high 
men in Royal M. A. D. Club and a member of the Royal 
Legion of Honor. He is recognized as one of the best 
informed men of the typewriter industry. 

In addition to his business activities, Mr. White finds 
time to engage in civic affairs as a member of the St. 
Louis Rotary Club and the St. Louis Chamber of Com- 
merce. He also devotes time to various charitable or- 
ganizations and is active in the Boy Scout movement. 


> 


N. E. T. CLUB ELECTS OFFICERS 


At the scheduled meeting of the New England Trav- 
elers Club held on January 5, the following were elected 
as officers of the club for the term ending December 31, 
1935: President, John E. Brooks; first vice-president, 
Jim Armington; second vice-president, Frank Fisher; 
secretary, Bill Taylor; treasurer, Harry Bennett. 

The new president will select his ticket for the exec- 
utive committee returnable at the next business meet- 
ing of the club. 

Prominent among the members are such men as the 
officers named, and Joe McLaughlin, Malcolm Dresser, 
Bill Driscoll, Guy Hart, Paul Cheney, Frank Horie, Lee 
Paddock and Jim Hobart. It is hinted that the gentle- 
men just named will form the club’s new executive 


committee. 
—g—___—_ 


STILL GROWING AFTER FORTY-ONE YEARS 


The Huffman General Supply House, Lincoln, Nebr., 
has announced in recent circular material the fact that 
it is forty-one years old. Furthermore, they assure 
their customers that they are still growing. To empha- 
size the growth of the company, they arranged an il- 
lustration of a long-legged horse :jhitched to a buggy. 
The horse has seven-league legs and will evidently be 
some horse when he gets his growth. 

The founder of the company is Joseph Huffman. 
The business was started in 1893, but before that time 
Mr. Huffman was selling legal blanks. He came from 
York County in "79 and bought one hundred sixty acres 
of land at six dollars an acre with ten years to pay. 
Later he went into the opera house business in York 
and got in debt several thousand dollars. He then 
went on the road and sold goods and paid back every 
dollar he owed. He used to give lectures on salesman- 
ship. He maintains that too many salesmen lack the 
energy to put forth the necessary amount of personal 
effort. Their power is like that of the steamboat on 
the Mississippi—whenever it whistled, it stopped. 

The picture of the growing horse was suggested to 
Mr. Huffman at York. He was told a story about two 
inebriated men whose vision made their horse appear 
very large and much distorted. In another picture a 
salesman is shown writing up the day’s orders. One of 
the customers in California sent him a picture show- 
ing that he had found a rider for his horse, a man with 
unusually long legs. 

















Weis Leads Again 


ry. 

l wo years ago, when we intro- 
duced our Duo Top Filing Folders to the trade, we made 
the statement that their general adoption was Inevitable. 
During that period, their adoption by the trade has not been 
as swift as the innovation deserved, due primarily to the 
difference in cost between the single and double top type 
folders—some dealers hesitating to carry both kinds, 





™ 

Several thousand dollars has 
been invested in a machine which now brings the cost of 
double topping down to very near the single top cost. In 
our price list issued December 10, 1934, we put Duo Tops 
on a new price basis—one that will enable any dealer to 
offer Duo Tops at only a little more than single top folders, 
a situation that many a dealer has been asking for. 


iF; you are not now pushing the 
Duo Tops among your customers, decide today to put in a 
stock and go after the business, for we still maintain that 
the general adoption of Duo Tops is Inevitable—for what 
user will want to continue to use single top folders when 
they can get Duo Tops—doubly strong where the wear is 
greatest? Read page four of this insert, it will tell more 
about Weis Duo Tops. 
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VICTORY 


Fibre Board Storage Cases, made without qummed tapes, have 
created a sensation and proven to be universally satisfactory. 
Remember, Weis was the first to see the need and _ intro- 
duce this new type of vermin-proof fibre storage case.  Vic- 
torys are made to stand the gaff. Extra heavy, solid fibre 
board with water-resisting outside surface. Will not fray or 
dry out like a straw content fibre board. Wherever it is 
necessary to attach one part to another, they are copper 
stitched—-therefore nothing to catch, nothing to wear, nothing 
to come loose. Made to stay and they stay. One fastener 
does the locking job and does it well, making the case dust 
and vermin proof. Shipped knocked down, but very easily set 
up—no sponge, no water, no fuss to set up a Victory. Made in 
22 sizes. Send for demonstrating sample and imprinted circulars 
for mail and package distribution. Victorys are easy to sell. 


The Weis Manutacturing Company 


ff ele ° 


Monroe, Michigan 


New York: Ch cago: Boston: 
A. H. Denny, Ine. Associated Stationers Adams, Cushing & Foster, 
356 Broadway Supply Co. Incorporated 


WIZARD 


Pull Out Drawer Fibre Storage Cases offer a satisfactory method 
of filing old records with easy access for reference. The out- 
side shell of this Improved Wizard is made from extra strong 
corrugated fibre board with heavy 30 point liners; has four front 
flaps which turn in, thus strengthening the shell. The drawers 
are also made from extra strong corrugated fibre board; metal 
stitched on sides and four ply thick at each end. Extra Heavy 
Duty Wizards are made out of the Letter and Cap sizes by at- 
taching Wizard steel supports to the front edge of two sides of 
outside shell. This puts all the weight on the steel supports and 
guarantees free and easy drawer movement. Also keeps cases 
in alignment and prevents side-sway. The new Wizball metals 
for attaching front pull and holding the four ply ends are a 
revelation in simplicity. They hold. Demonstrating cases, im- 
printed circulars and display cards yours for the asking. 


The Weis Manutacturing Company 


Wits 


Monroe, Michigan 


New York: Chicago: Boston: 
A. H. Denny, Inc. Associated Stationers Adams, Cushing & Foster, 
356 Broadway Supply Co. Incorporated 














Dont Hesitate Any Longer 


If you have been one of those dealers who hesitated about putting in a 
stock of Duo Top Folders, because you did not want to carry a double 
inventory of folders, delay no longer, for you can now offer your trade 
Duo Tops at very near the price of the single top kind. (Read page one 
of this insert). 


Here's Another Important Feature 


The difficulty one encounters in making a double top filing folder is to 
have turned over stock stick tightly and not buckle or break. This annoying 
feature has been whipped by Weis. The machine, costing many thou- 
sands of dollars, which was made especially for us, and on which we 
make our popular Duo Top Filing Folders, is so accurate and careful in 
its work that the turned over material on the straight edge or cut tabs 
sticks and stays stuck. Test ’em, bend them, and you will find that Duo 
Tops are the kind of double top filing folders you will want to sell. 
Don’t let someone else sell your customers a double top folder. Get to ’em 
first, and offer them Duo Tops, made by 


ff Cle 


The Weis Manufacturing Co... Monroe. Michigan 





New York Chicago Boston 
A. H. Denny, Inc. Associated Stationers 


346 Broadway Supply Co. 


Adams, Cushing & Foster, 


Incorporated 
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FIFIELD JOINS ROYAL SALES FORCE 


The Cedar Rapids sales force of Royal Typewriter 
Company, Inc., has been augmented in the person of 
I. M. Fifield who is now covering the Waterloo, Iowa, 
territory. Mr. Fifield has opened one of the finest 
typewriter offices in the state, located at 165 West 
Fourth street, Waterloo. 

Mr. Fifield is well known in the office appliance field. 
He started his career in the typewriter business as 





I. M. Fifield 


service man for the Royal Typewriter Company, Inc., 
some eighteen years ago. He was associated with the 
Dictaphone Company for a number of years and for 
the past twelve years was sub-branch manager at 
Waterloo for another typewriter company. 

L. F. Axtell, who has been affiliated with the type- 
writer industry in Waterloo for the past eighteen years 
is associated with Mr. Fifield. Both men are very well 
known in the territory. 

siierainiaiallitedicliaae, 
McCLAIN TAKES NEW QUARTERS IN MINNEAPOLIS 

The McClain Company, formerly located at 430 South 
Sixth street, Minneapolis, recently moved into a new 
store at 518 Second avenue, South, Minneapolis, in the 
heart of that city’s “loop.” The company is factory 
distributor for the Bostitch line of stapling machines, 
tackers and stitchers, and also the Old Dutch line of 
carbon paper and ink ribbons. Its selling organization 
covers North and South Dakota, Montana, Iowa, 
Nebraska, Minnesota, Wisconsin and the northern 
peninsula of Michigan. 
of the company in Minneapolis branches carrying 
stock and providing service are maintained in St. Paul, 
Duluth, Omaha, Des Moines and Middleton, Wis. 

eA 
PEARCE VISITS SAN ANTONIO 


P. T. Pearce of Houston, Tex., governor of the ninth 
district of the National Stationers Association, visited 
fellow stationers in San Antonio recently to discuss 
plans for the annual convention which will be held in 


In addition to the main office | 


San Antonio March 28 and 29. A program has not yet | 
been definitely arranged, but it is planned to have one 
that will cover salesmanship and merchandising activi- | 


ties and store and window displays. Headquarters will 
be at the Plaza hotel—BCR 
_—_———<—_____— 
AXELROD NOW SELLS ROYALS IN TEXAS 

A. I. Axelrod has joined the sales staff of the San 
Antonio branch of the Royal Typewriter Company for 
country work. He will confine his activities to the Rio 
Grande valley with headquarters at McAllen. 

J. E. Page is a new addition to the Royal’s San An- 
tonio sales force. He will work in the city—BCR 





OUT-SELL 
COMPETITION 2:01 


With the 


ROTOSPEED LINE! 


Definite superiorities puts PUSH behind 
these swift selling stencil duplicators. 


MANY MODELS—You can sell just the machine to 
fit the prospect’s needs, and there’s a ROTOSPEED 
FOR EVERY NEED from the “Junior”? shown below 
to the automatic MODEL “‘B.”’ 

MODERATE PRICES—Price is still a tremendous 
consideration in today’s market. Rotospeed offers 
you this attractive range of retail prices: $27.50— 
$35.00—$58.00—$165.00. 

SIMPLIFIED—No Rotospeed is weighed down with 
gadgets. All adjustments are simplified. You can 
sell many prospects who are “‘scared out”? by more 
complicated models. 

ATTRACTIVE, COMPACT — Rotospeed’s simplicity 
has permitted lower prices and better appearance, as 
well. All models are trim, attractive, sturdy. Each 
has definite “‘eye appeal.”’ 


-——HERE’S A PRICE LEADER! 





“JUNIOR” ROTOSPEED 


Retails at 


$2750 


COMPLETE 


A really practical (8'5" x 11") machine. 
You will naturally concentrate on 
bigger models but the “Junior” not 
only brings “‘bigger-machine” pros- 
pects in but it also has a tremendous 
market of its own among smaller mer- 
chants who cannot afford costlier 
models. 











WRITE FOR FULL LINE FACTS! 


There are many advantages of the ROTOSPEED 
DEALERSHIP that we haven’t room to explain here. 
Why not sit down now and drop us a card or note? 
Full dealer information on prices, our cooperative 
policy, etc., will be sent you by return mail. 


The ROTOSPEED CO. 


342 S. Wilkinson Street 
DAYTON, OHIO 


**Makers of Duplicating Machines, 
Stencils and Supplies since 1912” 
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TOO MANY 


LINES 


TOO MANY 


LAGGARDS 





ee Result? Too big an inventory, too little profit. 
This year, concentrate on one line of metal 


waste baskets—the Canco Profit Line. Give yourself 
a break. 

Canco metal, fireproof baskets are good looking. 
Customers like them on sight. They come in styles 
for every type of market—beautifully styled and dec- 
orated for home use; oak, mahogany and walnut for 
offices; and for institutions, green and white. They’re 
inexpensive. And backed by a name that is famous in 
metal work. 


Galvanized Ware Department 
AMERICAN CAN COMPANY 


City Park Avenue and Hamileon Se. cAtCO) 


TOLEDO, OHIO 
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BONNAR-VAWTER CO. MOVES 
The Bonnar-Vawter Fanform Company, Cleveland, 
Ohio, manufacturers of continuous forms of office use 
and blanks for teletypes and machine calculators, have 
leased the former plant of the Morgan Lithograph 
Company on East Thirtieth street between Superior 
and Payne avenues. They will have 75,000 square feet 
of space. Lease is for five years with immediate pos- 
session. The company will move by degrees, setting 
May 1 as the date for full occupancy. They are at 
present located at 6605 Clark avenue where they have 
30,000 square feet of space —AED 
——__—_—_ 
FRATER TAKES POST WITH McMILLAN BOOK 
COMPANY 


Harry Frater, who traveled for eighteen years for the 
Wilson-Jones Company as southern representative, ex- 
cept for the past year, when he represented several 
manufacturers, has been employed to cover the south 





-. 











Harry Frater 


and southwest by the McMillan Book Company of Syra- 
cuse, N. Y. 

Harry is one of the most popular traveling men in 
the South, and his friends will be happy to learn that 
he is again so well connected in the loose leaf industry. 
He is one of the members and past president of the 
Southern Travelers Club. 

a 
OFFICE EQUIPMENT AT CLEVELAND SHOW 

The following firms in the office appliance field had 
exhibits at the Cleveland Exposition held at the Public 
Auditorium and Exposition December 29th to January 
6th: 

The Woodstock Typewriter Company, typewriters 
and trophies; The Brooks Company, desks and office 
equipment; Horn Typewriter Company, typewriters 
and office chairs; The Standard Envelope Company, 
envelopes; Allen-Wales Adding Machine Agency, por- 
table electric adding machines; Addressograph-Multi- 
graph Company, their complete line. 

Total attendance was said to be 226,748. 

> 
PROVIDENCE COMPANY IN NEW STORE 


The Office Appliance Company, formerly at 35 Wey- 
bossett street, Providence, R. I., has moved into a new 
store at 43 Weybossett street. The place is modern, with 
a new store front and an excellent layout and arrange- 
ment within. The company is managed by “Jimmy” 
Sheehan, one of the best known dealers in the district. 
Among the lines handled are those of The Globe-Wer- 
nicke Company, for Providence, and new and rebuilt 
typewriters, adding and calculating machines, etc. 


AED 
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TRI-GUARD — THE OUTSTANDING 
FILING DEVELOPMENT IN YEARS 















The two side rods act as a 
‘“swaycheck"’ for guides and 
folders, keeping them sub- 
stantially erect and always 
visible, 


MAKES WORK EASIER 


Unnecessary to frequently 
adjust follower in a Tri-Guard 
file. Guides slide easily on 
three rods that support con- 
tents and provide ample 
working space. 

















Tri-Guard is an entirely new filing principle—the outstanding de- 
velopment in years. Many exclusive and distinctive features provide 
the safest, simplest, fastest, best, and easiest method of filing and 
finding. 





Each guide slides on three rods and contents of the drawer are always 
kept upright. A perfect ''V"'-shaped filing pocket is formed by a 
touch of the fingers. This allows ample working space for removing 
- or dropping in correspondence and folders, saving time, work, and 
SAVES TIME AND money; and wear and tear on contents of the drawer. 


MONEY 


The ‘‘sway-check’’ principle 


Tri-Guard equipment and supplies are sold only by Globe-Wernicke 
s ohtaleed withesee. dealers. Investigate the opportunity to increase your sales and 
of mathenicel salle: profits with this distinctive, saleable merchandise. Write for the 


There are no inserts to buy ‘ facts today! 
nothing more to install. 


Globe-Wernicke 





Cincinnati, Ohio 
hy © 0 .@ on . een ©) om @ AA on Gr 10101 00s OO We oahy oa on oe DE om De ae 8 on ot On oe 
Steel and Wood Office Furniture, Filing Equipment, Bookcases, Partitions—Special Steel 


and Wood Equipment for Libraries, Schools and Public Buildings—Filing Supplies, 
Stationers’ Products; Storage and Visible Record Equipment and Steel Shelving. 
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BRING THEM IN: 
if 


SKRIP SALES 


with this ‘‘See-it-in-action’’ 


ELECTRIC SKRIP- pis ‘bene 
WELL DISPLAY! 





WITH CLEAN FINGERS 


Here’s action for your window or counter that 
will put action in your cash register! This 
new display sensationally demonstrates to all 
who see it the action of the new Skrip-Well 
bottle that keeps fingers clean and uses the NO WAST E 


last drop! 
USES LAST DROP 





With this novel color-motion display is in- 

cluded the ‘“‘Sampler’’ assortment of the ad- Beusian eapasises SB tnatee 9 SOkaehee 

hesives that are nationally advertised in the Bottic in conter turns, showing action of Shrip-Well 

Saturday Evening Post and 19 other magazines in four colors — Para-Lastik, Skrip-Grip 
Liquid Paste and Mucilage and Sheaffer’s 


SKRIP PEN School Paste. 
WELL 
. This new Skrip-Well feature will boom 


¥ Skrip sales—not only in 2 oz. and 4 oz. 
sizes but in the 50c family and small office 

size. Get the novel color-motion display 

eso Lo OS in combination with Sheaffer adhesives. 


GET A DISPLAY NOW FREE 
on this No. 995 PROFIT DEAL 







Deal includes: List Prices 

4 ST eaeeetpenvoret $ 4.92 

15¢ Sa = Soa 
assorted colors . 

USES THE $13.92 

LAST DROP 1 SKRIP-WELL DISPLAY, VALUE 7.50 

which really costs you nothing) $21.42 


Total Value 


Any dealer familiar with Sheaffer merchandising can figure 
the profit on this No. 995 deal. Or write today. 


No. 295 Adhesive Assort- 
ment included in this 


S 


deal. 





PENS + PENCILS + DESK SETS - RS 


SKRIP-GRIP PARA-LASTIK 
W. A. SHEAFFER PEN COMPANY, Fort Madison, lowa, U. S. A. 
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NEW FRIDEN DISTRIBUTOR APPOINTMENTS 

George L. Rogers, Inc., has been appointed distribu- 
tor in the Chicago territory for the Friden Calculating 
Machine Company, Oakland, Calif. Mr. Rogers made 
a fine record as district manager for a number of years 
with one of the leading adding machine companies. 
He is an able organizer. 

* * + 

W. J. Porter is the new Friden distributor in Pitts- 
burgh. He has had several years’ experience as man- 
ager of other calculating machine organizations in the 
Pittsburgh district. 

~ * . 

H. E. Williamson has been appointed Friden distrib- 
utor for southern California, with offices at Los An- 
geles. He was formerly Pacific Coast distributor for 
a leading adding machine company and made a fine 
sales record. 

C. C. Simons, for the last five years branch manager 
for a well known calculating machine company, has 
been appointed Friden distributor in Brooklyn, N. Y. 
He has been engaged in the office equipment business 
for many years. 

R. H. Davis for fourteen years manager of a well 
known calculating machine company in Rochester, 
N. Y., will hereafter distribute the Friden machine in 
the same territory. Mr. Davis is known as one of the 
outstanding men in knowledge of mechanical calcula- 
tion. 

* - * 

George W. Heuter, well known in the calculating 
machine field, has taken the Friden distributorship at 
Baltimore. His experience as a calculator man covers 
a number of years, principally spent in the Maryland 
territory. 

a ~ ~ 

W. G. Farrar has been appointed Friden distributor 
in Nashville and environs. He has been in the office 
equipment business for years and is well qualified to 
handle the Friden machine. 

- + * 

Frank Roark who operates a successful office equip- 
ment business in Sioux City, Ia., is the new Friden dis- 
tributor in that territory. He has had experience in 
the handling of calculating machines. 

* * 7” 

H. M. Wheeler, operating as the Calculator Sales & 
Service, is now distributing the Friden calculating 
machines in Kansas City, Mo. He was formerly with 
another well known calculating machine company as 
district manager in the Dayton, Ohio, territory and 
later as district agent in St. Paul and Minneapolis. 
He had also spent some years with still another cal- 
culating machine producer. 

* * * 

D. F. Corbin has been appointed Friden distributor 
in the Minneapolis territory. He handled another ma- 
chine formerly in Oklahoma and later in Minneapolis, 
making an enviable sales record. 

* * . 

H. F. C. Hoffmann is now with the Friden Calculator 
Sales Company in Oakland, Calif. His many years’ 
experience in the handling of other machines will cer- 
tainly prove an asset in his new connection. 

isaeteeenitedees 
JACKSONVILLE DISTRIBUTION FOR “S-W” 

Earl A. Davis, 317 West State street, Jacksonville, Ili., 
has received the exclusive sales franchise for Shaw- 
Walker lines. 


“I 
sn 








STURGIS 


ANNOUNCES A 


NEW TWO POST BACK 
(DOUBLE SUSPENSION) 






AVAILABLE 
ON ALL MODELS 
WHEN SPECIFIED 


No. 500-DS 
STURGIS POSTURE CHAIR 







In the event you have customers 
who prefer two post backs to a sin- 
gle post back, STURGIS Chairs are 
now available in both types. 


The easy, quick adjustment fea- 
ture characteristic of Sturgis Chairs 
is maintained. 


Furthermore, if permanent ad- 
justments are desired, a provision 
is made standard on all models, 
for this purpose. 


NOTE 
There is no metal posture chair 
on the market today having so 
many desirable features—features 


to meet the demands of your most 
exacting customers. 


Sell the Sturgis Line and Prosper 


STURGIS POSTURE CHAIR CO. 
STURGIS, MICH. 
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QUALITY-BILT 
PRODUCTS 


Make Friends 


® REINFORCED CORNERS 
@® FOLDOVER GUSSET TOPS 


prevent tearing 


® DOUBLE FRONTS & BACKS 
glue welded thru-out 


Have your salesmen show these to your 


prospective customers. 


A comparative test with any com- 
petitive merchandise will assure you 


of their business. 


























Made in all sizes with 1°4-3'2 & 54" expansion 





QUAL/TY PARA ENV. CO. 


QUALITY PARK ENVELOPE CO. 


11-116 Merchandise Mart, Chicago 
FACTORY AT ST. PAUL 


OFFICE APPLIANCES 


LARKIN TAKES IMPORTANT POST AT GILL’S 


Clarence Larkin, for twenty-five years a leader in 
the office equipment and stationery business of the 
Pacific Northwest, and with Bushong & Co. for the 
past several years, has been appointed manager of 
the commercial stationery and office equipment divi- 
sion of the J. K. Gill Company at Portland, Ore. He 
specializes in the sale of Portland and West-Made 
desks, Globe-Wernicke files and filing equipment, and 
in the retailing of commercial stationery. 

Mr. Larkin’s career of a quarter-century devoted to 
the stationery and office supply field dates from one 
April day in 1910, when he began as an errand boy 
for the Kilham Stationery & Printing Company of 
Portland. He did not remain in that position long, 
but advanced from one position to another until he 
became secretary and director of the company. When 
things were on the up and up in the Spring of 1925, 
he sold his interests in the Kilham organization and 
went from the Pacific Coast to the Orient as repre- 
sentative of Eastern manufacturers of several station- 
ery lines which he introduced on the other side of the 
Pacific. Making his headquarters at that time in 
Shanghai, his field of operations spread throughout 
the countries on the rim of the Pacific Ocean. He in- 
troduced his stationery lines in distant offices in China, 
in Japan, the Philippines and even covered Honolulu 
and the Hawaiian islands. Of late years business has 
been so interrupted by civil strife, social unrest and 
warfare that he returned to the Pacific Northwest. 
—CML 

—_—_—_——___—_ 
NEWELL COMPANY IN LARGER PREMISES 


The Newell Office Machine Company, formerly at 233 
Spring street, New York City, moved recently to a 
larger store at 53 Park Row. The company deals in 
rebuilt adding and calculating machines, specializing 
in Monroe sales and service. 

Parker B. Newell was formerly northeastern assist- 
ant division sales manager for the Monroe Calculating 
Machine Company. He and his brother, Franklin B. 
Newell, have managed several Monroe district offices 
during their combined experience of fifteen years with 
that organization. 

The Newell Office Machine Company is about to 


celebrate its second anniversary. 


a eee 

THIEVES LOOT NEW YORK SHEAFFER OFFICE 

W. D. Evans, general manager of the eastern divi- 
sion of the W. A. Sheaffer Pen Company at 16 East 
Thirty-fourth street, New York City, reports the rifling 
of three safes by thieves who broke into the premises 
on December 26. They were apparently after gold, 
which is not handled in any considerable quantity in 
any of the branch offices. They obtained, however, a 
couple of hundred dollars in cash and stamps and also 
stripped the display cases. 

Dealers are requested to communicate with the 
Sheaffer Pen Company in the event of being offered 
Sheaffer pens at suspiciously low prices. 

——— >. -- 
MIDLAND PAPER COMPANY’S CHRISTMAS PARTY 


An enjoyable party was given by the Midland Paper 
Company, Minneapolis, on the day before Christmas. 
Some activities were held in the forenoon involving an 
inexpensive present to one of the employees. In the 
afternoon the employees all gathered on the balcony 
and gifts were distributed by “Bart.” 

This party is an annual event at the Midland Paper 
Company’s place and is always greatly enjoyed. 
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31 Years 


Service to 


Dealers Only 


AND STILL GOING STRONG 


AMESCO 
PLATENS 


STAND FOR, 
QUALIT) 








“ART” AMES 





Our Sales are increasing— 


Our service improvements 

Our mechanical improvements 
Our policies of Thirty-One years 
Survive the test of time. 


Dealers know that Ames Quality and Serv- 
ice are worth standard prices—and that 
is the reason “Chiseling” does not disturb 
Ames. 


New Complete Catalogue Ready Soon— 


Al New Help in merchandising our quality 
SO “True Mark Brand” Ribbon and Carbon Paper. 


Ames Supply Company 


37 Murray Street 564 W. Randolph Street 583 Market Street 








New York, N. Y. Chicago, Ill. San Francisco, Calif. 
v/ x WiC 
rLLE ERY! 
ball Se 
Atlanta Cleveland Houston Los Angeles Minneapolis Seattle 
Boston Dallas London, Eng. Mexico,D.F. Philadelphia Toronto, Ont. 


Cincinnati Denver Pittsburgh Washington, D.C. 
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UNIT Letter and Legal Filer 








Low in price— Efficient 
in operation 


List prices according to the 
Steel Office Furniture Code 
Zone | Zone 2 Zone 3 


Letter Filer $7.00 $7.70 $8.40 
Legal Filer 8.00 8.80 9.60 


The George G. Fetter Co., of Louisville, Ky., writes: 


“. . im reference to repeat orders for single drawer 
files . . . we made no particular effort toward the sale 
of these items except to place them in our window 


The proof of a product is in dealers’ sales, rather than in 
their purchases. 


Repeat orders from dealers for Victor Unit Filers are re- 


ceived in a steady, undiminished volume . . . proof with the display cards you furnished.” 
that dealers’ sales of this item are continuing strong and Sales without effort . . . quick profits... you get 
profitable. both with Victor Unit Letter and Legal Filers. 


Aq 


























17 inches clear fil- 


DRAWER ing space. Non-slip 


following block. Removable Rod. 


EXPANSION — nits may 


stacked to 
form two drawer cabinets. Each 


ROLLERS —tve rollers of case 


hardened steelin 
front of case operate in a channel 





Large label holder and handle. Bale 
in back prevents drawer pulling all 
the way out. 


on the side of the drawer and carry 
it back and forth smoothly and 
with a minimum of effort. 


Unit has three holes in top and 
bottom and is provided with bolts 
for fastening together. 





Display Cards and Literature Free 





Write now for information 


THE VICTOR SAFE & EQUIPMENT CO., Inc., North Tonawanda, N. Y. 
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CENSUS REPORT ON FURNITURE AND FIXTURES 


The following report in the 1933 census covering fur- 
niture and store and office fixtures is a consolidation 
report which makes it impossible to differentiate be- 
tween the household and office furniture production. 
The 1933 figures given are preliminary and subject to 
correction. 

The total value of furniture and store and office fix- 
tures made in 1933 by establishments engaged pri- 
marily in these lines of manufacture amounted to 
$286,223,172 (at f. o. b. factory prices), as against $462,- 
094,181 reported for 1931, the last previous census year. 
In 1929 the production was valued at $912,942,006. The 
rates of decrease for the two biennial census periods 
are: (1931-33), 38.1 per cent; (1929-31), 49.4 per cent. 
Statistics for 1933 follow, with comparative figures for 


the earlier years. 


Number of establishments—(1933) 2,411; (1931) 3,148; (1929) 3,778. 

Wage earners for the year, average—(1933) 105,041; (1931) 127,605; 
(1929) 193,399. [This classification does not include salaried officers and 
employees. Data for such officers and employees will appear in a later re- 
port]. The item for wage earners is an average of the numbers reported 
for the several months of the year. In calculating this equal weight 
must not be given to full time and part time wage earners, not reported 
separately by the manufacturers. For this reason the total exceeds the 
number which had been required to perform the work done by the in- 
dustry if all wage earners had been employed continuously throughout 
the year. The quotient obtained by dividing the amount of the wages 
by the average number of wage earners cannot, therefore, be accepted 
as representing the average wage received by full time wage earners. In 
making comparisons between the figures for 1933 and those for earlier 
years, the possibility that the proportion of part time employment varied 
from year to year should be taken into account. 

Cost of materials, fuel and purchased electrical energy. [Note : manufac- 
turers’ profits or losses cannot be calculated from the census reports be- 
cause no data is calculated for certain expense items, such as interest, rent, 
depreciation, taxes, insurance and advertising| 

Products—(1933) $142,587,238; (1931) $217,896,175; (1929) $426,- 
454,169. 

Products, total value—(1933) $297,729,981; (1931) $482,289,230; 
(1929) $948,116,358. 

Production of furniture and store and office 1933) $286,223,- 
172; (1931) $462,094.181; (1929) $912,942,006 

Other products—(1933) $10,842,881; (1931) $18,612,146; (1929) $29,- 
629,991. 

Receipts for contract, custom and repair work—(1933) $663,928; 
(1931) $1,582,903; (1929) $5,544,361. 

Value added by manufacture [value of products less cost of materials, 
fuel and purchased electric energy]—(1933) $155,142,743; (1931) $264,- 
393,055; (1929) $521,662,189. 


WAGE EARNERS BY QUARTERS 
The figure given for the final morth of each quarter is the total num- 
ber on the pay rolls for the week including the fifteenth day of the 
month, or for some other representative week in the month: (1933) 
March, 83,332; June, 102,203; September, 130,569; December, 110,736. 
(1931) March, 131,316; June, 125,923; September, 130,920; December, 


118,536. 
tea AND STORE AND * aitana 
TURE MANUFACTUR 

Made in the ntuetey {teen} $286,223.172; (so3t) $462,094,181. 

Made as secondary products in other industries—(1933) Not includ- 
ing officers and salaried employees; (1931) $22,521,791. Total (1933) 
$286,223,172; (1931) $484,615,972. 

Household furniture—(1933) $224,129,309; (1931) $350,979,529. 

Furniture and fixtures for offices and stores—(1933) $45,096,019; 
(1931) $91,405,456. 

Furniture for public buildings (schools, theaters, assembly halls and 
churches) and seats for public conveyances—(1933) $8,997,869; (1931) 
$29,045,042. 

Professional, laboratory, hospital, barber and beauty parlor chairs, 
tables and cots, etc.—(1933) $4,345,077; (1931) $10,044,099. 

Lockers—[value of wood lockers is included with that of metal lockers 
to avoid disclosing approximations of data reported by individual estab- 
lishments] (1933) $1,044,221; (1931) $3,141,846. 

Products not reported by class (principally furniture) $2,610,677; 
(1931) [value not reported]. 

FURNITURE AND STORE AND OFFICE FIXTURES 

Production classified by class, material and value—[exclusive of the 
value of furniture and office fixtures made as secondary products by 
establishments classified in other industries. A later report is scheduled 
on this classification. ] x 

Furniture and fixtures for offices, stores, public buildings, laboratories, 
hospitals, barber shops, etc., and seats for public conveyances. 

Furniture of wood—$36,582,246. Furniture of metal—$21,827,697. 

‘ Products not reported by class (principally furniture) —Wood—$z,- 
62,108. 


(We omit the household furniture classification as of 
no interest here.) 
> 
PRENTZEL JOINS PARROT PHILADELPHIA STAFF 


The genial and accommodating Earl H. Prentzel, 
who for a long time has been known among the trade 
in Philadelphia, now represents the Parrot Speed Fas- 
tener Corporation exclusively in the eastern Pennsyl- 
vania, Maryland and southern New Jersey territory. 
He is conducting with dealers a cooperative introduc- 
tory consumer campaign on Speed Fastener products. 








ARE YOU THE MAN ? 


Ne are desirous of contacting ao few 
high qrade men preferably thooe who 
have teen succesoful inthe printing, 
bhoto-cf{feet or accounting machine 
drelde. 

Particularly are we seeking thooe who 
know howtorelt a SERVICE to tucineco 
firme which wtt effect a tremendous 
SAVING over the older methods now em- 
ployed. 

VARITYPER brogrese fac teen oo ro- 
nounced during the buct two years that 
men who are mactere at DISTRIBUTION 
may oately damd with thio orgam zation 
a very profrtatle and faoting connec- 
tion, 

SAVINGS can te hooitwely made for 
husiness men ranging from 40% to 60% 
on the printing of tutletine, tooko, 
charte, drafteman drawingo, Livrect- 
kinds, ete. 

On request we wilt gladly ohow how we 
have actually saved for nony frm, 
corporations and governments thous- 
andes of dotlare through the we of the 
VARITYPER combooing machine. 
Cormrecbondence wilt te welcomed from 
men cabatle of DOING THINGS, who mght 
he sntereoted im LARGER EARNINGS, ond 
who could meet our requirements for 
nebresentatwe in a fewof the targer 
cities, aloo from rechonovite deat- 
ero in the omatler cities and towne. 


RALPH C. COXHEAD CORPORATION 
17 Park Place, 
New York,N. Y. 


@ 4old throughout the World e 


fhis Ad is entirely composed onone Varityper 
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DOUBLE TOP 
FOLDERS 


Manila and Kraft 
Medium and Heavy Weights 
Letter and Legal Sizes 
f ——$—. 


i 
—! 












































Write for your sample set. 


IMPERIAL 
METHODS CO. 


FOREST PARK, ILLINOIS 


Western Representative: 


GERARD D. WHITE Cc. J. SCHUBERT, Jr. 
100 Worth Sr. 307 E. Third St. 
NEW YORK CITY LOS ANGELES, CALIF. 
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BROWN HEADS SMITH-CORONA AT PROVIDENCE 


Edward F. Brown has been appointed manager of 
the Providence branch of the L. C. Smith & Corona 
Typewriters, Inc. Mr. Brown had been sales manager 
of the Toronto branch of L. C. Smith & Corona Type- 
writers, Ltd., of Canada. While one of the younger 
members of the Smith-Corona organization, he has a 
wide acquaintance and many friends in the typewriter 
business. 

After his graduation from the Staunton, Va., Mili- 














E. F. Brown 


tary Academy in 1928, Mr. Brown became a salesman 
for the L. C. Smith typewriter at the Washington 
branch, and in 1930 was transferred to the Richmond, 
Va., office. The following year he sold L. C. Smiths in 
the Cleveland and Chicago branches. In 1932 Mr. 
Brown was made district manager of the Davenport, 
Iowa, office and later became district manager of the 
Peoria, Ill., office. Early in 1933 he became supervisor 
for the Vivid Duplicating at Atlanta, Ga., which posi- 
tion he held until his appointment as sales manager 
of the Toronto branch of the Canadian company. 

Mr. Brown is a son of Carleton F. Brown, vice-presi- 
dent in charge of production of L. C. Smith & Corona 
Typewriters, Inc. 

—_ i 
CENSUS REPORT ON OFFICE EQUIPMENT SALES 


The United States Bureau of the Census has released 
a report on the number of office equipment dealers in 
the United States, their annual volume and other ele- 
ments concerning the sale of office equipment in the 


United States; this covers the year 1933. 

Number of stores—3,854; net sales, $111,905,000; number of proprie- 
tors, 2,480; full time employees, average number, 19,422; pay roll, in- 
cluding part time employees, $26,278,000; part time only, $731,000. 

A separate tabulation shows the number of part time employees for 
each of the twelve months of the year 1933: 

Part Time Employees 

January, 1,260; February, 1,342; March, 1,286; April, 1,365; May, 
1,399; June, 1,397; July, 1,347; August, 1,349; September, 1,534; Octo- 
ber, 1,425; November, 1,384; December, 1,477. 

—__g—__—_- 
NEW CATALOGUE OF “W-J” LEATHER-LIFE 


DEVICES 

A convenient coat-pocket size catalogue of Leather- 
Life products in colors and monotone has been sent to 
the trade by the Wilson-Jones Company of Chicago, 
New York and Elizabeth, N. J. This is known as cata- 
logue No. 104, and became effective on December 1. It 
is thumb-indexed for convenience, and gives a clear 
and practical portrayal of the company’s LeatherLife 
expanding filing clasp envelopes, expanding files, etc. 
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Convenience 
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@ The “Cube” is its own salesman. It re- 
sponds to display quicker than any other Ink 
package. Sheer good looks and practical con- 
struction have made it the fastest selling num- 
ber in the Ink field. 

The new 5c and 25c sizes will put new vigor 
and more profit in your Ink sales. Set them up 
on your counter. Not only will they move 
quickly, but their smart appearance will pep 
up your display. 

The Carter’s Ink Company. Boston, New York, 


Chicago, Montreal. 


CARTER SINE 
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Before You Send Your Next 





Index Card Order Anywhere “4 
| Will you get cards wrapped in moisture-proof Cellophane, protecting 

* you from spoilage losses, offering you an opportunity for display such Send for samples of Oxford Index Cards and Ox- 

as index cards never had before? ford Printed Form Cards—nicely mounted for in- 

sertion in your sample binder. Just ask for 


Will you be able to choose from 6 grades of cards, ranging from a low 

. 

y Me priced sulphite, with which you can meet any price competition, to a Sample set No. 65.2. 
100°) rag, which you can offer against any quality? 


3 Will you have a choice of 7 colors buff, blue, salmon, green, cherry, 
e canary, and fawn? 


{ And 6 rulings—Horizontal, Globe, Standard, Correspondence, Journal, 
e Ledger, as well as a wide selection of printed form cards? 


In 3 standard thicknesses, and 5 standard sizes? 


“ams 

ae 

ror 

om 

rd 
Ay 


—- 
. 
‘ Every card Precision Rotary Cut? 

6. 

= At prices that will show you a wider margin of profit, because you can 

4 combine orders for all kinds of cards to earn larger quantity discounts? 
You can answer “ Yes” to all these questions if that next order is going 
to Oxford. For full details, consult pages 29 to 32 of Oxford's new 


Handbook No i) 


Okor FILING SUPPLY CO. 





340-A Morgan Ave. Brooklyn, N. Y. 








FEBRUARY, 1935 


MIDWEST TRAVELERS CLUB NOTES 

The Mid-West Travelers Club extends a cordial in- 
vitation to all office equipment travelers and commer- 
cial stationers to attend the meeting of the Eighth 
Regional District of the National Stationers Associa- 
tion to be held at the Muehlbach hotel in Kansas City, 
Missouri, April fifth and sixth. 

Gordon Steinmetz is a new member of the Midwest 
Travelers Club. He is the new Sanford Manufactur- 
ing Company representative in Missouri, Kansas, Okla- 
homa and Arkansas, succeeding Carl R. Oates, who for 
the present will travel for the company in Nebraska, 
Iowa, Minnesota, North and South Dakota and eastern 
Montana. Mr. Steinmetz has been with the Sanford 
organization for some time and has already traveled 
in several of the states which form his new territory. 
Part of the territory assigned to Mr. Steinmetz is also 
covered by Fred Schaefer. 

~ - * 

Fred C. Schaefer of the Sanford Manufacturing 
Company, Chicago, recently visited Travelers Club 
headquarters in Kansas City. He reported a successful 
trip through Tulsa, Oklahoma City, Wichita and To- 
peka. In Oklahoma City he found business especially 
good. Others have brought in like reports. 


* * * 


The Peabody School Furniture Company, Topeka, 
Kansas, recently moved into a new store on Quincy 
street. 

eR 
“DOC” HANSON HONORED BY KIWANIS 


Walter “Doc” Hanson, president of the Hanson Busi- 
ness Machines, Cleveland, Ohio, was appointed for the 
third year as chairman of the attendance committee 
for Kiwanis Club No. 2. In the last two years there 
has been an increase in attendance as a result of his 
efforts. For this good work he has been appointed on 
the District Attendance Committee of Ohio. This com- 
mittee has charge of the attendance of all the clubs in 
this district. 

_ et 
FARNHAM COMPANY GIVES CHRISTMAS PARTY 


The Farnham Stationery & School Supply Company 
of Minneapolis gave their usual Christmas party for 
their employees on the day before Christmas. A buffet 
lunch was served and the fifty Farnham employees 
each received a large turkey. 

are: SS 
SHAW-WALKER REPRESENTATION AT SAN 
ANGELO 

The Whitsett Printing Company, 13 East Twohig 
avenue, San Angelo, Texas, has been appointed an ex- 
clusive dealer by The Shaw-Walker Company. H. H. 
Whittsitt is proprietor of the San Angelo business. 

——_—————- 
ROGERS BUYS RESIDENCE AT CLEVELAND 


J. E. Rogers, president of the Addressograph-Multi- 
graph Corporation, has purchased a beautiful new res- 
idence at 17911 Shaker boulevard. It is of Georgian 
architecture with a warm red brick exterior. The 
grounds are beautifully landscaped.—AED 

—_——___ 
NEW MEMBER FOR NEW ENGLAND TRAVELERS 


Arthur McDonald of Salem, Mass., who represents 
the Reliance Pencil Company in New England, has 
joined the New England Travelers Club. Mr. McDonald 
is a relative of Jack Kennedy and is a new man in the 
industry. 








FUREKA 


It is economical to consolidate purchases. Dealers 
eager to increase sales and profils should take full 
advantage of the following fast selling ‘‘leaders”’ in 
the **M&V” line: 


rade SUPERIOR 
TOP PRINTED, DRY STENCILS 


Blue or White, as preferred, with carbon cushion 
sheet inserted. New sales impelling features to 
save time, prevent eyestrain and insure absolute 
accuracy. Duplicating inks and all other duplica- 
tor supplies are unsurpassed in quality and guar- 
anteed to produce best results and greatest service. 


CORRECTION FLUID 


For all stencil papers. A new pink 
colored fluid which forms a perfect 
coating over the error—its transpar- 
ency gives complete visibility for trac- 
ing and typing. Packed in handy 
bottles with bakelite screw cap 
equipped with convenient brush. 





ALPHA OIL 


Unquestionably the finest oil for use 
on typewriters and other delicate 
office machines. Entirely odorless 
and will not gum. Furnished in 1 
oz. and 2 oz. bottles with bakelite 
cap and wire dropper for convenient 
use. 


The ““M&V” line of 
“ROUND BOX” 


Trade Mark 
TYPEWRITER RIBBONS AND CARBON PAPERS 


is most complete and the wide price range offers dealers 
the unusual opportunity of meeting not only the needs 
and requirements of every business office, but the buying 
habits of each customer. The “M&V” reputation for 
Quality and Fair Dealing is unchallenged and dates back 
for half a century. It is a recognized fact that the in- 
tegrity of the maker is always the best guarantee for the 
product and insures full value for every dollar. 











Write for catalog, prices and complete informa- 
tion. You will find it to your advantage lo get 
better acquainted with the**M ¢ V”’ organization. 


MITTAG & VOLGER INC. 


PRINCIPAL OFFICE AND FACTORY 


PARK RIDGE, N. J. 


AGENCIES THROUGHOUT THE WORLD 
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PROFIT MAKERS 


the highest standard in craftsmanship, effi- 
ciency and material. These fine pen points 
give satisfaction that assures repeat orders. 


First: Esterbrook steel 
pen points represent 


RE-NEW-POINT FOUNTAIN PEN 


Second: The Esterbrook Re-New-Point Fountain 
Pen is new and different. It opens up a new 
market for which the gold pen has not been en- 
tirely suitable. It is the only fountain pen with 
Esterbrook steel pen efficiency. For it, Esterbrook 
has duplicated their famous line of steel pen 
points in Solid Duracrome. 


Third: Re-New-Points are inexpensive and 
user when 


can be replaced by the worn. 
Re-New-Points 
offer renewal 
sales opportu- 
nities. Re-New- 
Point styles in- 
clude the extra- 
durable “Pellet 
Point” that 
makes possible 
super - smooth, 
faster writing 
with steel pen 





line. = Just push the 
top to feed the 

RE-LOAD- lead. Feeds 2 
ING PUSH. feet of lead as 
PENCIL youneed it. Uses 


standard leads. 
The Push-Pen- 
cil is made in 
colors to match 
the Re-New- 
Point Fountain 


Pen. 


Fourth: Imag- 
inca pencil with 
a lead 2 feet 
long. That's just 
what the new 
Push- Pencil 


gives the user. 
Send for complete 
informationabout 





EXTRA ‘ : 
RE.NEW-POINTS Esterbrook s 4 
Se EACH leaders for 1935. 
RETAIL RETAIL 
8g 00 $700 
AND AND 
UP (Prices slightly higher in Canada UP 
Gsteliwk * 
STEEL PEN MFG. CO. 





Camden, N. J. 


Canada 


86 Cooper Street 


er BROWN BROS., Toronto, 


LTD., 


= 
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CHICAGO’S MICHIGAN AVENUE DISTRICT 
ORGANIZES 

The business houses of the Michigan Boulevard Link 
district, Chicago, have organized an association to pro- 
mote the welfare of this section of Chicago, comprising 
Michigan avenue from Randolph street to Chicago ave- 
nue. This is one of the “show streets” of the city, fully 
built up with business buildings. The district pivots 
on the Wrigley buildings, the first to be built of a large 
group of modern structures which lines the boulevard. 

R. W. Magill, district manager for The Shaw-Walker 
Company, is the office equipment representative of the 
district. 

a 





WOODSTOCK 


TYPEWRITER 
COMPANY 








“/ make j 


TYPEWRITERS 


REPAIRED 
XC HA? a) 











This Attractive Store, Located at 1626 Champa Street, Denver. 

Colo.. Is the New Home of the Denver Branch of the Wood- 

stock Typewriter Company.—lIt is reported that this is only 

one of several branch offices that have recently outgrown their 
old quarters. 


= ~>— 


STATIONERS & PUBLISHERS BOARD OF TRADE 
REPORTS SUCCESSFUL YEAR 

Gordon Cameron, secretary of the Stationers & Pub- 
lishers Board of Trade, Inc., New York, N. Y., reports 
1934 as a successful year for the board. During the 
year the following concerns were added to the mem- 
bership roster: 

W. A. Sheaffer Pen Company, New York, N. Y.; Rey- 
burn Manufacturing Company, Philadelphia, Penna.; 
Conklin Pen Company, Toledo, Ohio; Trussell Manu- 
facturing Company, Poughkeepsie, N. Y.; Stationers 
Loose Leaf Company, Milwaukee, Wis. 

LIED EE 
NEW STATIONER IN MILWAUKEE 

Arthur C. Finger, nephew of the late Charles F. Her- 
mann, Milwaukee, Wisc., is successor to the old firm. 
Mr. Finger is located at 204 City Bank building, 739 
North Second street. 
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ITs WHAT 
OuR DEALERS THINK— 
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If you would like to know about a fran- 


chise, an all-inclusive line of equipment and 
HAW- ALKER supplies, and a policy that bring such warm 
expressions as this after 27 years of con- 
. tinuous association, just drop us a line today. 
MUSKEGON, MICHIGAN er oP de 








LARGEST EXCLUSIVE MAKERS OF OFFICE FURNITURE AND FILING EQUIPMENT IN THE WORLD 
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Shipman- Ward 


Complete Services| 


1. All Makes of Typewriter parts 


2. Typewriter Tools and Ac- 


cessories 


3. Super-Grade Platens (all 


makes) 


4. Retyping (Underwoods only) 


5. Enameling (anything) 
6. Nickel Plating (anything) 


7. Welding (anything) 


8. 100% Rebuilt Underwoods 


and Royals 


9. Crusader Grade Underwoods 


and Royals 


10. Blue Ribbon Rough Under- 


woods and Royals 
11. Underwood Fanfolds 
12. 100% Rebuilding 


Write for our Latest 


Parts Catalog and 
Typewriter Prices 


Shipman-Ward 


Manufacturing Co. 


4401 Ravenswood Ave. 
CHICAGO, ILLINOIS 








OFFICE APPLIANCES 


NEW 0O. A. DEALER IN CHATTANOOGA 
The Commercial Stationery & Supply Company has 


been opened at 737 Cherry street, Chattanooga, Tenn., 
for the purpose of handling general lines of office sup- 
plies and equipment. New fixtures and a stock of mer- 
chandise were installed on December 26, 1934. James 
Campbell, president of the new company has been con- 
nected with the office supply trade in Chattanooga for 
thirteen years. He served as president of the Retail 
Merchants Association from 1930 to 1932. 
with him in the new enterprise are H. H. Ireland, sec- 
retary, who has been in the trade fourteen years; and 
John N. Klein who was manager of the Library Bureau 
and later was with Remington Rand in Chattanooga 
for ten years. Miss Leona McDonald, who is in charge 
of the office, has had eight years of office supply ex- 


perience.—CG 
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Display Window in Store of Newly Organized Ziegler, 
Inc., 538 Main Street, Cincinnati.—Reference to the es- 
tablishment of this concern appeared in the January issue 
on page 107. As indicated in the display, the leading lines 
handled are Ruxtone ribbons and carbons, Macey furni- 
National loose leaf, General pencils, and Wahl 


ture, 
Eversharp. 


DR. DVORAK FORMS CLASSES IN TYPEWRITING 
Carrying forward more widespread scientific type- 
writer instruction, Dr. August Dvorak of the University 
of Washington at Seattle, has formed typing classes for 
300 Seattle residents, who will learn the manipulation 
of the new typewriter keyboards which are said to be 
gaining greater vogue each day. This is the result of 
the new grant of $3700 from the Carnegie Foundation 
for the Advancement of Teaching, and for experi- 
mental work in new methods and materials of typing 
instruction. The new instruction is being made avail- 
able in classes held mornings, afternoons and evenings, 


without charge—CML 
—— 
DAY VISITS BUCKEYE HOME OFFICE 
A. C. Day, manager of the New York office of The 
Buckeye Ribbon & Carbon Company, visited the home 
office in Cleveland recently. He says that the first 
month’s business in 1935 far exceeded the correspond- 


ing period for 1934 in point of volume. 
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SPREAD 


The unusual mechanical features of 
these new machines enlarge their field 
of usefulness. Through careful engin- Price $3.00 


eering, the common faults of stapling 
machines have been eliminated. There should be one of these 
FEATURES machines on every desk in every 
By simply pushing the body of the office. Ideal for draftsmen, win- 
machine backward, it will deliver a dow trimming, bill posting, etc. 
“spread” staple instead of a “clinch” Its many uses at a popular price 
staple. indicate rapid sales. It will make 
By oe ee a onl d friends and build a continuous 
y swinging base backward, new business for vou. 
staple can be driven directly thru 
paper or cardboard into wood or 
other soft material, acting as a 
“Tacker”. 
Manufactured to close tolerances. 
All wearing parts hardened for en- 
durance. 
Concealed safety lever prevents 
clogging or jamming. 


THEY STAPLE, PIN OR TACK 














Model D-40 
Price $4.00 


Has all the features described 
above, with greater capacity 
of load and stapling depth. 
Made for constant use in 
large offices or in factory 
assembly operations. 


Model D-40X 
Price $4.50 
An extension machine with 
12” stapling depth. Arn un- 
usual value. 
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Model J-30 Stapling Plier 


EJECTOR BAR 


A new light portable 
stapling device for 
use in office, factory. 


warehouse, shipping 
rooms. Ail wearing parts hardened. The 2” throat increases its 


utility. Fastens things in any position. Has Ejector Bar and 
Safety Lever. “Take your machine to your work”. 


New DJ-340 Staples 


DISPLAY 
D-30 








Stic ‘ ; These strikin a ce Rass 
These new NEVA-CLOG Staples are specially made for new display cantly : NEY 
use in these four new NEVA-CLOG machines. Made with will help you * De A. LOG 
proper wire thickness, temper and adhesion. The strips are build a larger and eee 
firm and will not break with ordinary handling. Points are more profitable 
NEVA-CLOG 


sharp. They fit no other machines than those noted, assur- 


ing protection on your sales. business. Ready 


Silver box, printed in black and red. to ship with your 
order. 


Packed 5M to a box. Price 30c per M—$1.50 per box list. 




















NEVA-CLOG PRODUCTS, INC. THIS CARD WILL 
BRING US YOUR 


BRIDGEPORT, CONN. MESSAGE POST PAID 
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CONVENIENT TYPEWRITER SUPPLIES CAcALOGUE 


In the January issue, page 139, there was a brief 
reference to the new pocket-size catalogue of The 
Buckeye Ribbon & Carbon Company, Cleveland, Ohio. 
This catalogue contains twenty pages exclusive of cov- 
ers, with a picture of the factory on the first page and 
some brief historical matter on the third. This is 
followed by a list of the requirements of good carbon 
paper, emphasizing the three factors of typewriter 
equipment, number of copies required at one writing 
and weight and finish of paper stock used for copies. 
There is a discussion of typewriter platens, different 
sizes of type and carbon paper to bring about the best 
results for each type, followed by key to the code, type- 
writer and billing carbon paper, weight of tissues, etc., 
etc. 

Typewriter ribbons are discussed, with a code for 
each different size of typewriter type. 

The listings include typewriter carbon paper in many 
different types; noiseless carbon paper; billing ma- 
chine carbon paper; pencil carbon paper; hectograph 
carbon and other types. Listed also are typewriter 
ribbons in four brands; billing machine ribbons and 
ribbons for other office machines. Carbon rolls are 
mentioned, also duplicating ink, Multigraph ribbons, 
etc. 

One notes an extensive range of grades in both car- 
bon paper and typewriter ribbons. It is said that each 
grade in its class is distinct in quality and possesses 
the maximum of durability, producing clean, sharp, 
permanent records. 


~~ - 


CHICAGO “ELSIES” FORM FELLOWSHIP CLUB 

The salesmen connected with the Chicago branch of 
the L. C. Smith & Corona Typewriters Inc. have or- 
ganized a good fellowship club to promote fraternity 
and to expand the salesmanship of the branch. The 
officers are Ed Johnson, president; Jerry Denman, vice- 
president; H. N. Bornhoft, secretary-treasurer. A. J. 
Sallander anad George Gunnison are directors. 





ENGAGEMENT S§S 


AMES—BILLS 


On Christmas Day, 1934, the engagement of Sally 
E. Ames to Charles T. Bills was formerly announced. 
On inquiry, Miss Ames smilingly stated that the date of 
the wedding has not been set. 








Miss Sally E. Ames 


Miss Ames is a daughter of A. R. Ames, president of 
the Ames Supply Company, Chicago. 
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Biggest National Magazines 
Back Up This Profitable 


FAST-SELLING 
Cutepont DISPLAY! 


OWERFUL advertising in most important National mag- 
azines with a combined circulation of over 7,300,000 copies 
is sending pencil users to you, looking for AUTOPOINT and 
REALITE pencils, with the famous exclusive AUTOPOINT 
features. They know about the patented Grip-Tip and the 
exclusive, trouble proof AUTOPOINT mechanism. You'll find 
that folks to whom you offer AUTOPOINTS are already sold. 
Tie up with this advertising! Put the smart E-102 display, 
shown above, on your counter and watch it empty itself. It 
carries six each of the six fastest-selling numbers in the AUTO- 
POINT REALITE line, in the price range that interests most 
people—25c to 75c. And there’s— 


BIG PROFIT FOR YOU! 


We've designed this hard-hitting display, with its specially attrac- 
tive profit, solely to induce you to test this AUTOPOINT line. 
We know that after you’ve had a taste of AUTOPOINT'’S fast 
sales, good profits and customer-satisfaction, you’ll make AUTO- 
POINTS your feature line. The entire display of 36 pencils costs 
you so little you'll get the surprise of your life. You'll find it’s the 
quickest, easiest way to’make a handsome profit you’ve seen in a 
long time. Each of these fast-selling numbers can be reordered 
separately. Send for details. Get this display up now: Put one in 
the window, too! Order direct or through your jobber. 




















e 


‘The B Better Pencil 


Autopoint Company,1801 Foster Ave.,Dept.OA-2,Chicago, Il. 


In Canada: Brown Bros., Ltd., Toronto, Canada 





ak ... DID YOU GET 
THis £935 CATALOG? 





Here’s a catalog that every sta- 
tioner should have—and use. It 
contains important news of the new 
Burns “‘Auto-Liner’’ Copyholder, 
the new Burns “Security” Stapler, 
Burns Telephone Brackets and other 
Burns Office Specialties. Unlike 
most manufacturers’ catalogs, it is 
not designed to put merchandise on 
your shelves but to take it off! It is 
intended to do a selling job for you 
and to promote interest in your 
complete line as well as Burns Spe- 
cialties. We'll gladly send you as 
many copies of this catalog as you 
can profitably use. Write to 
American Automatic Electric Sales 
Company, 1033 West Van Buren 


Street, Chicago, Illinois. 


BURNS 


OFHCE SPECIALITIES 





OFFICE APPLIANCES 


CODE AUTHORITY MEMBERS APPROVED 


On January 17 the National Recovery Administration 
announced recognition of the following duly elected 
members of the Code Authority of the Ink Division of 
the Adhesive and Ink Industry. 

Walter F. Wyman, The Carter’s Ink Company, Cam- 
bridge, Mass.; H. F. Griswold, Sanford Manufacturing 
Company, Chicago; W. S. Stafford, S. S. Stafford, Inc., 
New York City; Raymond H. Jack, Ruxton Products, 
Inc., Cincinnati, O.; Carey W. Hord, The American 
Crayon Company, Sandusky, O., and George B. Bush, 
Scriptex Ink and Paste Company, Philadelphia. 


—_— a ee — 
OFFICE STATIONERY COMPANY MOVES 


The Office Stationery Company, formerly located at 
320 Market street, San Francisco, Calif., moved late 
last year into a new and modern store at 220 Bush 
street, San Francisco. The store is owned and man- 
aged by George B. Geramoni. 








WEDDING S 


COXHEAD-DOUGLASS 

On December 29, 1934, Stuart Coxhead and Miss Mar- 
garet Douglass were married at Grace church, Orange, 
N. J. Ralph C. Coxhead, brother of the groom, was 
best man, and Mrs. Ralph C. Coxhead was matron of 
honor. 

After the wedding a reception was held at the Essex 
County Country Club in West Orange, N. J. 

The bride and groom are now on a three-months’ 
trip, during which they will visit Hawaii, New Zealand 
and Australia. 





DAYTON-CARR 


Miss Eleanor Dayton, cashier of the San Diego 
branch of the Underwood Elliott Fisher Company, was 
married recently to Leslie T. Carr, formerly a salesman 
for the company. He had served at the Harrisburg, 
San Francisco, Sacramento and San Diego branches. 
The UEF News commented on this nuptial as proving 
that UEF training on both sides of the family assures 
domestic bliss. 





o£ * DOC 
MISS VIRGINIA LOU MORRIS 


Early Christmas morning a tiny black-haired girl was 
born to Mr. and Mrs. Bert Morris of Los Angeles, Calif. 
The young lady missed being the first Christmas baby 
in Los Angeles by less than an hour. She was pictured 
with two other Christmas babies in the December 25 
issue of the Los Angeles Express and her advent was 
announced over the local radio. 

Mr. and Mrs. Morris appropriately combined holiday 
greetings with a birthday announcement concerning 
“Virginia Lou, Born Christmas Morn 1934.” 

Bert Morris is a prominent west coast representative 
of several office equipment and supplies manufacturers. 





—_—__—_—___ 
MASTER GERALD WARNER PRICE 


An eight-pound boy was born to Mr. and Mrs. J. G. 
(Jerry) Price, at 9:25 P. M., December 19, 1934. The 
newcomer has been named Gerald Warner. 

Mr. Price is manager of the Price-Jones Office Supply 
Company at West Plains, Mo. 
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Remington Rand’s 


New ‘‘Matched Line’”’ 
of Duplicator Supplies 





With this trio of *‘Matched’’ products, 
Remington Rand further extends its broad 
service in the field of office equipment. 


For the past two years, Remington Rand has made ex- 
haustive experiments in the field of duplicator supplies. Dur- 
ing that time, the products now being introduced have been 
subject to the critical tests of actual users. Not until these 
users were completely satisfied that the RR “matched” line 
of duplicator supplies was superior to any other duplicating 
material on the market was it deemed ready to offer to the 
public, under the name of Remington Rand. 


RR2 STENCIL PAPER 
RR DUPLICATOR INK 
RR CORRECTION FLUID 


For more detailed information concerning these new products, address Remington 
Rand Inc., Duplicator Supplies Division, Bridgeport. Conn. 


Remington Rand Ine. 





RR2 STENCIL PAPER is made stylus work. Quality is consistently 
from an improved formula and man- uniform with minimum deterioration 
ufacturing process which gives it en- through age. This stencil pro- 
tirely new balance. The qualities of duces an entirely new standard of 
pliability and durability have com- excellence in duplicating results. 
bined to a degree never before at- RR DUPLICATOR INK. A 
tained. Every RR2 STENCIL will strong, brilliant write, unrivalled for 
make upwards of 5000 copies. Ex- darkness of impression and long life. 
tremes of temperature have no per- RR CORRECTION FLUID. 
ceptible effect. Broad or sharp im- Heralds a new, quick-drying method. 
pressions may be secured from the Eliminates the inconveniences of old 
same sheet and it is unequalled for fashioned correction fluids. 

















Le g Utfur 
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The “/Aé file is the quietest operating file 
made. The drawers glide on a new type 
of suspension (patented). Hardened steel 
balls, not rollers, carry the drawer so 
easily and smoothly that you can open 
a loaded drawer with your finger-nail. No 


friction! No noise! 


The 2 Jivle File is really reinforced; not with 
a few flimsy braces, but with a heavy 13- 
gauge 2-inch “‘torque plate’’ welded in 
each corner of each drawer opening. This 
insures square drawer openings—drawers 


that always fit. 


The *Jile File is as good looking as it is 
good working. The distinctive bronze 
hardware is modern in treatment yet 
dignified and rich. Business needs this 
finer filing cabinet. It is Steelcase at its 
best. May we send you full particulars? 


METAL OFFICE FURNITURE COMPANY 
GRAND RAPIDS, MICHIGAN 


[| 
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OFFICE APPLIANCES 


Check. tase. Fatwa 


NOISELESS OPERATION 
EASIEST RUNNING 
DRAWERS 


REINFORCED 
CONSTRUCTION 


MODERN 
APPEARANCE 
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FIBROIN VOLUME SHOWS BIG INCREASE IN 1934 


The Fibroin Stencil Corporation, Jacksonville, Fla., 
reports an increase of over thirty-four per cent in sales 
volume during 1934. It is anticipated by executives of 
the company that the 1934 record will be exceeded in 
1935. 

Ten years ago Ben A. DuPre founded the Fibroin 
Stencil Corporation and engaged in the business of dis- 
tributing locally duplicator stencils and supplies. Since 
its inception and under Mr. DuPre’s management the 
business has grown until it has today a dealer organi- 
zation of over seven hundred located in all parts of the 
United States. Mr. DuPre chose the name Fibroin for 
the stencils his company distributes on the premise 
that the name should not only be distinctive but also 
indicate the fibrous toughness and strength of the 
product. 

It is stated that through controlled climatic condi- 
tions, constant supervision by a competent chemist, 
and a triple inspection that prevents sub-standards 
from getting into distribution, the Fibroin Stencil Cor- 
poration is in a position to guarantee its stencils un- 
conditionally for a period of three years. 

In addition to stencils, the Fibroin line includes inks, 
correction fluid, writing plates, silk sheets, a complete 
assortment of stylus pens and the Styluscope for re- 
producing drawings and special designs. 

The Fribroin Stencil Corporation has distributed top 
printed stencils for a number of years and recently in- 
troduced an improved duplicator ink designated as 
Fibroin No. 40. This ink is said to flow freely in the 
coldest weather. Another popular Fibroin ink is the 
No. 30 described as a stencil ink producing unusually 
black impressions and giving upwards of 12,000 copies 


per pound. 
> 


FULTON MAKES DAVISON WEST COAST MANAGER 


As a result of Sales Manager Louis Tavernier’s re- 
cent trip to the Pacific Coast, The Fulton Specialty 
Company, manufacturers of stamp pads, daters and 
rubber stamp toys, has decided to carry a comprehen- 
sive stock in that territory to care for their increasing 
business, and accordingly have located at 72 New Mont- 
gomery street, San Francisco, Calif. 

The new office and stockroom will be in charge of 
O. H. Davison, who has been identified with the trade 
for years. Mr. Davison numbers among his acquaint- 
ances practically every dealer and jobber in the terri- 
tory which he will cover in his new connection. His 
success with a number of non-competitive lines is well 
known and with a complete stock of Fulton specialties 
at his disposal, he is in a position to ship and bill out 
merchandise as soon as the orders come in. 

In making this new move, it is the intention of The 
Fulton Specialty Company to do everything possible to 
keep feeding a continual flow of merchandise to their 
many outlets which are now steadily ordering in in- 
creasing volume because of improving business con- 
ditions. 

oo 


DANDO OFFICE EQUIPMENT CO. IN NEW PLACE 


New headquarters have recently been taken by the 
Dando Office Equipment Company at 1103-05 Fourth 
avenue, Seattle, where the Seattle Office Equipment 
Company was previously located. Featured in the 
present store, which is close to the public library, are 
banking equipment, safes, desks, chairs, and a fine dis- 
play of general office supplies, financial house and 
business furniture —CML 
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Cash in on 


THE 
SEAL OF 
QUALITY 


© Build up a bigger 
business on the 
“line that repeats!” 


GRAND PRIZE 
CARBONS and RIBBONS 


make “comeback” customers 
v 


PACIFIC CARBON AND 
RIBBON MFG. CO. 


J. FRANCIS O'CONNOR, Pres. 


Head Office and Factory: 
1451 Harrison St., San Francisco, Calif. 
New York Office: 
42 Exchange Place 


Chicago Office: 
608 So. Dearborn St. 





Boston Office: Los Angeles Office: 
ee 66 Franklin St. 406 So. Main St. 

Denver Office: Atlanta Office: 

1030 15th St. 503 Volunteer Bldg. 


Send for BOOKLET 
WRITE FOR YOUR 
COPY OF “CARBON PAPER 


FACTS” Containing interesting data concerning the 
manufacture and use of carbon paper and typewriter rib- 
bon—this booklet will help to increase your sales. It’s 
free and yours for the asking. 
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Errors in trade are frequently made 
Where the great game of commerce 
is played. 
In typewriting or pen, 
From Rome to Rouen, 
They’re quickly corrected with 


SUEDE. 


E emphasize the fact that WELDON 

ROBERTS ERASERS are used all over 
the world because it is conclusive proof of their 
universal popularity. It proves that WELDON 
ROBERTS ERASERS are profitable which is 
what you really want to know about the items 
you sell. 


Insuring WELDON ROBERTS popularity is the 
experience of many years’ specialization in eraser 
manufacture—-scientifically compounding rubber 
for every eraser need—quality that means quick, 
clean erasing-——a complete line with many fast 
selling leaders. 

For example, take WELDON ROBERTS NO. 
900 SUEDE—an ideal eraser for typists. It 
brushes away typing errors, pencil marks and 
smudges without a scratch or a scrape. Easy- 
to-hold, rounded octagon shape. Feature it in 
every display of typewriter supplies. Its quality 
and appearance will do the rest. 





WELDON ROBERTS RUBBER CO. 
America’s Eraser Specialists 
Newark New Jersey 





OFFICE APPLIANCES 


AMERICAN WRITING MACHINE MOVES 
BOSTON BRANCH 
The American Writing Machine Company of New 
York has leased a store at 171 Federal street, Boston, 
Mass. This is in charge of S. W. Williams, who has 
been with the company many years. His connection 
with the field goes back to the old Densmore days. 
During the past five or six years the company has been 





S. W. Williams. 


doing a business which was practically entirely whole- 
sale at 114 Federal street. Now the company has gone 
back to a street location, moving down a block or two 
from the old address. It is probably as good a location 
as there is in Boston, according to C. R. Underwood, 


secretary of the company. 
+ 


Carter Cubes the Basis of Attractive Window Display.—Using 
current events of public interest as a basis for a window display 
is one of the plans successfully adopted by the office equipment 
house of Tuttle, Morehouse & Taylor, New Haven, Conn. Be- 
fore the football game last fall between Yale and Harvard in the 
Yale Bowl, Tuttle, Morehouse & Taylor laid off the floor of one 
of their windows after the manner of a football field. Then 
eleven Carter's Sunset Red Cubes were laid out in kick-off 
formation opposing eleven Carter’s Midnight Blue Cubes in 
receiving position. The timeliness and ingenuity of the display 
caused much favorable comment. There was a suggestion of 
humor that was not lost on the public. 
> 
MESSRS. BARKER AND FOWLS APPOINTED 


MAJESTIC LOUNGE REPRESENTATIVES 

During the winter furniture market held in Chicago 
last month, William Berkovitz, president of the Ma- 
jestic Lounge Company, Inc., 6 West Eighteenth street, 
New York, N. Y., was in attendance at his company’s 
display in the Merchandise Mart. While in Chicago, 
Mr. Berkovitz had conferences with several sales rep- 
resentatives and appointed James S. Fowls, 3414 Eu- 
clid Heights, Cleveland, Ohio, as representative in the 
state of Ohio and Pittsburgh, Pennsylvania, and W. A. 
Barker, 9321 Navaare avenue, Detroit, Mich., as repre- 
sentative in Detroit. 
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Art Metal agents’ sales up 90% in 1934 over 1933 


A MESSAGE 


In 1934 Art Metal agents averaged 
$1.90 in Art Metal business as com- 
pared with $1.00 in 1933. 

We look forward with confidence 
to 1935. The general indications 
are that real progress toward re- 
covery will be made. That means 


that the Art Metal line should be 


an important factor in the sales 


AGENCY DIVISION, ART 


FROM THE 


and profits of agencies this year. 

Art Metal Construction Company 
is the world’s largest makers of steel 
office furniture. It will maintain its 


leadership in 1935. 


Ne ua 


wt Trt Metal * 





METAL CONSTRUCTION 


co., 


SALES MANAGER: 


There are opportunities for alert 
dealers in certain cities where there 
are not now Art Metal franchises. We 
would be glad to discuss the possi- 
bilities of such a franchise with you. 

If you are interested please let 


me know. There is, of course, no 


obligation. 
E. A. Keeling, 
GENERAL SALES MANAGER 
JAMESTOWN, N. Y. 











OFFICE APPLIANCES 


“The Finest Ink’..... 


MAY NOT MAKE THE FINEST CARBON PAPER 





best obtainable paper and 

ink, to turn out carbons 

that meet COLUMBIA’S 

a standard. 

\ Uniform, guaranteed qual- 
ity, the kind your most 
profitable customers want 
and pay for, requires 


No manufacturer has a 
monopoly on quality mate- 
rials, though enormous buy- 
ing power such as Colum- 
bia’s, can frequently secure 
the finest raw products at 
the lowest cost. 


As an example: An un- 


satisfactory carbon sheet a combinalion which few 





firms beside Columbia can 
offer. Why guess, then, at 
the value back of meaningless brands of 
small or unknown manufacturers? In rib- 


can come even from the use 
of the finest ingredients. The best 
intentions and materials are not sufficient 


to produce quality carbon paper. It takes : bp 
mes, ty A pal mg bons and carbons there IS a difference! 
a combination of skill, careful supervision, Take the Columbia way—write for 
specially made modern machinery, ac- samples and prices—or list your specific 
curate laboratory control, as well as the requirements. 
DON'T GUESS — WHEN YOU CAN BE SURE .... THERE is A DIFFERENCE! 


CoLuMBIA Rippon & CARBON Mec. Co., Inc. Main Office and Factory —Glen Cove, L. 1. N.Y. 
Export Department 305-313 East 45th Street, New York City 


Section 
of 
Ink 
Grinding 
Depart- 
ment 














ety"! al bia tin 


LONDON, ENGLAND SYONEY, AUSTRALIA MILAN, ITALY ‘ Guen COVE, N.Y. U.S.A. 


Corner Stones of Quality in the Four Corners of the Earth 
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E. J. BRADLEY PROMOTED BY CONKLIN 


The Conklin Pen Company, Toledo, Ohio, has ap- 
pointed E. J. Bradley to the newly created position of 
sales promotion assistant to Tom Emerson, sales man- 
ager. Mr. Bradley was in charge of sales at the Chi- 
cago branch, and is well known to the midwest trade. 
He assumes more important duties in the Conklin sales 
department, confident that an era of splendid oppor- 
tunity lies before the company and himself, in carry- 
ing out a broadly aggressive sales promotion policy ad- 
justed to the newer phases of distribution. 

Plans for the rapid expansion of the Conklin sales 
effort were revealed last month to a general conven- 
tion of salesmen at the factory, and at a regional con- 
vention in New York by Sales Manager Emerson. 

“The Conklin line includes many new numbers and 
the still further improvement of the ‘Nozac’ word gauge 
line of pens,” said Mr. Emerson. “The ‘Nozac’ was a 
pioneer in the sacless fountain pen field over three 
years ago. It has helped to convert the fountain pen 
market to pens of the sacless types.” 

—>—. 
A VALUABLE BOOK 


The Ronald Press Company of 15 East Twenty-sixth 
street, New York, has just published a useful book 
known as the Handy Office Book of System, Form and 
Method. This volume of 277 pages contains a surpris- 
ing amount of practical information. It is a valuable 
right hand assistant in the day’s work to practically 
any business man, because it presents information that 
is constantly needed and gives it in instantly usable 
form. In this volume, business men have actually at 
hand the benefit of years of experience and of access 
to the best methods that have been developed. The 
book was planned and compiled by the editorial staff 
of the Ronald Press Company, and its preparation re- 
quired months of effort to design the book and gather 
the material, to say nothing of the years of work by 
able men to find the best way and the right answer 
to each of a thousand practical business questions. 
The book gives final answers with working forms, 
necessary definitions and practical suggestions on 
every point. It is not a book to be read but a manual 


for reference. 
—~>— 


PAUL JONES, SALES ENTHUSIAST 


Paul Jones, Chicago manager for the Royal Type- 
writer Company, is enthusiastic about many things, but 
he has a particular enthusiasm for sales work and the 
Royal Typewriter salesmen with whom he works. He 
reports that there are more salesmen working out of 
the Chicago office than ever before. He reports further 
that the earnings of salesmen in his staff were the 
highest in 1934 in the history of the office. As a con- 
crete example of his enthusiasm he recently added five 
junior salesmen to his organization. 

Mr. Jones is optimistic about the future. Although 
1934 was one of the most profitable years in the record 
of the Chicago office, he looks forward to better things 
in 1935. One reason for his optimism is that during the 
past several months collections have been exception- 
ally high. 

A. B. DICK ADDS TO DEALER CONTACT STAFF 


Effective February 1, four new dealer contact men 
were added to the sales staff by the A. B. Dick Com- 
pany. There are now sixteen of these contact men con- 
Stantly in the field throughout the country. aiding 
dealers in their work of merchandising Mimeographs 
and supplies, 
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Globe-Wernicke 


New, Improved 
UTILITY INDEX 


TASS... 








- 





Index Everything \' 
Hide Nothing ~ _— 


This fast-moving merchandise offers generous profits 
and brings repeat business. Utility Index Tabs meet 
every indexing requirement and their convenience 
makes them appeal to every customer. Available in 
shield type, indexed type, and strip type tabs. The 
latter kind is illustrated above and may be cut to 
any size desired. 


Ask for details about how you can receive a hand- 
some walnut display case free of charge, with a 
small assortment of Utility Index Tabs. 


Transparent Flexible Apron 


Front apron of transparent clear cel- 

luloid—is easily applied—sticks tight 

\ —positive automatic stop assures per- 
fect alignment. 


Heavy Celluloid Back 


Provides a stiff reinforcement that 
keeps the tab rigid—preventing crack- 
ing or breaking. Strongest where strain 
is greatest. 








EVERY BUSINESS 
NEEDS VISIBLE 
RECORD CONTROL 


In each community, there is a 
rapidly growing market for 
Globe-Wernicke visible record 
equipment. Business is demand- 
ing facts about sales, credits, 
accounts receivable, stock 
turnover, purchases, payroll, 
etc. Visible records provide 
finger tip control, as well as 
accurate information, which 

is instantly available. 







Distinctive, exclusive, patented features of Globe- 
Wernicke visible record equipment are often the 
deciding factor that lands profitable orders for our 
dealers. Let us tell you about the opportunity to 


make money with a visible record department. 


Globe-Wernicke 





Cincinnati, Ohio 
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Prove to your own satisfaction that the statements 
we make about the FIBROIN Indestructible Stencil 


are true in every detail... 


7? 


That: The FIBROIN is absolutely uniform in color 
and weight . . . it will neither fade nor dry out 

. the loop letters will not cut out . . . and, that it will produce the 
greatest number of clear, clean cut copies per stencil. 


POs 7 


The FIBROIN Indestructible Stencil is made for 
every make of machine ... Mimeograph... 
Neostyle . . . Rotospeed .. . Lettergraph, etc., and in all colors, 
White ... Blue... Green... and Brown. We have featured the 
“Top-printed” stencil for many years, as well as the ‘“Backing-printed” 
stencil. 


Prove that FIBROIN meets every duplicator 

demand, quickly, economically, and well... 
FIBROIN is never sold retail . . . we sell ONLY to aggressive, reputable 
stationery dealers . . . write us NOW, on your letterhead, for samples 
of the FIBROIN Indestructible Stencil . . . and TEST THEM. 


FIBRIN 


STENCIL CORPORATION 


306 WEST ADAMS STREET... ...JACKSONVILLE, FLORIDA 
Branches: BOSTON, CINCINNATI, DALLAS, LOS ANGELES 
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THE WINTER FURNITURE MARKET IN CHICAGO 


Although the furniture featured at the Chicago 
January market was primarily of the household type 
both at the American Furniture Mart and the Merch- 
andise Mart, a few manufacturers showed some lines 
for office use. At the American Furniture Mart were 
the following: 

Heywood-Wakefield Company, Boston, Mass., and 
Chicago, Ill—The company’s regular line of office 
chairs was shown. C. M. Sailor was in charge. 

Howell Company, Geneva, Ill.—Tubular chrome steel 
chairs, lounges, smoking stands, etc., for office recep- 
tion rooms were exhibited. Also shown was a wood- 
bodied office desk with linoleum top and chromium 
trim. 

Imperial Desk Company, Evansville, Ind.—Knee hole 
desks, table desks, secretaries and bookcases in period 
styles for office and home use were displayed. R. C. 
Hamilton, secretary of the company, was in attendance 
during the market. 

George L. Lamb, Nappanee, Ind.—The regular Lamb 
line of costumers and screens was exhibited. 

Troy Sunshade Company, Troy, Ohio.—Office chairs 
and desks, reception room and lounge furniture of 
chrome steel were on display. 

The Wabash Cabinet Company, Wabash, Ind.—The 
Wabash line of secretaries, bookcases, knee hole desks, 
students desks and occasional furniture were featured. 
E. V. Hughes, sales manager of the furniture division 
of the company, was in charge. 


Merchandise Mart Exhibits 
Majestic Lounge Company, New York, N. Y.—William 
Berkovitz, president of the company was in attendance 
and stated that the display of sixty pieces chosen from 
Majestic stock lines, was the only exclusive leather up- 
holstered furniture exhibit in the Middle West. He 
reported establishment of several new accounts with 
office furniture dealers and department stores. The 
display is to be maintained permanently. 
The Sikes Company, Buffalo, N. Y.—The complete 
Sikes-Cutler line of office desks, and the Sikes line of 
office chairs were displayed. 


Comment on Furniture Industry Situation 

Congressman Joseph B. Shannon, of Kansas City, Mo., 
addressed the Furniture Club at the Furniture Mart 
January 11 on “Government in Competition with In- 
dustry,” as reported by the Chicago Journal of Com- 
merce January 12. 

“The furniture industry is fortunate that Congress 
stopped the construction of a government furniture 
factory in West Virginia, because—if it had once 
started—it would have continued in operation like 
most burocratic self-perpetuating activities. 

“In addition to its regular interference in private 
industry, it is now competing with you fellows in the 
making of mattresses. History shows many other 
places in which the federal government once gets into 
business—and then never gets out. Our congressional 
investigation a short while ago revealed more than 
200 cases of such interference. It was particularly dif- 
ficult to stop the furniture factory project due to the 
interest of persons high up who backed the project.” 
Continuing, Mr. Shannon said, “In government in- 
dustries, accurate costs of production are not kept.” 
Mr. Shannon produced hack saw blades, which he said 
are now being made in government owned factories, 
and showed arch supports such as the navy depart- 
ment offered to make. 

“When government gets into business,” he continued, 


| “it expands.” 
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PINS ARE PROFITABLE IN 
THE FLATPAK 











") prass PINS ome 
mee an Pn Devi OM an 












A PIN is more than just a necessary 
) item when it’s packed in Oakville’s 
handy Flatpak box. It’s an article of 


oe gu” "i 7 convenience. It’s a product with a 
F cor wo suesTiTy definite distinctive sales-story—-which is 
more than you can say of most pins. It’s asafe-to-handle, 


time-saving, pleasure-bringing item that your customers 
will recognize and buy. 


The three well-known Oakville pins described below are available in this 
up-to-date, improved packing. Stock them—the FLATPAK feature will 
sell them for you. 


F ull count in every box. 

L essens nuisance of pricked fingers. 

A llows pins to be handled with convenience, security, and economy. 
T akes only 1/ as much desk or shelf space. 

a and made according to Oakville quality standards. 

A dds to your profits, and saves time for your customer. 


x nown and recognized as the modern, sensible pin package. 





Puritan Bank Pins with Flatpak Feature Defender Commerce Superplated Steel Oakville Adamantine Steel Pins with 
All pins lie fat. Rust-proof—made of Pins with Flatpak Feature Flatpak Feature 
heavily-plated stiff brass wire. Perfect All pins lie flat. Made of stiff, steel All pins lie flat. Inexpensive but serv- 
heads. Smooth finish. Sharp tapered wire, with bright superplated finish. iceable. Made of good grade Adamantine 
points. Nine sizes, 00 to Lills. Packed Smooth heads. Sharp tapered points. steel wire. Sizes 1 to 7. Packed flat in 
flat in 4 1b., 4 Ib. and 5 Ib. Yellow Boxes. Heavy diameters for use on papers and % Ib., ¥% Ib., 1 Ib. and 5 Ib. Yellow Boxes. 


heavy materials. Nine sizes, 00 to Lills. 
Packed flat in \% Ib., \% Ib., 5 Ib. Yellow 
Boxes. 


OAKVILLE COMPANY wrrercue t’conkeerieut 


Pins, Clips, Fasteners, Thumb-Tacks, Tak-a-Pins, etc. 





NEW YORK CHICAGO SAN FRANCISCO 
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Time has Proved the Value, and Superiority, of the many 


Improved and Special Features Pioneered by Woodstock 


ADVANCED FEATURES 


that have proved their value 
IN USE 


Greater Paper Capacity 
and Longer Writing 
Line 
Tilting Paper Table 
fecelerating Type Bar 
iction 
Rigid Carriage Con- 
struction 
Improved Type Bar 
Segment 


Indiv idual Ke 


*Tuning” 
Longer LineSpace Lever 
Exclusive Frame 
Construction 


nouncement. 

Woodstock has never brought out new models nor new features 
to catch the eye or intrigue those who 
Every improvement, 


conan ED Features prove their value in use, not through an- 


for the mere sake of change 
are susceptible to “something different.” 
every piece of advanced engineering incorporated in the Woodstock 
has been adopted to meet some specific need in business writing. 
Woodstock engineers have kept abreast, and a little ahead, of the 
tempo of modern business. 

Based on the soundest of time-tested principles of good typewriter 
construction each NEW feature has added plus performance, plus 
durability, plus value to the product. 

\lany of the ADVANCED features of the Woodstock are exclusive 


pioneering improvements that are unmatched. ind every 


feature has been proved in use. 


Woodstock incorporates more advanced features than are to be 
found in any other one writing machine. You are invited to 


demonstrate these facts in your own office, on your own work. 


WOODSTOCK 





7's Cw OC 
SIX NORTH mt Ree Me AVENUE, 


Branches in Principal Cities ° 


T E R 


> o ‘ ° 











COMPAN Y 


CHICAGO 
Distributors All Over the World 
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TONKIN WINS FIRST PLACE IN VICTOR SALES 
CONTEST 

On December 17, 1934, William Tonkin, manager in 
the Far West for the Victor Adding Machine Company 
with headquarters at Los Angeles, received a telegram 
from the Victor home office congratulating him upon | 
winning first place honors and the president’s grand 
prize in the sales contest conducted October 15 to De- 
cember 15, 1934. Mr. Tonkin’s personal sales reached a 
total of $10,400, a record representing 694 per cent of 
quota. 





William Tonkin, Los Angeles, Calif., Reading Telegrams Inform. 
ing Him That He Had Won First Place Honors and President's 
Grand Prize in a Recent Victor Sales Contest. 


Mr. Tonkin reports that his Los Angeles sales staff 
and his agents in the eight states west of the Rockies 
have all been doing a satisfactory volume of business. 
While the record is good for 1934, he sees a favorable 
outlook for a higher achievement in 1935. 


<= 
EADON REPRESENTS HUNT PEN IN MIDDLE WEST STEEL HIGH LINE 


Commencing the first of the year, A. E. Eadon be- | ° 
came representative for C. Howard Hunt Pen Company Steel Book Shelving 


in the middle western area. He comes west after hav- 


ing spent thirty-five years with the company in the | Steel Special Work 


east, most of the time in the home office. Five years 








4. E. Eadon 


were spent doing missionary work throughout the | 
country, his travels taking him north, south and to) 
the Pacific coast. By personal calls and attendance 
at local trade gatherings, he is fast becoming ac- | 
quainted with the dealers in his new field of endeavor. 
His headquarters are at 325 North Austin boulevard, 
Chicago. 
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STEEL DESKS 


“JUTITE” AND “FOLDITE” 


CARDS - CARD GUIDES 
SPECIAL WORK 
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A YEAR AND A HALF AHEAD 


OUR 28-YEAR-OLD SLOGAN 


lt does not make much difference what is 
wanted in the way of Steel Office Equipment 
or Filing Supplies we either have it in 


can make it quickly. 


stock or if special . 
A Complete Line 
for a Complete Satisfaction 


STEEL FILES 
4 GRADES 
ALL SIZES 


4 GRADES 
ALL SIZES 





Steel CUPBOARDS 
2 GRADES 














i» STEEL TRANSFER CASES 
=> We) CARD CABINETS 
‘“—-_) “al CORRESPONDENCE 


—— TRAYS 
a= W 


BASKETS - TICKLER 
MANILA FOLDERS 





BOXES - ETC. 


VERTICAL GUIDES 





YOU CAN COMBINE STEEL AND SUPPLY ITEMS 
TO MAKE 100-POUND SHIPMENTS FOR FREIGHT 
ALLOWANCE. 


BROWNE-MORSE 


COMPANY 
MUSKEGON, MICHIGAN 


CHICAG FF E 


35 E. Wacker Drive 


NEW YORK OFFICE 
140 Maiden Lane 
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A 1935 product 

made for perfect 

service; packaged 
for ready sale. 


Rux-tone 


RubberCement 


Here is a new product which offers stationers new sales 
opportunities. It is an ideal adhesive either for tem- 
porary or permanent use. Its field is extremely broad, 
including offices everywhere, art studios, schools and 
other establishments, and is expanding constantly. 


As with other RUX-TONE products, we help the dealer 
move his merchandise by beautiful packaging. Rux- 
Tone Rubber Cement comes in an attention-compelling 
red, white and black carton with the same color design 
carried to the tube. 


Write for details. 


Rux-tone 


CARBONS + RIBBONS «+ INKS 
ADHESIVES + POSTER COLORS 


Ruxton Products, Inc. 
430 New Street, Cincinnati, Ohio 
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HUNTER SMITH-CORONA DETROIT MANAGER 


Branch Sales Manager James B. McCormick of L. C. 
Smith & Corona Typewriters, Inc., has announced the 
appointment of Edwin E. Hunter as manager of the 
Detroit branch of that company. He succeeds A. L. 
Foxcroft, who was recently made manager of the Chi- 
cago branch. Mr. Hunter, well known among the type- 
writer fraternity, started in the typewriter business 
while still in school. He learned how to repair and 








“Ed” E. Hunter 


sell Model 2 L. C. Smiths and the Standard Folding 
typewriter, which later became the Corona. He has 
been with the L. C. Smith & Corona Company con- 
tinuously since that time, having been branch man- 
ager in three different branches, and district sales 
manager in the midwest and on the west coast. A 
few years ago he decided to become a dealer and 
started a business in San Jose, California. He was 
successful and built up a good business, which he 
recently turned over to his sons, Wayne E. Hunter and 


Ronald G. Hunter. 
a 


WOODRUFF NOTES GOOD CONDITIONS IN WEST 

Stanley Woodruff, well known as the representative 
of Acco Products, Inc., Long Island City, New York, in 
Pennsylvania, New Jersey and West Virginia, has re- 
turned to his regular territory after a special trip for 


i 








Stanley Woodruff 


Acco to western points for investigation and survey. 
Because of Mr. Woodruff’s broad experience in the in- 
dustry covering other divisions of the field prior to his 
taking up the Acco line, his reaction to the experiences 
of his trip are valuable. He reports conditions im- 
proved and feels much encouraged over the outlook. 
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MAKING COMPARISONS 


No machine is better or more efficient 
except by comparison with others. 


You Will Find 


ALLEN-WALES 


ADDING MACHINES 


do not suffer by comparison. With their record for 
dependability gained throughout the years, they 
bring you also such sound and desirable features 
and improvements as to confirm, by comparison, 
all claims for supremacy. 


You Will Find 
a complete line that meets every demand of today’s 
business for electric and hand operated portable 


desk models as well as heavy duty machines, with 
or without direct subtraction. 




















Reliable dealers everywhere should know our policy 
and the value of an Allen-Wales Dealer Franchise. 





New 9 Electric 
* 
WRITE TODAY 
FOR PARTICULARS 
REGARDING 
YOUR TERRITORY 
4 


LEADING DEALERS 
WILL BE INTERESTED 





New 11 Electric 
















ADDING and SUBTRACTING MACHINES 


W. J. PICKERING, 7 


GENERAL OFFICES: 515 MADISON AVENUE, NEW YORK, U. S. A. 


MACHINE CORPORATION 


President 
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Hair Merchandisin og Pacices 


of the BOORUM & PEASE COMPANY 





rr ee i. 


+ We are engaged in manufacturing blank 


books and loose leaf devices for stationery dealers. We desire to restate to our 
dealers and all others interested the time approved practices of our company. 





Lvs, we practice the continuous im- 
provement of quality in our products 
and the merchandising of quality 


good. + + + + + + + 


Led, we discourage the sale and 
distribution of inferior and low-priced 
products. 


Se ee ln oe 


3r d, we have not created a direct 
consumer contact organization, as 
we believe dealers are competent, 
through their own sales organiza- 
tions, to make all consumer contacts. 
No manufacturer should quote any 
consumer discounts or net prices 
which are lower than can be quoted 
profitably by dealers, even though 
some unfairly favored dealer may be 
credited with a commission on such 


sales + + + + + + + + 


Sen, we refer direct consumer in- 
quiries to local dealers.s5 + + + 


Suh, we render our full coopera- 


tion to all trade associations. + + 


Oxh, we do not quote or sell chain 
stores. We believe that it creates un- 
fair competition for dealers on quality 
products. ~_ > +e + 


-_- + 


Th, we believe in the stabilization 
of resale prices by issuing consumer's 
resale price lists on blank books and 
loose leaf devices in accordance with 
the resolution passed at the last con- 
vention of the National Association 
of Stationers. + + + + + + 


Sth, we unfortunately cannot make 
agreements with dealers obligating 
them to maintain our recommended 
resale prices. Such agreements are 
not permitted by law except in the 
State of California, where we are will- 
ing so to do. We do without any 
agreement with our dealers recom- 
mend to them and to the trade, prices 
at which we desire our products to be 
sold. Whenever we find a dealer who, 
in our opinion, through failure to ob- 
serve this policy, injures our busiriess, 
we reserve the right to cease selling 
our productstohim. + + + ~+ 


On, we do not consign our pune 


ucts. + + r+ r+ + + 


These policies will be continued 
by Boorum & Pease Company in its 
wholehearted effort to strengthen 
the stationery dealer. + + + + 





—  - Berne, ee 





january 1, 1935 
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VICTOR ADDING MACHINE AGENCY TAKES NEW 
SEATTLE OFFICES 

H. M. Rosen, manager of the Victor Adding Machine 
Agency, has recently moved into a new location with 
which he and his staff are much delighted. The illus- 
tration shows the old and new locations. 

In 1932, Mr. Rosen was appointed manager of the 
Victor agency at Seattle. Since that time, the business 
has expanded to such an extent that it was necessary 
to acquire additional space. The old location provided 
approximately six hundred square feet of floor space. 
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Victor Adding Machine Headquarters in Seattle.-Formerly only 
the store second from the corner was occupied. Recently the 
corner store was taken as well. 


Now the agency has fourteen hundred square feet. 
They now have thirty feet of window display space 
instead of ten and employ the time of two mechanics 
who often are obliged to do overtime work. 

According to a bulletin issued by the Victor Adding 
Machine Company of Chicago, Seattle improved one 
hundred fifty-seven per cent during the first six 
months of 1934 over all of 1933. It is said that no 
other office in the organization has made as great a 
percentage of gain. 


—_ 
A NEW PRICE LIST OF ALMA DESKS 


The Alma Desk Company of High Point, N. C., issued 
a new price list effective on January 15, superseding 
all previous lists. The company announces that num- 
bers not shown on the list have been discontinued. The 
price list covers nine series and gives full information 
as to terms, finishes, packing, delivery, etc. A useful 
telegraph code is given on the back page. 

aiieenn 

MODEL C UNDERWOOD WELL RECEIVED IN TEXAS 

W. R. Van Derveer, San Antonio branch manager for 
the Underwood Elliott Fisher Company, is authority 
for the statement that the new Model C Underwood 
has met with a cordial reception and that it will be 
an important factor in the better business which is 
expected this year —BCR 

_ 
CROSSMAN & CLAYTON MOVE 

On February 1 Crossman & Clayton, well known sta- 
tioners of New York City, moved from 327 Broadway 
into larger quarters at 65 Duane street, Vernon Place. 
By reason of the combined efforts of D. T. Crossman 
and S. S. Clayton, the business outgrew its premises 
on Broadway. 
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Bates Featherweight 
— Bakelite frame 
gives lightness plus 
strength. The most 
popular numbering 
machine made. 


When you sell a Bates Featherweight 
Numbering Machine, you have given your 
customer the very best machine that has 
ever been made. Love or money can’t buy 
a better one— it doesn’t exist. 

And how operators enthuse about the 
lightness of the Featherweight. The Bake- 
lite frame has done away with unnecessary 
weight without any sacrifice of strength. 
Bates guarantees the frame against breaking 
for the life of the machine. 


Bates 


QUALITY PRODUCTS 





THE BATES MPG. CO., Orange, N. J. * New York Office: 20 Vesey St. 


Bates Eyeleters 
Bates Ink, ete. 
Bates Perforators 


Bates Indexes 
Bates Eyelets 


Makers of Bates Staplers 
Mun-Kee Silent Stamp Pads 
Bates File Fasteners 
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PRONTO 


SEMI-STEEL STORAGE FILES 


WE BELIEVE that any dealer who will insist 
on his salesmen carrying a sample PRONTO 
File under his arm and really demonstrating 
it to every customer he calls on, is bound to 
make money. 


WE BELIEVE after a salesman tries this for one 


day he will be convinced. 


WE BELIEVE he will find most of his cus- 
tomers wrapping their records in bundles and 
unable to locate records when wanted. 


WE BELIEVE his customers will be thankful 
for the PRONTO suggestion because of its 


low cost and convenience. 


TRY IT ON OUR SAY-SO. 


PRONTO FOLLOW BLOCKS 
This new sliding block makes PRONTO 


an active cabinet. It prevents records 
from sliding and slumping when the 
drawer is but partly full. 


SO a ee ee 40c each. 


l 
PRONTO FILE CORPORATION 


636 BROADWAY, NEW YORK, N. Y. 
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NEVA-CLOG PRODUCES USEFUL SALES MANUAL 

Anyone who examines the pages of the new manual 
for salesmen combined with the catalogue of Neva- 
Clog Products, Inc., Bridgeport, Conn., will be impressed 
by the thoroughness with which this manual presents 
to dealers’ salesmen many of the possibilities and 
sales arguments that will aid the sale of stapling ma- 
chines and staples. This is a valuable book which will 
be sent to any dealer who will make inquiry for it. 
The purpose of the manual is to acquaint Neva-Clog 
distributors with the company, its policies, products, 
markets and the utility of the several devices in the 
Neva-Clog line. The manual is intended to bring the 
manufacturer and the retailer closer together on a 
mutually profitable basis. It gives first, following the 
preface, a history of the company and the names of 
the officers. 

They now offer a complete new line which is de- 
scribed in the catalogue part of the book. 

The company outlines its policies in seven succinct 
paragraphs and this policy the dealers will readily ap- 
prove. Neva-Clog Products and the Neva-Clog guaran- 
tee are mentioned, then the book swings into the dis- 
cussion of the market and its possibilities, proving that 
practically every line of business and the several de- 
partments of each business need such products. The 
company contends that the market for stapling ma- 
chines has not been developed to anything near its 
possible capacity. 

There is a discussion of profit possibilities, including 
the profit in staple sales, followed by a discussion of 
merchandising and the application of novel and in- 
teresting methods. The importance of service is 
touched upon. The guarantee is described and four 
ways to test staples are given, followed by important 
points to consider in buying staples. 

The first fourteen pages are devoted to this mer- 
chandising discussion, followed by a twelve-page cat- 
alogue and then more pages dealing with practical 
salesmanship as applied to Neva-Clog stapling ma- 
chines. 

oe 


HIGH ALTITUDE AND FOUNTAIN PENS 


An item on Page 160 of the January issue of Office 
Appliances referred to the effect of high altitudes on 
fountain pens. The Booksellers, Stationers and Fancy 
Goods Journal, Melbourne, reported the experience of 
the two British flyers who spanned the Seas from Eng- 


land to Australia. 

The following cable was received by Mabie, Todd & Company (Aus- 
tralia) from its London house a few days after the noted airmen, 
Cathcart Jones and Waller reached London after their record flight: 

“Cathcart Jones and Waller both carrisd Swan pens during their 
record flight to Melbourne and back to England. They were enthusiastic 
over its merits, and report Swans as the only pens ever used not ex- 
ploding at height over 17,000 feet.” 

This is a rather remarkable statement, which should interest both 


fiying men and women. 

At high altitudes the atmospheric pressure causes 
fountain pens to release their ink contents in case the 
cap is removed suddenly. Individuals experienced in 
air flights remove the cap carefully and slowly, per- 
mitting the pressure within to adjust itself to the sur- 
rounding conditions. 


EE 


M. M. RANSTEAD & COMPANY TAKE NEW 
LOCATION 

M. M. Ranstead & Company, stationers and office 
supply dealers formerly located at 45 South Wells 
street, Chicago, Ill., are now established in larger and 
more convenient quarters at 208 West Monroe street. 
The company would like to receive recent catalogues 
and price lists from manufacturers. 








ama 

















FEBRUARY, 19 107 


For Twenty Years the Leader 
—and Still Leading! 
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MAK-UR-OWN 
INDEX TABS 


more dealers sell them, 
more consumers buy them 


than any other celluloid 


— ee eee . =e. 


e index tab : 

e® +R | 
THE REASON—a product that serves a univer- 
sal need as effectively and as economically as it 
can be served . . . a complete line with a tab 
for every purpose .. . advertising in national 


magazines and free sales helps to stimulate con- 
sumer buying. 





If you have not yet examined the new All Trans- 
parent Mak-ur-own Index Tabs, write for samples 

. its new, practical features offer many sales 
opportunities. 


THE VICTOR SAFE & EQUIPMENT COMPANY, INC. 


North Tonawanda, New York 











This Simple Key 
Makes Every 


Adjustment 
No wrenches or tools needed. By 
means of this simple key, the 


three important adjustments 

seat height, and vertical and hori 
zontal position of back, can be 
correctly made for any individual 
in a few seconds 

The new Harter rapid adjustment 
is simple, strong, concealed, posi 
tive in action far superior to 
bolts and nuts, hand wheeis, or 
any other kind of adjustment 





OFFICE APPLIANCES 





Instant..Easy Adjustment..NoNuts or 
Bolts..Beautiful.. Comfortable..Durable 





Harter Posture Chairs, which have helped to overcome 
fatigue, and increase efficiency in hundreds of offices 
and factories, are now instantly adjustable to provide 
correct, comfortable posture for any individual. 
A new, rapid-adjusting mechanism has been perfected 
which eliminates awkward unsightly nuts and bolts. 
In less than 60 seconds the 1935 Harter Chair can be 
correctly adjusted. 
This is a fundamental improvement that greatly in- 
creases the utility and convenience of the posture chair 
. . an improvement that, more than ever, makes 
Harter Posture Chairs the ‘‘World’s finest steel seating 
equipment.”’ 
The 1935 Harter line is offered in a choice of mohair or 
leather upholstery. 
Exclusive sales territories are open for dealers, with full 
protection and helpful cooperation. Send for dealer 
plan and new catalog of the complete Harter line. 





Thee HARTER CORPORATION Sturgis, Michigan 


Manufacturers of the World's Finest Steel Seating Equipment 
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NORTH CAROLINA CONCERN IN NEW QUARTERS 

The Thomas-Quickel Company, dealers in office, 
school and bank supplies, books, stationery, etc., at 
Durham, N. C., announce the removal of their store 
from 211 West Main street to the corner of Chapel Hill 
and Corcoran streets. The new location places the 
company in an advantageous position, putting it on 
the path to Durham’s new post office. The new store 
faces both Chapel Hill and Corcoran streets, with 
twenty-six feet of window space on the latter street 
and twenty-seven feet on Chapel Hill. 

The store is beautifully finished inside in antique 
ivory with stippled walls, white ceiling, and with an 
arched partition running through the building to di- 
vide the book, stationery and picture departments from 
the office supply and equipment group. The store is 
lighted with new indirect lighting fixtures, and a model 
office has been arranged to occupy the central display 
space in this part of the store. This model office will 
be under a powerful flood light. The windows are so 
arranged that the interior of the store is visible from 
the outside at all times. 

The company’s rubber stamp department has been 
enlarged and modernized. The entire second floor is 
devoted to office space, rubber stamps, picture framing 
and typewriter repair department. Storage room is 
provided in the basement for various types of stock. 

The Thomas-Quickel Company entered the office 
supply field in 1931 and have enjoyed a flattering 
growth during the past four years. 


~_ 


FRANSEN COMPANY IMPROVES STORE 


Improvements are observed at the A. E. Fransen Co., 
1105 Third avenue, Seattle, both in the stationery 
store, with new partitioning and a division of the ad- 
ministration office space, and in the printing depart- 
ment in the rear, where considerable new machinery 
and several presses have been added. A. E. Millo, 
formerly with the Sound Printing Company, has been 
installed as foreman of the printery. Claude Petti- 
bone, Jr., formerly with the National Stationery Com- 
pany at Seattle, has been added to the outside selling 
staff, which now consists of four sales experts con- 
tacting offices throughout the city. 

December sales were beyond expectations, the last 
month of the old year being tallied as the best month 
since 1929, and January stationery sales are holding 
well. Cash sales, it is said, have b2en running 500% 
better than previously during the depression, while 
collections on credit business have been good, declares 
Mr. Fransen.—CML 

> 
SEATTLE DESK COMPANY EXPANDS 

Expansion of the De Voss Desk Company is seen at 
719 Third avenue, Seattle, where contractors have 
started construction of a balcony, storerooms and other 
additions to the handsome new store. A considerable 
financial outlay is being made for the many improve- 
ments in this office furniture house, whose premises 
on Third avenue are in the center of the office building 
district of the Puget Sound metropolis—CML 

~> 
CHICAGO STATIONER’S NAME GIVEN TO STREET 

“Local Oddities” of The Chicago Daily News reports 
that an avenue in South Chicago is named after an 
early Chicago stationer. This is Burley avenue, named 
for Augustus Harris Burley, who arrived in Chicago in 
1837. He engaged in the book and stationery business, 
and also organized the first Chicago fire company. 
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Greater writing surface 


big selling point for 


Postindex dealers 





¥*& One of many cases in which 
the feature of greater writing 
surface gave a Postindex agent 
a distinct advantage over his 
competition is that of a sale to 
the Fire Department of an 
Eastern New York city. 

With the help of the systems’ 
staff at Jamestown the local 
Postindex agent worked out a 
record consisting of two four- 





Six-page form 
with perforated detachable page. 





Six-page form 
using separate auxiliary sheet. 


page cards on each holder 
which served the purpose ad- 
mirably. He received an order 
for 18 Rapid Stacks and 18,000 
cards amounting to $795.20. 

The Postindex spring wire 
with machined, aluminum 
trunnions on either end is the 
simplest and most perfect card 
holder yet invented. Its very 
simplicity goes far toward 
making Postindex so flexible 
in meeting requirements for 
all kinds of records. 

Inquire about the franchise 
for your city, today. You can 
capitalize upon the direct, 
simple sales story inherent in 
Postindex. 





Two four-page forms on one wire 
for use in Wide Hinge Flat Book. 


AGENCY DIVISION, THE POSTINDEX CO., JAMESTOWN, N. Y. 
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Wabash 
Pays the 
Freight! 





THe POSINESS MANS DEPARTMENT STORE 






Oct. 12, 1934 


ion 


Mr. Edw. L. Little, 
The Wabash Cabinet Company, 
Wabash, Ind. 





Dear Ed: 


Many thanks for your letter 
of the 9th giving the advance information 
regarding your code. 


We feel perfectly safe in saying 
that you will take care of your dealers to 
the utmost of your ability and we know that 
whatever stand it will be for the dealers’ 
interest. Your method of keeping us advised 
regarding the code situation to the best of 
your ability is appreciated. 


} We are looking forward to seeing 
you on the 29th of this month. 


Very respectfully yours, 


ii 


THE DORSEY COMPANY 


for the Office | OA KE ok, 


| OHE: FH 














The above letter is typical of many received from dealers 
M 


Cie Wabash Cabinet Co. 


Wabash~Indiana. 











The Wabash Cabinet Co., Wabash, Ind. 
Please send us a copy of your NEW PRICE LIST with NEW 
TERMS and NEW DISCOUNTS. 


Name — 


Address =e: 
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SOME NEWS NOTES FROM DO/MORE 


On the first of January the Chicago agency of the 
DoMore Chair Company became a factory sales branch 
with James Black, for many years on the sales staff, as 
manager. 

* . * 

Frank Chapman, agent of the DoMore Chair Com- 
pany at Toledo, Ohio, spent a day recently in the Elk- 
hart, Indiana, home office. 

+ ” * 

Miss L. M. Sacrison, assistant secretary of the Do- 
More Chair Company, spent two weeks during the 
Christmas holiday period at her home in St. Paul, 
Minnesota. 

George Whitney, field representative of the DoMore 
Chair Company, has had a high average in appointing 
dealers since the first of the year. Each day he has 
added a new one. 

* 7 ” 

There is tangible evidence that demand for office 
and factory seating is decidedly greater than at any 
time for several years. Since the first of January Do- 
More dealers in every part of the United States have 
sent the factory many large orders. These were to 
consummate sales to users already made from floor 
samples. 

- * * 

As further evidence of the growing interest in pos- 
ture chair seating in recent weeks, the Elkhart office 
of the DoMore Chair Company has received many let- 
ters, telephone calls and personal visits from previously 
unsolicited dealers interested in making connections. 
These inquiries came mostly from the Middle West. 


NEW STATIONERY AND EQUIPMENT DEALER 
IN RUTLAND, VT. 


January 7, Hartford's Bookshop opened for business 
at 121 West street, Rutland, Vt., under the proprietor- 
ship of Mr. and Mrs. Charles Hartford. Mrs. Hartford 
is experienced in merchandising at retail and Mr. Hart- 
ford’s background includes service as a buyer for de- 
partment stores, traveling representative for manufac- 
turers and advertising manager for daily newspapers. 
He has also had experience in the stationery and book 
selling trade. 

The Hartford store is well located in Rutland, a com- 
munity of 17,000 people serving a tributaty trade area 
with an additional population of 25,000. At present the 
business occupies 1,200 square feet of floor space with 
more available for expansion. 

— 
BUCKEYE BUFFALO OFFICE MOVES 

The Buckeye Ribbon & Carbon Company of Cleve- 
land, Ohio, announces the removal of their offices at 
Buffalo, N. Y., from 547 Ellicott Square to 1092 Ellicott 
Square. The new quarters are larger than the old, 
which were inadequate to take care of the increasing 
business of the branch. The Buffalo office is under 
the management of Frank J. Killeen. 

— 

FURNITURE MART AT LOS ANGELES OPENED 

The formal opening of the Los Angeles Furniture 
Mart was held at Los Angeles, January 21. The build- 
ing represents an investment of over $300,000, and is 
considered one of the most elaborate furniture show 
places in the west. 

Over 100 local furniture houses were represented at 
the opening of the Los Angeles Furniture Mart. 
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Here’s the Answer 
to Both Sides of 
the Wood vs. Steel 


Controversy! 


A Wood Desk of True 
Beauty Over a Steel 
Frame Construction 


Made by 


Owned and Operated by 


THE GRAND RAPIDS DESK 


GRAND RAPIDS DESK CO. 
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J, gone m that there is any excuse what- 
ever for a controversy over the relative 
merits of a wood desk or a steel desk, the Grand 
Rapids desk should fully satisfy and effectually en- 
thuse both camps. 

The Grand Rapids desk is made of real wood, 
selected for beauty, distinctively designed, with an 
interior frame work of steel. 

Thus, perfectly, is combined all the warmth of 
finish, dignity of appearance, serviceability, and 
“feeling” of wood, with the rigidity, enduring 
strength and hair breadth precision of steel. 
Constructional practice follows automobile 
methods, thus making possible a selling price that 
is no more than that asked for the old-fashioned, 
undesigned, square type of office desk—wood or 
steel. 

Whether you favor steel or wood desks you'll find 
the best features of both (and none of the alleged 
disadvantages of either) incorporated in this pat- 
ented and nationally popular Grand Rapids desk. 
A word from you will bring you ample and con- 
vincing details. 







GRAND RAPIDS 
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WE CHAL LENGE YOU 
TO CLOG 





Long 
Distance 
Stapler 














Wonder Staplez 


A better, more beautifully designed No. 7 stapler. After 
four years of untiring effort and great expense by Parrot, the 1935 
SUPER ‘'7"’ was produced. A “honey” for profits . . . a ‘‘marvel” 


for sales. 





© Temporary cr permanent fasten- 
ing 






With the new, patented type of stroke-control device, silent 
and strong, the SUPER “7” will withstand hard pounding and abuse for 
a natural lifetime. Absolute control of staples is accomplished by the 
new patented ribs embossed in the side plates. The SUPER ‘7”’ is 
mounted on wide, soft rubber pads, which eliminate noise and vibration 





® Adjustable paper guide 







® Non-skid rubber cushion base 






@ Cannot rust — made of steel, 
plated with chromium and cad- 
mium 





and make for smoother operation. 







@ Withstands tremendous shocks 
and abuse 


Just Show This SUPER “7” ST PRICE 
$60 
and Watch It SELL ON SIGHT! = 








@ Loads 210 No. 7 all round 
wire staples, standard size 









Write immediately for more information to © Options! epening for bulky me- 


terial 


hd A R i a> T Speed Fastener ¢ 7) a Le @ Positive automatic stroke control 


$63 Broadway New York City 
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A NEW BURNS CATALOGUE 


The American Automatic Electric Sales Company of 
Chicago has issued a new kind of catalogue of Burns 
office specialties, the intention being to produce some- 
thing that will do a good selling job for the retailer. 
It is designed to take merchandise off the shelves and 
put it in the hands of customers. 

The catalogue opens with a picture of a happy faced 
girl going to work at 9:00 A. M. and the same girl, 
also happy, leaving at 5:00 P. M. without apparent 
fatigue. This phenomenon is due to the various Burns 
tools and accessories with which her employer has pro- 
vided her, such as a correct posture chair, an Auto- 
Liner copyholder, glass mouthpiece for telephone, re- 
ceiver cushion for telephone, an extension arm on the 
phone, and adjustable lamp, an efficient office desk 
and a handy paper stapler. All these different items are 
listed in the catalogue, as well as others. A sheet is 
enclosed, giving discounts applying to Burns office ap- 
pliances. This sheet is dated January 2. 

The American Automatic Electric Sales Company are 
willing to supply any reasonable quantity with the 
dealer’s imprint if the dealer will distribute them to 
a selected list of his prospects. It is suggested that the 
dealers apply for imprinted catalogues when they send 
for their stock order. This will enable them to get 
the advertising into the customers’ hands at once. 


~~ 
STAFFORD OPENS SOUTHWESTERN SALES 
AGENCY 


For the last eight years the International Distribut- 
ing Company of Dallas, Tex., has operated as an ex- 
clusive sales agency for S. S. Stafford, Inc., of New 
York, with branches in Chicago and Toronto. On Jan- 
uary 5 the charter of the former International Dis- 
tributing Company of Dallas was amended and the 
name changed to S. S. Stafford, Inc., of Texas. 

Beginning immediately the newly named company 
will operate with headquarters at Dallas as one of the 
major sales agencies of S. S. Stafford, Inc., of New York 
and will cover the states of Texas, Oklahoma, New 
Mexico, Colorado, Kansas, Missouri, Iowa, Nebraska, 
Minnesota, North Dakota, South Dakota and Wyoming. 

The S. S. Stafford Company, Inc., is now seventy-six 
years old and is accounted a pioneer in the production 
of inks and kindred products. 


i —_ 


TALBERT JOINS SCHOOL AND OFFICE SUPPLY 
STORE 


Edward C. Talbert has been appointed manager of 
the Mimeograph department of The School and Office 
Supply Store, Knoxville, Tenn., according to a recent 
announcement by G. K. Waller, president of the com- 
pany. Mr. Talbert was for two years manager of the 
Mimeograph department of the Cincinnati Post. He 
was also employed for some time by the A. B. Dick 
Company at Chicago. The Mimeograph department of 
the Knoxville store is to be enlarged and will have an 
instruction service department established soon.—CG 


ne — 

PERTINENT POINTS FOR PURCHASING AGENTS 

The Barrett Bindery Company of Chicago has issued 
a sixteen-page booklet listing and illustrating various 
Barrett products and outlining what the Barrett Com- 
pany can do for estimators and purchasing agents. 
The book is instructive in that it illustrates and ex- 
plains several articles such as hand punches, college 
rings, loose leaf binders and others of interest to sta- 
tioners. 
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STEEL AGE 


VERTICAL LINES 
ARE COMPLETE 


SIX GRADES 
THIRTEEN DIFFERENT 


LINES 
INCLUDING COUNTER HEIGHTS 


TWO HUNDRED FORTY- 
EIGHT STYLES 


You can take care of your pros- 
pect’s desires in respect to 
Quality and Price when you 
sell Steel Age Cabinets. The 
line designed to give the most 
in Eye appeal. 


Your inquiries regarding the 
Steel Age line are _ solicited. 
Write 


Corry-Jamestown Mig. Corp. 


CORRY, PA. 


Export Dept. 
5716 Euclid Ave., Cleveland, Ohio 
Cable Address CORJAM 


Branches in All Principal Cities 
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BOLDT DIRECTS HOWELL SALES PROMOTION 

The Howell Company of Geneva, IIl., has appointed 
K. F. (“Ben”) Boldt to the position of advertising and 
sales promotion manager. He was formerly advertis- 
ing manager of one of the largest sash and door con- 
cerns in the country. He has had eighteen years’ ex- 
perience in sales promotion work and has attracted 
attention for his skill in creative printing design. 

D. W. Jones, formerly advertising manager of the 
Howell organization, is in Los Angeles, where he is 
organizing operations as Pacific Coast manager for 





Meet the 
COLLEGE STORE| 
BUYERS 


at their First 
Buying 
Conference 





24th, 25th, and 
26th 
HOTEL McALPIN ] 9 3 5 K. F. (“Ben”) Boldt 
Single Rooms with bath from $2.50 
Howell. He will have his principal office in Los An- 
geles and will cover California, Oregon and Washington. 
DIRECTED BY The Howell Company has Space 401, Furniture Mart, 
Chicago, where they are showing modern chrome steel 
. office furniture and porch and garden furniture, smoke 
NATION AL ASSOCIATION stands and novelties. 
H The company expects soon to open a direct factory 
OF COLLEGE STORES branch in Chicago to cover the city and contiguous 
territory. 
= 
Here will be assembled buyers and managers ' ; 
from all important college stores, from the NEW YORK STATE EMPLOYMENT SERVICE 
Middle West, South and East, to inspect A competent service to bring together employers 
merchandise and place orders. seeking able workers and qualified persons seeking 
work is now being administered by the New York State 
employment service from sixty-four public employ- 
A $20,000,000 MARKET ment offices throughout the state, six of which are in 
New York City. 
College Stores buy over twenty million dol- The New York organization is affiliated with the 
lars’ worth of goods annually. Buyers who | United States Employment Service. High standards 
represent at least one-half of the trade’s \ are maintained; operating staffs are selected with care 





F or 


DONALD G. 


2960 


total purchases are expected to attend this 
Conference. They are vitally interested in 
new lines—many of them will place their full 
season’s requirements during the time of the 
Conference Manufacturers may contact 
these buyers by the highly effective means of 
exhibiting their lines right at Conference 
he adquarters 


Exhibit costs will be low For as little as 
$50.00 a completely equipped sample room 
may be had for the three davs of the Buving 


Conference 


Full 


In formation. 


Broadw ay 


A d d ress 


LYMAN, Executive Secretary 
New York, N. Y. 








and pleasant, modern offices are maintained, making 
possible service of professional quality. 

The work of the Service is selective, applicants being 
interviewed by placement experts who discover work- 
ers’ records, aptitudes and skill. The work is divided 
into departments, namely, commercial and profes- 
sional workers; industrial workers; laborers, and serv- 
ice workers. 

Employers are invited to get in touch with the Serv- 
ice wherever an office may be located. The main office 
of the New York State Employment Service is at 124 
East Twenty-eighth street, New York City. Telephone 
is Ashland 4-7940. 

oe 


HOLCOMBE-BLANTON PRINTERY GETS PRAISE 


The Inland Printer commented favorably on an ad- 
vertisement published by the Holcombe-Blanton Print- 
ery, San Angelo, Texas, when it celebrated its twenty- 
fifth anniversary in November, 1934. The advertise- 
ment was framed like a legal document offering a re- 
ward of $10,000 for the apprehension of either or both 
partners, W. D. Holcombe and W. E. Blanton, to stand 
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MODEL A. F. ELECTRIC 
WITH NEW CABINET 








The NIAGARA duplicator is an 
outstanding success; a sensation 
with the trade, and a lasting 
satisfaction to the user. It is a 
duplicator that you can sell with 
confidence; a real profit-builder! 
Its precision of registration makes 
complicated layout, manifold 
form, and color work easy and 
practical. It fills your most ex- 
acting requirements. 

It is simple and easy to operate. 
You have only to see its per- 
formance to realize that it is not 
‘just another duplicator,’ but 
THE DUPLICATOR. 

The Niagara line is complete, 
with a duplicator to suit every 
need, $75 to $320, and a line of 
accessories led by the amazing 
Niagara Slipsheeter, which can 
be attached to or removed in 10 
seconds! 

Remember our policy! We ask 
each new dealer to demonstrate 
the NIAGARA machines to his 
most exacting customers FIRST, 
and against the strongest com- 
petition in the field. 

PROVE to YOUR satisfaction 
that NIAGARA is a success by 
every test... that it is THE 
modern duplicator! 


NIAGARA 


NIAGARA DUPLICATOR CO. 


5815 Third Street 


Cable Address: ‘‘Niado’’ 


San Francisco. Calif., U. S. A. 
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OFFICE CHAIR CASTERS 


A steady sales increase month after month for over three 
years ... ever since this remarkable caster was developed 
by Bassick engineers... is a tribute to its quality, its sales 
appeal and satisfactory service rendered. 

To dealers . . . every demonstration means a sale, a profit- 
able sale, and every sale a satisfied customer for future 


additional business. 


RK 
Ww Write for catalog and complete information on Bassick 


casters and floor protection equipment. 


BRIDGEPORT 


THE BASSICK COMPANY. connecticut 


Canadian Factory 


STEWART-WARNER - ALEMITE CORPORATION OF CANADA, LTD., BELLEVILLE, ONTARIO 
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trial for the operation of a print shop and office equip- 
ment business under false pretenses. The charges were 
denied in the advertisement, and offered opportunity 
to thank the business men of west Texas for their sup- 
port of the Holcombe-Blanton business. 
datiendie 
ESSAY CONTEST HAS UNUSUAL FEATURES 

David Kahn, Inc., of North Bergen, New Jersey, mak- 
ers of the “Wearever” visible mechanical pencils and 
the “Pioneer” Mor-Ink fountain pens, have arranged, 


on the release of the screen adaptation of Dickens’ 
“David Copperfield,” with the consent and cooperation 


CWEARP VEE 
VISIBLE PENCIL 











Wearever Visible Pencil Display Card 


of the Metro-Goldwyn-Mayer Company, to put on an 
essay contest intended to advertise the pen and pencil 
named and to stimulate even greater interest in the 
picture presentation of what many regard as Dickens’ 
masterpiece. 

The intending contestant first buys a p-n or pencil 


SPECIAL 
FEATURES / 


CVARANTEED ( 





Counter Display for the Pioneer Mor-Ink Pen 


“Wearever” or ‘“Pioneer’’—then sees the play, 
“David Copperfield,” and writes a short essay not ex- 
ceeding 200 words on the screen production. This 
essay he then sends to David Kahn, Inc., together with 
a coupon supplied by the dealer when the pen or the 


either 





COLUMBIA 


Immediate Shipment 








Immediate shipment is one of many advan- 
tages the dealer enjoys in selling Columbia 
products. 


In addition to all-around quality, fine work- 
manship, complete variety and remarkable 
value, Columbia offers the dealer unfailing 
service. 


Large stocks, quick assemblage, and excellent 
shipping facilities—rail, boat, motor truck— 
permit immediate shipment of standard equip- 
ment, while special work is done promptly. 


That quick shipment is a fact as well as a 
promise with Columbia is known to dealers who 
have sold Columbia preducts for years and have 
learned to depend upon Columbia service. 


Other dealers who are interested in this and 
other advantages of handling Columbia prod- 
ucts are invited to write for further informa- 
tion, including the latest catalog and price list. 





Columbia Steel Equipment Co. 
Office and Showroom 
Lincoln-Liberty Building 
N. E. Cor. Broad & Chestnut Sts. 

P. 0. Box 2244 Philadelphia, Pa. 














Show this page 
to your secretary 


. it’s the news she’s been waiting for 


When she sees this new transcribing in- 
strument and hears it, she'll spot the out- 
standing points in less time than it takes to 
recite them. 


With Nuphonic* Reproduction she will 
hear your voice just as clearly as if she were 
sitting at the corner of your desk. 


That plain statement of fact is the big news 
of 1935 in business offices of the world. 


To know how completely new is the New 
Model B-12—+to learn of all its other brand 
new featurest—send now for the Nuphonic 
Progress Portfolio. 


*Nuphonic Reproduction—a new develop- 
ment of the Dictaphone laboratories —- gives 
a new standard of voice clarity such as 
secretaries have never before experienced. 


tTwo of many—new Volume Control; new 


Automatic Switch. 








THE NEW B-12 


DL CWP EONS 


The word DICTAPHONE is the pogistases Trade-Mark of Dictaphone 
Corporation, makers of Dictating Machines and Accessories to which said 


Trade-Mark is Applied 
"4 


opt 


DICTAPHONE SALES CORPORATION 
205 Graybar Bldg., New York, N. Y 


I want to see your representative. 

Please send me your Nuphonic “Progress’’ Portfolio a 
Name 
Company 
Address 
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pencil is purchased. For the thirty-two best essays as 
selected by the judges, William R. Ferguson, president 
of the Associated Motion Picture Advertisers; Harry 
Yager, vice-president of David Kahn, Inc., and Lester 
J. Herman of the Pace Press, the following awards are 
offered: 

First place, a trip to Hollywood, all expenses paid, or 
its equivalent in cash; second, a trip to Bermuda, all 
expenses paid, or its equivalent in cash; third, $75 in 
cash; fourth, $50; fifth, $25; sixth, $15; seventh, $10, 
and twenty-five additional prizes of five dollars each. 

David Kahn, Inc., has issued a folder illustrating the 
several types of advertisements they are using to an- 
nounce this contest, featuring several of the actors in 
the play as well as the merchandise advertised. Six 
million attractively illustrated programs will be dis- 
tributed in six thousand theatres. These announce the 
picture and the prize contest and terms. The contest 
is scheduled to close September 15, 1935. 

Contestants are requested to be sure to enclose with 
their essay the coupons they receive with every pen 
or pencil purchased from the dealer. Contest essays 
should be mailed to Pioneer, North Bergen, N. J. 

Owners of theatres are requested to get in touch with 
David Kahn, Inc., and obtain free one thousand full 
page programs with the names of the respective thea- 
tres imprinted thereon, also fifty window streamers for 
each applicant. 

David Kahn, Inc., will be happy to supply other and 
further information on request. 


we 
BUSINESS ON UPTURN IN SEATTLE 

Notable gains in the office supply field of Seattle 
were recently pointed out by L. N. Hanford, president 
of the Lowman & Hanford Company, which has ex- 
perienced a sharp upturn recently and a considerable 
volume of new business. Business, he said, is definitely 
on the upturn in Seattle, and pointed out further that 
stationery type of merchandise “provides an almost 
daily barometer of business conditions,” since the use 
of office supplies and equipment follows immediately 
the wave of expansion or contraction of commercial 
and industrial enterprise. ‘We can tell furthermore,” 
he said, “from the kinds and quantities of office sup- 
plies what the average business expects. On all sides 
now we find definite planning for larger scale opera- 
tion, with quantities greater and more diversified than 
at any time during the past four years. Inquiry for 
permanent equipment has definitely increased.” Dur- 
ing the peak of the holiday season the office supply 
department of Lowman & Hanford’s store reflected a 
sales rise proportionately ahead of general gift pur- 
chases, which is taken to foreshadow much greater 
business activity in the new year.—CML 

"a 

FOLEY HEADS SMITH-CORONA ST. LOUIS BRANCH 

Herbert W. Foley, formerly manager of the Provi- 
dence branch of L. C. Smith & Corona Typewriters, 
Inc., has been named manager of the St. Louis branch 
of the same company. Mr. Foley affiliated with the 
Corona Typewriter Company in May, 1922. Following 
the consolidation of the Corona and L. C. Smith, he 
was appointed in May, 1926, as manager of the Port- 
land, Maine, branch. He served in that capacity for 
a little more than five years, and in June of 1931 was 
sent to Providence to develop sales for the company 
in that district office. The next year Providence was 


reopened as a direct branch with Mr. Foley in charge. 
His record there was the reason for his promotion to 
the managership of the St. Louis branch. 
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THE DESK TRAY OF THE FUTURE 


MADE OF STEEL 


A SURE FIRE BUSINESS GETTER 


1934 Sales Above Quota— Get Your Share of 1935 Business 





ACCESSIBILITY FLEXIBILITY 
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Stacking Posts and interlockers 


Openings on all four sides and 
make it possible to build up any 


bottom make papers easy to get at 


from any position. No digging, ! combination to meet every need. 
scratching or fumbling. No bro- (See below.) Rubber cushioned 
ken fingernails. Registered U.S. Pat. Off. Pat. No. 1,867,738 feet cannot scratch desk tops. 


a oIRSE Mre. ©. 


255 JAY STREET ROCHESTER N.Y 


Steel an d Wood Filing Cabinets 


brary Equir e 














OFFICE APPLIANCES 


EXCLUSIVE DEALER PROFITS 


ge That's exactly what a MONARCH franchise means 


120 










Because it gives the dealer a line of machines which 
he, and he alone, can furnish to the buyers of portable 
typewriters and adding machines in his territory. He 
does not split his sales potentials with every other 
dealer in town. Certainly an advantage. 


From a sales angle, the completeness of the MON- 
ARCH line and the attractive price range, is a further 
advantage. Monarchs embody every advancement in 
mechanical design and modern styling. They have 
instant buyer appeal. Included are the Noiseless 
Portable, the Standard Portable and the Desk Model 
Noiseless, as well as a marvelous, || pound Adding 
Machine. 


Monarch 
Portable Adder 


Hundreds of Dealers are now enjoying MONARCH 
exclusive profits. Why not you? 


For complete details of this unusual, high-profit 
plan, address: 


AMERICAN WRITING MACHINE CO. 








374 BROADWAY NEW YORK CITY 
P R £ M | - R The Only Genuine, Dealer, Factory Rebuilt 
Remington Noiseless or Remington Standard 
Monarch Stenderd Portable 111 AWMCO branches furnish genuine Noiseless parts 




















Something new in stencils 

















a stimulant for your trade 


The KENSINGTON 
TOPPRINTED STENCIL 


We are now offering this high quality dry 
stencil with the form printed on the stencil 
not the backing sheet), as shown in the 
illustration. The convenience to the oper- 
ator (one who types the stencil) is invalu- 
able. The line numbers are all in plain 


sight; accuracy is easy. 


This will be new to your trade and mini- 


The form and fig- 


ures are printed on . ai ts . . 
top of the blue mizes competition, as topprinted stencils 


are not generally offered. Don’t let the 


stencilin white and 


on top of the white : "a ° 
ws bine. The ink * grass grow under your feet. Realize on this 
will not offset on ae opportunity to go back and see those you 
the platen or rub- Send for samples of this in- " ld 

ber roller of your novation. isk for the Kken- lave not sold, 

typewriter. sington Topprinted Stencil. 


KENSINGTON SUPPLY COMPANY *“ New vors'n yy" 
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PASSED AWAY 


PIERO CASTELLI DELLA VINCA 

Piero Castelli della Vinca of Milan, Italy, died sud- 
denly on December 15, 1934. Although ill with a cold, 
for about two weeks, his ailment was not considered 
serious. -But weakness of the heart developed, and he 
passed away while sleeping. oe 

At the time of his death, Mr. Castelli was Italian rep- 
resentative for several American lines including Edison- 
Dick Mimeographs, Ediphone dictating machines, Bar- 
rett adding machines, and Demountable typewriters. 








The Late Piero Castelli della Vinca 
(From an old portrait) 


Mr. Castelli was long actively engaged in the office 
equipment industry. In 1920, while maintaining his 
Italian business in Milan, he established personal head- 
quarters in Brussels, Belgium, and served as Conti- 
nental European agent for two or three American 
manufacturers. He remained in Brussels for about 
three years. 

Mr. Castelli made several trips to the United States. 
On his last visit he was accompanied by Mrs. Castelli. 

He was a man of fine qualities and.charming per- 
sonality: He will be held in pleasant memory by many 
friends over here. 


PAUL E. WIRT 


Paul E. Wirt, eighty-five years of age, a lawyer and 
inventor of the Wirt fountain pen, died on January 
21 at his home in Bloomsburg, Penna. 

In the practive of his profession, Wirt was occasion- 
ally annoyed by ink blots on legal papers and he set 
his mind at work to produce a pen that would retain 
the ink and use it only where ink was supposed to be. 
Being more or less familiar with patent affairs, he dis- 
covered that a man named Stone had invented a capil- 
lary feed which could be used either under or on top 
of a pen. Wirt purchased the Stone patent and in- 
vented the extension from the feed into the reservoir 
of the fountain pen. These two inventions and pos- 
sibly others he perfected, and in 1885, placed the Wirt 
pen on the market. These pens won prizes in several 
international expositions and were widely distributed 
throughout the country. 

Wirt was one of the leaders in fountain pen develop- 
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Al the Guide- 














THE NATURAL READING ANGLE 


Angular Celluloid Tab 
Guides and Folders make filing 


and finding easier and quicker 


Speed in filing and finding correspondence is 
greatly increased with the use of Globe-Wer- 
nicke guides and folders having angular cellu- 
loid tabs. They are set at the easy reading 
angle of 45 degrees—the file clerk looks AT the 
guide—not FOR it. No stooping or bending 
to read indexing, even in the lowest drawers. 





Tabs of heavy celluloid are formed to an 
equilateral triangle and firmly cemented to 
front and back of guide or folder and securely 
riveted with two heavy eyelets. The transpar- 
ent celluloid gives full visibility to the insert 
label, and protects it from becoming soiled or 
damaged. 


Write for the facts about our attractive propo- 
sition for dealers and prices. 








Changes 
made easily 


Inserts are removable, permit- 

ting unlimited expansion and 

long life. Tabs are available in 

yellow, blue, red, green, orange 
and clear celluloid. 

















Globe-Wernicke 


Cincinnati, Ohio 


IEM Lil 
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NOT A SALES MANUAL 
©" «SALES MAKER 


ITSELF! 


| lor an encyclopedia of details but a 


show case of facts—not a long winded treatise on 


selling but a sales maker itself—not more com- 
plications to memorize but a great simplifica- 
tion of carbon paper merchandising—practical, 
usable, profitable, indispensable! It’s the 


IMPERIAL CARBON PAPER 
MERCHANDISER 
Dealers and salesmen everywhere are using and 
applauding it because it has at last made carbon 
selling simple, intelligent, accurate. Prescribing 

for each and every customer's needs is now easy. 

Suilding good will and sales is a matter of course. 

The IMPERIAL MERCHANDISER gives 

you all the information about carbon paper at a 

glance—in handy, pocket portfolio size, with 


samples that prove your points. 


carbon section one of the most 


Make 


profitable in your store. 


your 


Send for the IMPERIAL MERCHANDISER and full 
particulars NOW, 


IMPERIAL MANUFACTURING CO. 


The manufacturer with the dealer's viewpoint 
Factory 


General Offices 
Newark, N. J. 


176 Fulton St., New York City 
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ment. His first experiment began while he was still 


practicing law. He had been admitted to the bar in 
1877, but the fountain pen idea grew to have greater 
importance than his legal practice and he opened a 
factory in Bloomsburg, where he undertook quantity 
production. It is said that at one time he employed 
more than sixty workers and that his factory output 
was more than half a million pens yearly at the peak 
of the business. 

Mr. Wirt defended his patents successfully and for 
some years, it is said, his patents earned royalties out- 
side of profits arising from his own factory. After his 
retirement in 1922 the factory was idle for some time, 
but was later purchased by a group of Bloomsburg 
men. 

Mr. Wirt was married in 1877. His wife died in 1928, 
and one son, Karl, died a few years before his mother’s 
passing. A daughter, Mrs. Pauline Roche, survives. 


JOHN T. BAILEY 


Funeral services for John T. Bailey, 76, of 33 Jackson 
road, West Medford, Mass., one of the pioneers in the 
stationery business in Boston, were held on Friday 
afternoon, January 4, at the Trinity Methodist Church 
in West Medford. 

Mr. Bailey died January 1, following a short illness. 
Ten days before, he was at work, when he became ill 
and was taken to his home. Since that time he had 
failed steadily. 

He had been connected with Ward’s, stationers at 
57 Franklin street for nearly fifty-five years, and for 
thirty-five years was manager. 

When the company observed its fiftieth anniversary 
in 1918, a tribute from Samuel Ward, the founder, to 
Mr. Bailey was read. It said in part, “The business at 
57 Franklin street has grown to be the largest in New 
England devoted exclusively to the stationery trade 
and our success is due in no small way to the efforts of 
John T. Bailey, its manager, who has a record of 
thirty-five continuous years in its service.” 

He was a director of the company for over twenty 
years, as well as clerk of the board and clerk of the 
corporation. He was president of the Boston Station- 
ers Association for two years, and active in its affairs. 

Mr. Bailey was born in West Townsend, Mass., and 
moved with his parents to Bradford and later to 
Somerville, when he was quite young. , His first em- 
ployment was with Ward & Gay, at 184 Devonshire 
street. Later the name of the company was changed 
to the Samuel Ward Company and moved to its present 
location on Franklin street. 

He was a member of the King Solomon lodge of 
Masons, a member and for many years treasurer of 
the Royal Arcanum and of the Paul Revere Lodge of 
Odd Fellows. 

He leaves his widow, Mrs. Alice E. Bailey; a daugh- 
ter, Miss Evelyn L. Bailey of West Medford; two sons, 
Commander Carlos A. Bailey of Washington, D. C., 
and Francis T. Bailey of Somerville, and a brother, 
Prentiss Bailey of St. Louis, Mo. 


MRS. S. A. TARRANT 


Mrs. Sarah A. Tarrant, widow of the founder of the 
Felt & Tarrant Manufacturing Company, and of the 
Robert Tarrant Manufacturing Company, Chicago, 
passed away January 7. She accompanied Mr. Tarrant 
to Chicago when he moved from New York in 1854. 
She was ninety-seven years old, and had been a resi- 
dent of Chicago seventeen years at the time of the fire 
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A Wise Decision: 


MAIL IT TO VAIL 


The great variety of items in your stock of office supplies may present a 
problem in securing top grade at reasonable prices. It need not be so with 
Vail Products. Formed of best quality materials, attractive finish and 
priced to encourage maximum sales, you may rest assured that your Vail 
line excels in all particulars. Make up your order now for 





PAPER CLIPS PINS 
BRASS FASTENERS 
STAPLES THUMB TACKS 


Write for Price List 1135A, Describing and Quoting Our Complete Line 


Vail Manufacturing Company 
1752-58 East 75th Street, Chicago, III. 








When you talk price 


always bear in mind the _ service 







CLOTHES ARE NOT ALL 
PRICE BECAUSE THEIR 
SERVICE ARE NOT THE SAME 


SHOES OR 
THE SAME 
VALUES AND 
















Just So With 
TYPEWRITER STANDS 










You'll find a great difference when you buy Uhl prod- 
ucts. 









Why not order three stands at one time. The freight 
cost will be about the same as on one stand. 







No assembly cost. 





No. 7800 Stand 





Keep several on hand to make prompt deliveries and 
hold your trade. You will save money and keep your 
customers. The investment is small. 
















Base Board 17x24 inches. Side leaves can 
be supplied at small cost. These stands 
will bear up under the severest use and 
abuse. Smooth, well finished built-up 








The extensive Uhl steel line offers you many oppor- 






tunities: The well-known ‘‘Postur-Chair,’’ ‘‘Little — — or oak —s = ~ or 
" other cheap veneers. igid and stron 

Dandy”’ stands and other dependable quality Uhl items oli aittial Pox ian of heavy peer 

offer convenience and time saving features for every with no bolts or nuts to loosen and drop 





2 - off. Large, easy rolling noiseless rubber 
office. Keep them in stock and recommend them upon osneiie. 


occasion. Get the Uhl catalog. 






. . ‘ 1568 Hastings St. 
The Toledo Metal Furniture Co.  sojeao. onic. a ke 

















. o yr 
Sixty Years 
of continued production support 
our claim of superior service 


for JASPER DESK CO. DESKS 


No. 246-—a new and popular de- 
sign with genuine walnut and 
genuine mahogany tops, panels 
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and drawer fronts. 






Business men understand and approve the 
power and stability built into the various 
designs of JASPER DESK CO. DESKS 
The product of an organization sixty years 
young inspired by the thought of well 
founded and worthy origin and of famous 


designs introduced and improved for busi ‘ 

ness service, this furniture is of durability Zz H E J A ~ P E R 
~ r 

DESK CO. 


JASPER, INDIANA 


New York Warehouse: 
573 Broadway, New York, N. Y. 
Chicago Representative: Louis H. Farber 
7610 Phillips Ave. Phone SAGinaw 5027 











issufing a lifetime of usefulness 


The merchant who places his faith upon 
1 wisely selected stock of JASPER DESK 
CO. DESKS, adds to his profit opportunity 
Catalog No. 421 fully illustrates and de 
scribes this excellent line 











So Sensible: Simply place a “Challenge” Eyelet 


THE 
“CHALLENGE” 
EYELET PRESS 





on the perforating pin, insert the material, and squeeze the 
handles twice. No first perforation is needed nor desired. 


% 
So Efficient: On a fair amount of paper the 
*“*K-O” does exactly as fine a job as does the *‘Challenge”’ Eye- 
let Press, which is conceded to be the fastener par excellence. 


So Convenient: This tool also removes and re- 


deems set **Challenge”’ Eyelets, whether the work has been 
done with the *“*K-O” or with the Press, more sheets may be 


added and the original eyelet reset. 


It lists at $2.50, individually packed, with a box of 200 No. 1 


“Challenge” Eyelets. 5-Year Guarantee. 


K.dw.L.Sibley Mfg. Co. Ine. 


BENNINGTON VERMONT 








In Two Sizes: No. 1 50 Sheet Capacity 
No. 2100 * - 
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of 1871. Mrs. Tarrant was a charter member of the 
first chapter of the Eastern Star order in Illinois. 

She is survived by her son, Robert Tarrant, Jr., Wil- 
mette, Ill. 


Y 
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GEORGE E. RAMSKILL 


George E. Ramskill, for many years with the Denni- 
son Manufacturing Company in Chicago and more re- 
cently with the Reyburn Manufacturing Company, 
passed away at his home in Park Ridge on January 3. 
He leaves surviving his widow, Ada M. Ramskill; his 
son, Wirt E. Ramskill, and daughters, Margaret, Mrs. 
Grace Smith, Mrs. Myrtle Croasdale and three grand- 
children. He was a member of Myrtle Lodge No. 795 
A. F. & A. M. Funeral services were held Monday, 
January 7, at 2:00 P. M. from the late residence in 
Park Ridge, Ill. Interment was at Acacia Park. 

Mr. Ramskill was born at Blackburn, Lancashire, 
England, and came to the United States in 1886 as a 














The Late George E. Ramskill 
(From an old portrait) 


boy. After spending a short time in the east, he came 
to Chicago in December, 1886, and worked for a while 
with the Methodist Book Concern at $2.25 a week. At 
the end of the holiday rush he found himself out of 
a job. He spent his leisure at the Y. M. C. A., then on 
Madison street in the old Farwell building, where he 
learned one morning that the Dennison Manufactur- 
ing Company wanted a boy. Getting there ahead of 
the crowd, he was hired, and on February 2, 1887, be- 
came general office boy for the branch which was then 
on Wabash avenue. Two or three years later he was 
put in charge of the collection department, remaining 
in that situation about eight years. He then became 
store salesman, later road salesman, traveling west 
through Nebraska. After this he was appointed city 
salesman calling on commercial stationers, department 
stores, wholesale jewelers and jobbing houses, covering 
the territory north to the river, west to Clinton street 
and south to a little below Van Buren. 

On February 2, 1927, he completed forty years’ serv- 
ice with the Dennison Manufacturing Company and on 
the day following the anniversary he was given a sur- 
prise dinner at his home in Park Ridge, where between 
thirty and forty of his friends and associates gathered. 
None of those present among the Dennison or ex-Den- 
nison people had less than ten years’ service on the 
staff. During the evening, Manager Irving Lilly pre- 
sented Mr. Ramskill with a handsome white gold Elgin 


EVER READY 


TRADE 


MARK 
RECISTERED 
(eee 
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THE RECOGNIZED 
QUALITY CALENDAR LINE 
WITH A SALES POLICY WHICH 
PROTECTS THE DEALER’S 
INTEREST oo. a 


No. 58 and 46 





The most complete and modern line of all 
types of desk calendars on the market 
today. It has been proven that dealers who 
have used ““EVER READY” have increased 


their calendar business from year to year. 


The Calendar Packed in RED Box 


WRITE US FOR INFORMATION AND PRICES 
ON THE NEW 1936 EDITION LINE OF DESK 
CALENDARS 








> - . 
the 


EVER READY CALENDAR MFG. CO. 


160 Maple Street 





Jersey City, N. J. 
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SCHWAB 
SAFES 





Keep Records Always 
Available and Secure 


The Schwab Representative offers a service 
that provides security for the facts of a 
business, at the same time keeping them 
readily available. Any kind or quantity of 
records, indexed for instant reference and 
adequately protected against the hottest 
possible fire. 

Schwab offers office equipment dealers a 
proposition combining exceptional service 
to the business public with worth while 
earnings. Write. 


The Schwab Safe Company 


LAFAYETTE, INDIANA 











WITHIN 10 GRAINS! 


That is now the postoffice scale sensibility 
and tolerance for checking postage. 


Forty-eight cents to $2.00 per pound prevailing postage 
cost must be checked by every mailer to prevent 
costly postage waste. 


Over-Under Weight 


indicator at end of beam 
indicates an unmistakable 
hair-line balance 






Airmail No. 4—Capacity 4 Ib. x oz. with computing chart. 
Airmail No. 9—Capacity 9 oz. x oz. without computing chart. 


Com puting chart shows all mail and parcels post rates up to full capacity 


Over 20,000 Triner New-Type Scales 


recently installed by the U. S. Postoffice Department 
because a variation of only a FEW GRAINS is now 
permitted between each ounce division—such a fine 
variation is not apparent on any ordinary scale. 


TRINER SCALE & MFG. CO. 


2714 W. 2ist Street Chicage, Illinois 


Airmail No. 1—Capacity 1 Ib. x Ys with computing chart. 
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watch and Mrs. Ramskill received a bouquet of forty 
roses. Letters of congratulation were received from 
many old friends. 

Mr. Ramskill was a man of unusually attractive per- 
sonality and was regarded with respect and affection 
by a wide circle of friends. His passing is profoundly 
regretted. 

GEORGE WALTON SEARLES 

A brief reference to the death of George Walton 
Searles on December 25, 1934, appeared in the January 
issue of Office Appliances on page 108. Additional data 
concerning Mr. Searles’ career has since been obtained 
and is given below. 

Mr. Searles was born in Belleville, N. Y., March 15, 
1858. He was the son of Mr. and Mrs. William Thurston 
Searles, descendants of English families, which came to 
Boston in 1634. The Thurston branch of the family has 
been prominent in Rhode Island since colonial days. 
One of the early governors of Rhode Island was a 
Thurston. 

Mr. Searles graduated from high school in Adams 
and from Hungerford Collegiate Institute in 1873. He 
moved to Herkimer, N. Y., in 1874, where he became 
connected with H. G. Munger & Company. He left this 
concern to go with D. H. Burril Company of Little Falls 
in 1880 and remained with that organization for four- 
teen years. In 1894 he assisted in organizing the Hor- 
rocks Desk Company of Herkimer and served as secre- 
tary and treasurer. In 1908 he resigned from the Hor- 
rocks staff and organized what is known today as the 
National Desk Company which, prior to reorganization, 
had been known as the Mohawk Desk Company. He 
later became president of the National Desk Company, 
retaining the office until his death. 

He was a director of the old Herkimer National Bank. 
At one time he was president of the Wood Desk Manu- 
facturers Association. He was active in local civic and 
political affairs but declined to run for political office. 
He was a member of Christ Episcopal Church of Herki- 
mer, a vestryman and warden and active in church 
affairs. He was also a member of the Mohawk Valley 
Country Club. 

In 1882 Mr. Searles married Miss Elizabeth Grosvenor 
of Herkimer. The three surviving daughters, Miss 
Elizabeth Gray Searles of Rawayton, Conn., Miss Louise 
Grosvenor Searles of New York City and Mrs. Bernard 
Wich of Herkimer, were born of this marriage. Mrs. 
Searles died in 1892. In 1903 Mr. Searles married Miss 
Fra Egbert Burris of Herkimer, who survives. 


C. L. LEGERTON 

C. L. Legerton, who had been a stationer at Charles- 
ton, S. C., sixty-six years, passed away January 2 at 
his residence. He became ill Christmas eve. He was 
born September 7, 1854, at Springfield, N. Y., the son 
of the late William Lewis Legerton and Frances Smith- 
erman Legerton, both natives of England. He was 
educated in the public schools of Charleston, and was 
a member of St. John’s church. 

At the age of fourteen Mr. Legerton became an office 
boy for Evans & Cogswell, the stationery business which 
became later Walker, Evans & Cogswell. He continued 
with that firm twenty years, becoming buyer and man- 
ager of the stationery department. In November, 1888, 
Mr. Legerton, in association with David Macmillan, 
opened a stationery store at 282 King street, trading 
as Legerton & Macmillan. A few years later Mr. Mac- 
millan sold his interest to Mr. Legerton, and moved to 
the Klondike gold fields. 

The business became known as C. L. Legerton, book- 
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See your 
wholesaler 


& Around two fine products, a 
39 pencil and a $1 pen, we have 
built a national contest which 
will stimulate your business tre- 
mendously. 6,000 theaters are 


tied in with you. There’s plenty 


of co-operation in the way of 


dealer helps. The campaign will 
move like clockwork, and it’s 
time to get started right now. 
Your wholesaler has the com- 
plete story. Get in touch with 


him at once. 


David Kahn, Ine. 


North Bergen, New Jersey 
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WHAT THEY ARE SAYING ABOUT 


Cleangrip 


CARBON PAPER 


FLASH—PACIFIC COAST: 
**T have been using a sheet of CLEANGRIP here at 
my desk and what you say about it not curling is 
true alright—other sheets that I have been test- 
ing have 

“ROLLED UP AND AWAY” 
but the CLEANGRIP is flat and ready to use. So 
even in this climate CLEANGRIP holds its head 
high.”’ 
FLASH—MIDDLE WEST: 
**I might say that I did get wonderful response to 
the CLEANGRIP feature everywhere I showed it 
and believe it has immense possibilities.”’ 


FLASH—EASTERN COAST: 

*“*The more that I see and show the new sheet 
(CLEANGRIP) the more I am sold on it. Every- 
one likes it and it is a winner. I have sold a lot of 
it so far.”’ 

DEALERS: THINK what it would mean to you to 
supply typists with CURL-RESISTANT Carbon 
Paper—clean to handle—free from wrinkling and 
treeing troubles. 

ACT promptly. There may still be a CLEANGRIP 
Agency open in your City. Write now for detailed 
information. 
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(Patent Applied for) 





Manufactured Exclusively by 


H. 4. Storms Company 


Makers of ‘‘The Complete Line” of Carbon Papers and Typewriler Ribbons 
561 Grand Avenue 
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\ CARBON SHEET 
Ny PROCESSED EDGES CURL RESISTANT 
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THE PERFECT CARBON SHEET 


Brooklyn, N. Y. 
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<& TRANSFILE 


TRADE MARK 


THE FILE DRAWER STORAGE CASE 
MEETS EVERY PURSE AND PURPOSE 


The Regular TRANSFILE gives accessibility and durability The Steel Front 
with utmost economy. De Luxe TRANSFILE 


The Super-Test TRANSFILE gives a greater measure of 

accessibility and durability with steel roller bearing drawer 

suspension, 2-way Interlock and steel reinforcement of all a 6 
as 





edges of the case. 


The Steel Front De Luxe TRANSFILE adding to all these 
features a heavy gauge steel front and entire outside finish in 






beautiful olive green. 
TRANSFILES do a better job for a longer time yet they cost e od 
mo more than other cases. You can't go wrong selling md, 
TRANSFILES. = 
“ —_— The Super-Test 


FILING SUPPLIES TRANSFILE 


The GUSSCO Line is peculiarly . ae 
adapted to the needs of deal- poe fee's 
ers. Of good quality, priced to 
meet competition and still 
show good profit. doin the 
many dealers making more 
money and better customers 
with the GUSSCO Line. Sam- 
ples, prices and catalog are 
yours for the asking. 





The Regular 
TRANSFILE 





GUIDE SYSTEM & SUPPLY CO. 335 Canal Street, New York 





EXCEPTIONAL VALUE in the low price range! 


No. 761-F 


Combination Walnut 





ALMA’S NEW 700 Series — built under the 
slogan of “GOOD DESKS FOR LITTLE MONEY” 


: ALMA DESK COMPANY 
wt D0 Ove ma HIGH POINT, NORTH CAROLINA 
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seller and stationer, outgrowing its facilities later and 
moving to 263 King street. The business was incorpo- 
rated in 1911 as Legerton & Company, Inc. Associated 
with him at that time were his nephew, Clarence W. 
Legerton, and also S. D. Edwards, who had been in the 
Legerton employ eighteen years. In 1914 Miss A. G. 
Barton, an employee of long service, was taken into 
the corporation. Mr. Legerton took an active part in 
the business until his last illness. 

Surviving are his two sisters—the Misses Aggie and 
Ida Legerton; Clarence Legerton, a nephew; Mrs. C. J. 
Clapp, a niece. Mr. Legerton was a member of Orange 
Lodge No. 14, F. & A. M. 
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FRANK WRIGHT BAILEY 


Frank W. Bailey of Melrose, Massachusetts, died at 
his home at 7:00 o’clock New Year’s morning after a 
long illness. He was in the ninetieth year of his 
life. He is survived by his widow. 

Mr. Bailey was born at Little Compton, Rhode Island, 
and moved to Boston from New York in 1894, at which 
time he became treasurer of the stationery house of 
Thorp & Martin Company. He held this position for 
twenty-six years until his retirement in 1920, at which 
time he was said to be the dean of Boston stationers. 
He was a former president of the Boston Stationers 
Association and of the National Stationers Association, 
having held the latter office from July, 1909, to Octo- 
ber, 1910. 

On March 11, 1920, Mr. Bailey celebrated his seventy- 
fifth birthday anniversary. On this occasion the young 
women of the Thorp & Martin Company gave him a 
surprise party at his home and presented him with a 
set of books on travel. His office desk was decorated 
with flowers, and employees of the company whose 
period of service went back a decade or longer pre- 
sented him with an engrossed testimonial. The Boston 
Stationers Association sent a basket of American 
beauty roses. 

Mr. Bailey was a thorough business man of the best 
American type. He had depth of understanding and 
kindness, and his friends and associates regarded him 
with affection and respect. Until his retirement he 
was a regular attendant at local and national conven- 
tions. 
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HARLOW SEARLES 


Harlow A. Searles, a resident of Des Moines many 
years, passed away January 7, at the home of his 
daughter, Mrs. T. C. Bermingham, 6518 Kenwood ave- 
nue, Chicago, aged eighty-nine years. He was born in 
Vermont, and moved to Des Moines, in 1880, where he 
represented The Diebold Safe & Lock Company until 
five years ago. He made his home with Mrs. Berming- 
ham, his daughter, since the passing of his wife. 

The survivors include Mrs. Bermingham; Mrs. Ev- 
erett Hays, another daughter, Sullivan, Ill.; two grand- 
children, Mrs. Graham Hagey of Chicago, and Foster 
Reid Clement, Scarsdale, N. Y. 
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N. H. SNYDER 


For many years one of the important executives of 
John W. Graham & Co. of Spokane, Wash., and a dis- 
tinguished leader in advertising circles and especially 
in the promotion of paper products through publicity, 
Nevin H. Snyder, died in that city last month. He was 
62 years old. Recently seized with an attack of illness, 
he was removed to the Deaconess Hospital and died 
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Nine dozen Respirator Cushions specified in one order by a dealer 
located in a city of less than 50,000 population. Another thing, 
this same dealer ordered seven dozen Respirators only seventy-six 
days previously. 

Do you think any dealer would order so many chair cushions for 
stock? Not these days. Dealers today order only when they know 
the goods will be sold promptly. 

Respirator Cushions sell because they possess features never before 
embodied in a seat cushion and the user is assured a degree of 
comfort impossible to secure with any other type of seat cushion. 
Respirator Cushions are rapidly becoming the best known and most 
asked-for seat cushion on the market. 

We claim credit for developing and manufacturing Respirator 
Cushions and we acknowledge that credit is due our dealers in the 
United States and fourteen foreign countries who have found them 
a very profitable line to handle. 

The gocd will and appreciation of those who purchase Respirator 
Cushions is of great value to the dealer who makes the sale—a 
claim we will enjoy proving. 


L. M. BICKETT COMPANY 


WATERTOWN, WIS., U. S. A. 














A PosTuRE CHAIR 


Devoid of all 
Complicated 
Mechanism 


Just adjust for height 

. and this chair 
is ready to give 
hours, days and years 
of healthful, comfort- 
able sitting. Posture 
features are built in 





...not manipulated. 


Send now for complete facts about 
this correct posture, comfort induc- 
ing chair. Address Dept. OA 2 


Distributing arrangements with responsible dealers for 
other than educational institutions will be considered. 


American Seating Company 
> “Makers of Dependable Seating for Offices, Schools, 
Churches, Public Auditoriums. 


General Offices: GRAND RAPIDS, MICHIGAN 
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HAVE YOU 
OUR NEW 
CATALOG? 


PRODUCERS 


VERTICAL 
FILE 
FOLDERS 








A Dealer Writes That 


GREEN-EDGE 


| department of that company, extending the scope of 


‘*The many repeat orders we have already 
received indicate that the GREEN-EDGE 
Storage File with its special features of con 
struction and many conveniences give posi 
tive assurance that our customers once using 

opular file will be sure to specify 
GREEN-EDGE when their requirements 
wain.” 

Send for sample file and complete details for your 

further nspection and comparison 

WE INVITE YOUR INQUIRY 


517 SO. JEFFERSON ST., 


STORAGE FILES 





Insures 
Many Repeat Orders 





MANUFACTURERS 


FILING SUPPLIES 








CELLUGRAF 


SERIES 80 














ie. 


Opaque 





Giving an added 
Writing Surface 


SIGNALS 


FIRST CHOICE among 
makers and users of 
visible records 


A CELLULOID signal, ac- 
claimed the finest ever made 
for this type of service. 
Series 80 (Transparent) af- 
fords complete visibility, and 
tends to magnify data under 


signal. Six colors. 


Series 90 (Opaque) provides 


added surface for 


bringing additional data to 


writing 


visible margin. Four colors. 
No visible record is complete 


without Cellugraf Signals. 


Write for samples and prices. 


George B. Graff Company 


64 Washburn Ave. 


Cambridge, Mass. 








CHICAGO | 
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there from heart failure. His death was entirely un- 
expected, as prior to the sudden attack his family and 
friends had noted that he appeared to be in excellent 
health. Mr. Snyder had been with Graham & Co. for 
twelve years, and was manager of the school supply 


this department to the many schools of the region 
depending on Graham’s for their supplies. Besides 
his executive work, Mr. Snyder took much interest i 
advertising affairs, and was a past president of the 
Spokane Advertising Club. 

Born in Bethlehem, Pa., he came to The Inland 
Empire thirty years ago. He early became interested 
in metaphysics, and took an active part in the Meta- 
physical Library Organization.—CML 
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J. O. METZGER 


John O. Metzger, for many years in the service de- 
partment of the Royal Typewriter Company, Inc., at 
Detroit, Michigan, died on January 17 after a linger- 
ing illness. He was forty years of age, and leaves sur- 
viving his widow and their young daughter. 

Mr. Metzger was born at Allegan, Michigan, and 
joined the Royal staff quite early in his career. When 
the United States entered the World War he enlisted 
at Detroit and spent twenty months overseas, where 
he had charge of a large department having to do with 
the maintenance of equipment. The hard work con- 
nected with this position undermined his health and 
resulted eventually in his passing. 

Mr. Metzger had many friends among the typewriter 
men of the Middle West. He had been in service work 
for twenty years and was Known for his ability and 
conscientious application to duty. 

Funeral services held from his Detroit home were 


| attended by a large number of friends within and out- 
_ side the Royal organization. 
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FRANK NORTON 
Frank Norton, founder of the Norton Stationery Com- 


| pany, at Marshfield, Ore., passed away following an 


illness of two weeks. He was eighty-one years old, born 
at Springfield, Maine. His early years in the west were 
spent in the mining country about Virginia City, Nev. 

In March, 1884, Mr. Norton purchased the business 
now known as the Norton Stationery Company. This 
business had the distinction of being the first in the 


| city to install a telephone. 


Mr. Norton married Miss Alice Snyder, daughter of a 


_ pioneer hotel man, in 1888. Mrs. Norton passed away 


in 1911. 

Mr. Norton was active in the Knights of Pythias or- 
ganization, holding the post of master of finance. Two 
years ago he was presented with a fifty-year jewel by 
the lodge. 

The nearest survivors of Mr. Norton are his niece, 
Miss Edith Preston, who is employed in the store, and 
a nephew, Burton Preston, Portland, Ore. 
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J. T. HEREFORD 


J.T. Hereford, for thirty years one of the best known 
traveling salesmen in the western half of Missouri, 
died on January 16. Funeral services were held at his 
home in St. Joseph on January 18. He had lived in 
St. Joseph for the last five years and for twenty years 
before that he had made his home in Marshall. He 
was found dead in his room at the Hotel Muehlebach 
in Kansas City, supposed to have been the victim of 
a heart attack. He was about fifty-five years old and 
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=== PROOFS 


of our Leadership in the 
Stapling Machine Industry 

















LEADERS 
of the ACE Line 











in total sales — 
in new sales — 
S in repeat sales — 
aaa in Satisfied customers — 
in dealers’ cooperation — 
in consistent merchandising 
policy — 
and foremost... 
in stapling machine perfection 


DEALERS—The leading 
line is the profitable line! 


ACK FASTENER CORP. 


3415 N. Ashland Ave. Chicago, III. 









PILOT 


PRICE $4.00 





CADET 


PRICE $3.00 


Prices apply east of Rockies 








IT’S INVENTORY TIME 


What does it reveal to you? 


T should indicate the kinds of merchandise most profitable 
to handle, as well as point out the lines which sell fastest 
and attract new trade. 


Have you made the most of your brief case business? 


What plans have you for increasing profits and volume 

in 1935? STEBCO 

Are the lines you now handle the most modern, of good 

quality -and best values? Do they establish new cus- Our ealeemen ere now ta the Relé 

tomer friends for you? exhibiting the most complete and 

finest line of Stebcos ever devel- 
Dealers are turning to the Stebco line of modernized Brief ye A By 
Cases, Ring Books and Envelopes as the solution of their aggressive dealer. Examine these 
° a ~ . . . ve 

problem. A wise decision, because Stebco’s leadership gives making your decision. 


the utmost in design, appearance and 
quality of materials. And Stebco prices 
encourage maximum sales and profits. 


Are you receiving our literature? 


Stein Bros. Mfg. Co., Inc. 
564 W. Adams St., CHICAGO 
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Pool the ship- 
ment with your 
order of New 
Indiana Chairs 
and save time 


ap See. INDIANA DESK COMPANY 





trade on our new No. 900 series is 


unusual response from the 


convincing proof that it embodies 
all the essential elements for con- 
sumer acceptance. The buying 
public is quick to recognize style, 
quality and a_ consistent price. 


Order a sample and be convinced. 


JASPER, INDIANA 
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No. 900 series is made in Flat 
Top (4 sizes), Double Flat. 
Single Pedestal Flat (2 sizes 
Pedestal Typewriter, Drop- 
head Typewriter (both dou- 
ble and single pedestal 


Tables (5 sizes). 





I New 





No. 501 Value 
Bank of England 


In demand for business offices generally, 
New Indiana Chairs include various 
designs in solid walnut, quartered oak 
or birch. Made in an up to date plant 
by men of thorough experience, they 
offer the dealer real selling opportunity. 
If you wish, you can have them in- 
cluded in a pool shipment with Indiana 
Desks. Catalog and price information 
on request. 














INDIANA 


Office 
CHAIRS 


Styles that 
appeal— 
Quality and 


unexcelled 


New Indiana Chair 


Company Jasper, INDIANA 











o—PAPERS 





bon Papers is amply justified. They always give strong, clean- 
cut impressions; are unusually long-lived; never flake off ; and 
they cannot dry out! That's why Codo carbons are guaranteed 
against deterioration for five years. There’s a Codo carbon 
sheet for every copying purpose and in all practical colors. 


Codo Typewriter Ribbons, too, excel in 
quality. Be convinced by a trial order. 


Codo Mig. Corp. 


New York Coraopolis, Penna. Chicage 


CARBON 


Are Guaranteed! 


HAT a wonderful feel- 

ing it is to be “sold” on 
the quality of the garbon pa- 
pers you sell! How satisfying 
it is to Anow that Codo Carbon 
Papers not only give the best 
possible service, but that the 
good will gained results in new 
and repeated sales—and at sub- 
stantial profit. 


ONFIDENCE in your mer- 
chandise is inevitably re- 
flected in increased sales. And 
your confidence in Codo Car- 
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had represented the Combe Printing Company of St. 
Joseph during his entire life on the road. He is sur- 
vived by his widow, Mrs. Fannie Francisco Hereford, 
and two daughters, Eleanor and Adele. 
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MRS. H. W. SMITH 

The many friends of President Hurlbut W. Smith, of 
L. C. Smith & Corona Typewriters Inc., will be grieved 
to learn of the passing of Mrs. Mina Ruma Smith, his 
wife, Wednesday evening, January 23. 

The death of Mrs. Smith was due to a heart attack 
which occurred as Mr. and Mrs. Smith were entering a 
Syracuse theater. A physician and an ambulance were 
called, but by the time they had reached the Smith 
home, Mrs. Smith had passed away. 

More than sixty years ago Mrs. Smith was born in 
Syracuse, her maiden name being Glazier. She was 
married to Mr. Smith October 16, 1899. Mrs. Smith 
was a member of Betts Memorial Universalist Church, 
University Hospital, Onondaga Orphans’ Home, Day 
Nursery, Visiting Nurse Association, Ladies of Rotary, 
Order of the Eastern Star, Morning Musicals and the 
Y. W. C. A: 

The funeral was held from the home, 1111 James 
street, at 2 p. m., January 26. 

The Syracuse Herald of January 25 pays a high trib- 
ute to Mrs. Smith’s fine services to the community in 
the following words: 

“The death of Mrs. Hurlbut W. Smith, which came 
with almost tragic suddenness, is a grievous affliction 
to the many Syracusans who were familiar with her 
fine attributes and her valuable and varied influence 
in our community life. 

“As the wife of a business and civic leader and in her 
own useful career Mrs. Smith set an admirable example 
of useful, sympathetic womanhood. A native of the 
city, her interest in the concerns which have contrib- 
uted to its advancement in social, beneficent service 
was, in a marked degree, many-sided and ardent. Sev- 
eral of our charitable and welfare institutions have 
felt the stimulus of her unselfish and helpful activity 
in their behalf. She held a high rank among the Syra- 
cuse women to whom earnest work for good causes is 
not alone an impelling personal instinct but a mani- 
festation of true civic loyalty and pride. With wide- 
spread sorrow for her unexpected and untimely death 
will be mingled deep sympathy for the companion of 
her long married life, whose approval and encourage- 
ment were a continuous inspiration to her public- 
spirited zeal.” 

HARVEY W. DENNER 

Harvey W. Denner, proprietor of the Office Supply 
Company, 4474 Broadway, Chicago, Ill., died January 
10 at the age of 54. 

Mr. Denner had been in the job printing business in 
the north side of Chicago for twenty-two years. About 
seven years ago he organized a stationery department 
and conducted it successfully under the name of The 
Office Supply Company. He was one of the charter 
members of the Chico Club which is composed of office 
equipment dealers in the Chicago area outside the 
downtown territory. 

Surviving are a sister, Mrs. Ella Rittenhouse of Phila- 
delphia, and two brothers, also residing in the east. 
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CHARLES V. SMITH 
Charles Vail Smith, head of Charles V. Smith, Sta- 


tioner, 101 Court street, Binghamton, New York, died 
on January 13. He was prominent among the business 








cOMPo 


PREFERRED VALUE 





The NEW COMPO No. C-53 Plier Stapling Machine 
List Price $4.00 
A new addition to our line of dependable 
Stapling Machines! 
The new Plier is entirely nickel-plated, weighs 14 oz., 
has a loading capacity of 125 No. C-53 Wire Staples, 
with either 14 in. or 4% in. legs, and a stapling-range of 
134 inches. Indispensable for all office or industrial 
purposes. Write us for prices and further information! 


COMPO MANUFACTURING & SALES CO. 
WESTPORT, CONN., U. S. A. 








LOOSE SIV Fel LEAF 
EQUIPMENT 





With An Outstanding 
Sales Appeal! 


Not only a broad range of staple items 
but many distinctive numbers, make 
this line the logical one for any dealer. 
New Machine Posting Equipment, new 
types of Catalog Covers and a complete 
range of Visible Record Books are a 


few of the outstanding features. 


— AGENCIES AVAILABLE — 


Exclusive protected territory is available to 
active established dealers. Send for details and 
our complete catalog. 


THE C. E. SHEPPARD CO. 


4401-4429 Long Island City 
Twenty First St. New York 
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Foe safety’s 


sake, important 
letters and docu- 
ments should be 
written in HIG- 
GINS’ ETERNAL BLACK WRITING 
INK and sealed with HIGGINS’ 
SEALING WAX. A good idea for a 
double sale! 

HIGGINS’ SEALING WAX is made in 
accordance with half-century old form- 
ulae and carries just the right elasticity 
and strength. A wide assortment: bars, 
sticks, checkers and melting pot wax in 
all desired colors. An all year seller. 
Write for descriptive leaflet and price 
list. 


CHAS. M. HIGGINS & CO., INC. 
271 Ninth St. Brooklyn, N. Y. 








| TUBULAR EDGE 

| Insertable Celluloid Tabbing 

The Tab with a BACK BONE 
| 
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Grip for Turning Pages 
Titles Easily Inserted 
Neater Appearance 
| Inserts Cannot Slip 
Greater Strength 
| Superior Hinge 
| 


| 
No Splitting or Cracking 


Non-Warping 
The only tab with TUBULAR EDGE, which feature and its 


| many distinctive selling points removes this product 
from the competitive field. 


| Alll the features of other styles of tabs PLUS the 
added improvement of the TUBULAR EDGE 
At No Extra Cost 


Write for Samples and Literature 

















G. J. AIGNER CO., Index Mfrs. 


Oia 








503 S. JEFFERSON ST., Chicago, Ill. | 
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men of his city, and enjoyed the regard and esteem of 
a wide circle of friends. 
i ob ob 
GUSTAV A. WEIL 

Gustav A. Weil, vice president and general manager 
of The Woodrow-Weil-Stanage Company, Cincinnati, 
Ohio, passed away January 15, succumbing to pneu- 
monia. He had been ill but a short time. 

Mr. Weil was a native of Cincinnati, and educated in 
the public schools of that city. He was a son of Max 
Weil, a pioneer resident of Mount Auburn, and also 
early church worker of that section of Cincinnati. 
After the passing of his father Mr. Weil took his post 
in the corporation. 

He was fifty-nine years old, a bachelor. Surviving 
are three sisters—Mrs. William Muench, Cincinnati, 
Mrs. Syd Hawkins, Martinsburg, W. Va., Miss Louise 
Weil, with whom he made his home. There are three 
brothers—Carl F. Weil, Fort Thomas, Ky., Harry Weil, 
Cincinnati, and Max Weil, Cleveland. 

F. M. WILSON 

Fred M. Wilson, president of A. H. Denny, Inc., rep- 
resentative of the Weis Manufacturing Company in 
New York, died suddenly on Wednesday, January 23, 
at his home in Prospect street, East Orange, N. J. He 
had been with the Denny Company nineteen years 
and was well known and highly regarded by a large 
number of friends, including the company’s thousands 
of customers in and about New York City. Prior to 
his connection with the Denny Company, he was credit 
manager for the Dennison Manufacturing Company. 
He was fifty-four years old. 

Surviving are his widow; one son, Richard M. Wilson; 
three daughters—Misses Barbara D., Rosamond C. and 
Beverly B. Wilson, all of East Orange; two brothers 
William H., of Westfield, and Paul A., of Irvington; two 
sisters—Mrs. William P. Allen and Mrs. Howard C. Shay, 
of Irvington. 
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DAN F. BIGLEY 

The adding machine trade on the coast regrets to 
learn of the passing at San Francisco, of Dan F. Big- 
ley who succumbed to heart disease while seated in a 
chair at his home. He was well known to the trade on 
the coast a number of years as an aggressive and suc- 
cessful adding machine salesman. He was about fifty 
years old, and is survived by his wife and ont son.—SS 

MRS. ANINE HERDIS PEDERSEN 

Friends of F. S. Pedersen, loose leaf specialist for 
Stevens, Maloney & Company, Chicago, will regret to 
hear of the passing of his mother, Mrs. Anine Herdis 
Pedersen, at her home, 6927 South Chicago avenue, 
Chicago, Ill., December 26. She was the widow of the 
late Christen Pedersen, and mother of Lillie, Violet and 
F. S. Pedersen. 


hh 
E. L. REDDING 
E. L. Redding, proprietor of the Redding Book & Sta- 
tionery store, La Jolla, Calif., passed away recently, at 
the age of seventy-two.—_SS 
h oh 
ERROR IN SKEELES OBITUARY ITEM 
The passing of George H. Skeeles was recorded on 
page 112 of the January issue. An error occurred in 


giving the location of his old home town. His family 
home was at Swanton, Vt., instead of “Scranton, 
Penna.,” as given in our January item. 
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R EGARDLESS of what your customer pays for a re- 

built he expects real typewriter performance. If 
he buys a cheap machine he soon forgets the price 
and remembers only his dissatisfaction. ........ 
Yes. it's hazardous to stake your reputation on any- 
thing but the finest rebuilts. And 


MASTER GRADE 


UNDERWOODS 


100%, REMANUFACTURED — GENUINE REPLACEMENT PARTS — PRECISION ADJUSTMENTS 





~ 


are the finest rebuilts money can buy. The first 
cost is no greater and it’s the last for both you 


and your customer. 





THE WHOLESALE TYPEWRITER COMPANY 


FACTORY AND GENERAL OFFICES: 155 SIXTH AVENUE, NEW YORK CITY, U.S.A. write for the Wholesale Hat 


Cable: SALETYPE, NEW YORK of complete stocks of rebullts 
and select roughs, 
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For More 
and Better Business 


Readers of Office Appliances 
have a constant source of 
useful ideas. 


For SYEARS 


the 
STANDARD 

of 
QUALITY 


The journal contains for 
thoughts that many identi- ‘ 
fied with office equipment NON -CELLULOSE 


can use to advantage. It is 
a common meeting place for 
the exchange of worth-while 
information. 


STENCILS 


WRITE US today 
for exclusive sales 
rights for your city 


If you want more and bet- 
ter business, you can profit 
by a subscription to Office 
Appliances. Domestic rates 
are $2.00 a year, two years 
for $3.00; Canada, $2.50 and 
$4.00; Foreign, $3.00 and 


$5.00. 








OTHER QUALITY PRODUCTS 
CARBONS .. . . RIBBONS 
* 
FRANKEL 
CARBON & RIBBON MEG. CO. 


Denver, Colorado 
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The Office Appliance Company 
417 S. Dearborn Street 
Chicago, Il. 
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Won’t mar 


Office Walls 


The easy and quick 
way to display pic- 
tures, maps, charts, 
drawings and other 
things is by using 


Moore 
Aluminum Push-Pins 


Glass Head Push-Pins 
Push-less Hangers 


Our new Revolving Display Cabinet hold- 
ing the popular assortment of 72 Window- 
front Packets quickly sells its contents 


am 
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wherever displayed. Your jobber will 

supply you. 
a Give your customers our 
Booklet ““The Home Beau- 


tiful,’’ showing how these de- 
vices to hang up things are 
used in homes. Write 
for a supply imprinted with 
your name. 


MOORE PUSH-PIN CO. 
113-125 Berkley Street 
PHILADELPHIA, PA. 





efficient desk companion. 


The new ASCO MEMOROLL HOLDER 
| presents a novel and easily operated memorandum 
| device with a real sales poss Be It provides a con- 
tinuods memo of any length and 

up to 312” in width and a special _—— 
compartment for memoranda in 


| the base, as well as space for pen or 
| pencil. The utility and sales appeal of 
the MEMOROLL is readily apparent. 

















Get a sample dozen to- 
dey. You will find they 
will sell in a big way. 


Raising writing 
surface reveals 
STORAGE 
Compartment 
underneath. 


Individually packed, 12 to a 
carton. Finished in Olive 
Green, Maroon and Choco- 
late Oven Baked Enamel. 


ART 
STEEL CO., 
Inc. 


300 E. 145th St. 
New York 
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QUALITY AND 
HARD-WEARING DURABILITY 





Built right into Case Brothers Pressboard is 
a quality that cannot be equalled by any 
other method of manufacture. It's the only 
way to make the board so dense, so rigid 


and of such a high, hard finish. 


Because of these features, guides and 
folders made from Case Brothers Press- 
board stand up under severe usage as long 
as the files are needed. It's genuine econ- 
omy to 


Specify Case Brothers Pressboard 


CASE BROTHERS, INC. 


HIGHLAND PARK CONNECTICUT 





BOXED TYPEWRITER PAPERS 


Packed in attractive substantial boxes, finished in 
hammered silver paper, printed in blue, and lacquered 
to prevent tarnishing 

Complete in a variety of grades, weights and colors for 
every ofhce need. 

Distributed under an EXCLUSIVE DEALER arrange- 


ment. Desirable territories still available. 


WRITE FOR CATALOG No. 932 





ROCKWELL-BARNES COMPANY 


1511 W. 38th Street Chicago 
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SOUTH DAKOTA STUDENT WINS DIAMOND MEDAL 


J. H. McKeever of Searle Brothers Printing Com- 
pany, Aberdeen, S. D., sends Office Appliances a report 
of the victory of a South Dakota young lady, Frances 
Birdseye, a student of Miss Lilly Schoenleber of the 
Northern State Teachers College at Aberdeen. Miss 
Birdseye successfully passed the two-hundred word 
transcription test in shorthand sponsored by The 
Gregg Company of New York City. For this accom- 
plishment she has received from that company a 
diamond medal, which is the highest regular award 














Miss Frances Birdseye 


of The Gregg Writer. Only twenty-three other people 
have won this medal. To achieve this distinction one 
must write in shorthand material not previously prac- 
ticed or read, dictated at two hundred words a min- 
ute for five minutes. The material is taken from the 
Congressional Record, we understand. After taking the 
dictation the contestant must transcribe it in an hour 
and a half or less, with an accuracy of at least ninety- 
five per cent. 

Miss Birdseye is employed in the offices of the St. 
Paul Fire & Marine Insurance Company of Aberdeen 
and has had three promotions since last June, when 
she was first employed. 

LILLA HEADS MARVIN’S ESTIMATING DEPART- 

MENT 

Stanley Lilla, formerly connected with the Butler 
Paper Company and the Brown Paper Goods Company 
of Chicago has joined the staff of the Marvin Enve- 
lope & Paper Company, 439 to 445 South Clark street, 
Chicago, as head of the estimating department. He 
succeeds Earl E. Miller, recently resigned. 

Mr. Lilla has been identified with the envelope busi- 
ness in Chicago for the past thirty years and brings 
to his new position a wide experience coupled with a 
fund of well developed native ability. 

> 

GENERAL PENCIL ANNOUNCES NEW PRICES 

The General Pencil Company of Jersey City, N. J., 
under date of December 12, announced new prices to 
go into effect at once. These price changes cover mini- 
mum quantities for ten per cent discount. Thirteen 
different styles of pencils are included. 

~~ 
PRINTER ADVERTISES “S-W” EQUIPMENT AND 
SUPPLIES 

The Hazard Printing Company, Hazard, Ky., an- 
nounced in a large display advertisement in a local 
paper some time ago, that it is now selling Shaw- 
Walker Equipment and Supplies. 
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Guiiicll 


HARACTER in a ring 
book is a good deal like 


—77 character in a man. 


It stamps ils possessor as 


being above the ordinary. 





There’s a real reason for 
the distinctive trend on 
the part of many good 


dealers to 


It Will Pay You 


To Investigate. 


TRUSSELL MANUFACTURING CO, 
Poughkeepsie, N. Y. 






































for 
ROTARY 
DUPLICATING 
DEVICES 





YOU CAN MAINTAIN PRICE 
WITH QUALITY 


Sell TEMPO Stencils and Inks and be assured of 
Repeat orders. The Tempo line is complete— 
Tempograph Duplicating Machines—Tempo In- 
ter-leaving Trays—(Slipsheeters) 

Write for Catalogue 


MILO HARDING CO., LTD. 
1362 So. Hill Street Los Angeles, Calif. 
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az 


A Colorful Product 
in a Colorful Package 


HIGHLANDER 


+ 
TYPEWRITER RIBBON ’ 





Lithographed in seven colors 


Highlander Ribbons are made to meet 
the requirements of the dealer that de- 
mands a high quality product for his 
customers and more profit for himself. 


Write today for samples and new low 
quotations. 


Cameron Manufacturing Co. 
1617 BRYAN ST. DALLAS, TEXAS 





4 eo beautiful color 
display, no bigger 
than a double post- THE NEW 


card, contains thirteen COOK FILE SIGNAL 


actual Cook File Signals 
and shows the = en- 
tire range of available 
colors, It also gives 
complete, detailed information on the Cook line. 


SAMPLE CARD 


Not only does this card enable you to get a quick grasp 
on the sales possibilities of the line, but it also places in 
your hands a coherent, highly convincing means of getting 
the Cook story across to your customers. 


This ingenious piece, which amounts to a miniature 
catalog, will be sent you promptly on request. 


THE H. C. COOK CO., 14 Beaver St., Ansonia, Conn. 


COOK'S 


STAINLESS STEEL 


FILE SIGNALS 


\ 
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OFFICE MACHINE FIRMS MERGE IN CLEVELAND 


Ralph C. Ertzberger, formerly doing business as Add- 
ing and Calculating Machine Service Company, and 
William J. Haltrich, who conducted an enterprise un- 
der the name of W. J. Haltrich Service Company, have 
merged their businesses under the name General Office 
Machines Inc., at 823 Prospect avenue, Cleveland, Ohio. 
The merged organization offers complete service and 
Sales of new and used office machines of all kinds. 
NASHVILLE HOUSE EXPANDS 


Lellyett and Rogers, Inc., has established a depart- 
ment of office surveys and analysis in Nashville, Tenn. 
The office modernization idea for speed and accuracy 
the firm exemplifies in a line of “Berloy” steel files, 
desks, safes and filing systems. The show room at 316 
Second avenue, South, is now one of the most complete 
of its kind in Nashville—CG 


FURNITURE 


Aurora, Ill..-B. G. Wiley, formerly advertising manager of the All-Steel 
Equip Company, has been promoted to assistant general sales manager, 

Buffalo, N. Y.--The Niagara China & Equipment Company, Inc., has 
been chartered to deal in store and office furniture and fixtures; capital 
stock, $10,000; incorporators—Harry Goodman and Louis Burman of But 
falo, and Floyd C. Leonhard of Tonawanda 

Chicago, ttt... L. Elofson, retail sales manager of the Art Metal Con 
struction Company, visited the local branch in January 

Chicago, tll.-The local agency of the DoMore Chair Company has been 
changed to a factory sales branch. James Black is manager 

Columbus, Ohio..-The E. H. Sell Company, Inc., has moved to the 
Columbian building, 37 East Gay street 

Dover, Del..-The Penn Metal Corporation has been chartered to deal 
in office furniture, steel lockers, shelving and cabinets ; capital stock, 8,000 
shares no par value ; incorporators—-Gerald J. McMahon, Brooklyn, N. Y.,; 
Peaslee Bond and Ward Cress, Jr., New York 

Hazard, Ky.—-The Hazard Printing Company has added an office equip 
ment and supply department 

Jacksonville, Fla..-The exclusive franchise of The Shaw-Walker Com 
pany has been secured for this community by Earl A. Davis, 317 West 
State street 

Los Angeles, Calif...Jack Kearns has opened an office equipment busi 
ness at 948 South Hill street. He also represents the Automatic File & 
Index Company, of Chicago. 

Portland, Ore..Clarence Larkin has become manager of the office equip 
ment and commercial stationery departments of The J. K. Gill Company 
He has been in this fleld twenty-five years, and was recently with Bushong 
& Company 

Portland, Oregon.—-Clarence Larkin has taken charge of the office fur 
niture department for the J. K. Gill Company at Fifth avenue and Stark 
street. They carry the West-Made desks and the Globe-Wernicke files and 
filing equipment Mr. Larkin will also supervise the retail sales of the 
commercial stationery department He has had about twenty-five years 
experience in the office equipment and stationery business, having started 
in 1910 as errand boy for the Kilham Stationery & Printing Company 
After becoming secretary and director of that company, he sold in 1925 
to become manufacturers’ representative in the Orient His recent connec 
tion has been with Bushong & Company, and he has also been very active 
in the Portland Chamber of Commerce. 

Providence, R. 1.—-The Office Appliance Company, formerly at 35 East 
Weybossett street, has moved to 43 Weybossett street. The Globe-Wernicke 
line is handled, and also rebuilt typewriters, adding and calculating ma 
chines, ete. ° 

St. Louis, Mo.--Remington Rand, Inc., has leased the second and third 
floors of the building at Tenth and Locust streets, known as 315 North 
Tenth Extensive alterations will be made to adapt the premises to the 
requirements of the new tenant 

San Angelo, Texas...The Whittsitt Printing Company, conducted by 
H. H. Whittsitt at 13 East Twohig avenue, has received the exclusive 
franchise for the Shaw-Walker lines 

San Francisco, Calif..Charles R. Barry, 430 Brannon street, recently 
returned from the East, reports that the factories there are running 
heavier. Mrs. Barry joined him on the trip. While Mr. Barry was visit 
ing the Samuel Ward Manufacturing Company of Boston to celebrate his 
twenty-seven years as coast representative, he also visited other factories 
of which he is representative. One of these is the Victor Safe & Equip- 
ment Company, North Tonawanda, N. Y. He further represents the Oak 
ville Company of Waterbury, Conn., and the Russell Playing Card Com 
pany, New York City 

Topeka, Kans.—-The Peabody School Furniture Company has moved into 
a new store on Quincy street 


PENS AND PENCILS 


Chicago, ttl._-Harry E. Dressel has been appointed retail sales man 
ager at the home office of the Autopoint Company 

Chicago, Ill.--A. E. Eadon has been appointed midwest representative 
of the C. Howard Hunt Pen Company. His headquarters are at 325 North 
Austin boulevard 

Chicago, !0.—-Hamilton Kendrick, district manager for the American 
Lead Pencil Company, made his usual trip to the Minnesota Twin Cities 
in January. 

LaSalle, 111.—The Quality Gift & Book Shop has been established at 
218 Joliet street, by Miss E. B. Kreizenbeck 

New York, N. Y.-The Universal Pencil Company, conducted by Joseph 
A. Rowse, has leased space at 27 West Sixtieth street 

San Francisco, Calif._.'. N. Black, the assistant sales manager for The 
Parker Pen Company, Janesville, Wis., was visiting the Pacific coast dur 
ing January 
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WHEN YOUR DESK PROSPECT SAYS, 
“ILL BE BACK” 


Have You 
Shown Him Anything that he 
will HAVE to come back for? 


The WAGEMAKER Exclusive Agency is the 
most valuable, and only truly exclusive agency, 
because of its exclusive features. 

WAGEMAKER features close those “‘hair line”’ 
sales that you now lose by the mere whim of 
the buyer. 


Grand 


Rapids Michigan 











Style 
No. 24B 





A New and Im- 
proved Sherman- 
Manson Tubular 
Steel Stand with 
adjustable ma 
chine rests in 
place of the usu 


al solid top. 


Can be equipped 
with raised or 
flush, inter- 
changeable right 
and left side 
shelves 


Fits 
Any lypewriter 


or Hand Operated Adding or Calculating Machine 
{ Write for further particulars and prices } 


SHERMAN-MANSON MFG. CO. 
621-31 S. KOLMAR AVE., 
CHICAGO 
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Only A Little While Now 
To Wait For The 
HOTCHKISS SHOWING 


The big automobile shows are 
over—but a showing of more 
vital interest to you is still to 
come. It won't be long now till 
you get the announcement of 
what HOTCHKISS is doing to 
put new refinements, new style 
in stapling machines—and new 
pep in your business for 1935. 


Watch for this important news 
from HOTCHKISS and be ready 
to get your order in early for the 
first machines off the production 
line. In fairness to everybody it’s 
“first come first served”’—and al- 
ready, without seeing the ma 
chine, without knowing its price 
or anything about it, dealers 
who know what to expect from 
HOTCHKISS have sent in 
orders for over 1200 of the new 
model. 


THE HOTCHKISS SALES CO. Norwalk, Conn. 
The Only COMPLETE Line Available from One Source 








Four Important Facts Concerning 


DoppCraft Zipper Cases 


N They Sell Easily 

N Give Satisfaction 

N Provide Ample Profit 
N Wide Range of Designs 


That’s our whole story, “in a nutshell.” 
But brief as it is, it explains why dealers 
are enthusiastic about their DoppCraft 
line. Quite naturally, because the popu- 
larity of DoppCraft zippers is reflected in 
steadily increasing sales. 

Send for the new DoppCraft 

catalog. It shows you how 


to sell more carrying cases. 


Address Dept. C. 


Charles Doppelt & Company 


4112 Orleans St., Chicago, Hl. 
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Quick, Accurate 
FIGURES 


END MISTAKES —DOUBLE SPEED WITH 
PRECALCULATED, VERIFIED ANSWERS 


Meilicke ready-made answers to routine problems cut 
calculating time in half for Western Union, Western 
Electric and many other users, Any employee can use 
Meilicke Systems without training. There are no keys 
to punch, no levers to pull. Just turn the card and copy 
the answer 


The Meilicke line consists of 
the following devices: 
N.R.A. P ll Calculators 
The Dictaform for letters, ; 
paragraphs and all data a) a 
Savings Bank Calculators i 
Commercial Calculators 
Yard Goods Calculators 
Dozen Basie Calculators 
Urit Basis Calculators 
Electric Bill Extenders 
Water Bill Extenders 
Butter-fat Calculators 
Discount Calculators 
Interest Calculators 
Vertical Cataloging 
Payroll Calculators 
Express Calculators 
Freight Calculators 
Lumber Calculators 
Coal Calculators 
Bonus Calculators 
Time Calculators 
Price Checkers 
Phone Indexes 













Meilicke Systems meet every need, and spe- 
cial Calculators can be supplied to meet any 
special requirements. Let us show you with- 
out obligation how Meilicke systems can save 
money for your business. Dealers, send for 
our new catalog. 


Meilicke. Systems, Inc. 
3466 No.Clark St. Chicago. Illinois 











“KELEAN’ 


Unground Bail Bearings for the 
Metal Office Furniture Industry 
(U. &. Patent 1.782.622. Canadian Patent 324.059. Other patents pending.) 

All parts machined from bar stock and heat-treated, 
outer races are one piece and can be made in any 
desired shape. (No soft stampings used whatsoever.) 
For cradle slides our ball bearings and rivets are in one 
unit for quick assembly. 95% of filing cabinet drawer 
slides in United States and Canada operate on “Kilian” 
unground bearings. Samples made to your specifi- 

cations. 


Kilian Manufacturing Corporation 


107 North Franklin Street Syracuse, New York 























HERE'S GOOD NEWS 


from Imperial Dealers 










No. 667-A—-From 
ajWalnut series of 
unusual eye-ap- 
peal. 






© “It's amazing how trade has picked up” . “There's a great 
quickening of interest in Imperial Office Furniture” . . . **New 


business is coming in at a most encouraging rate.” 


These are the kind of letters we have been getting from Imperial 
Dealers enthusiastic letters that show how definitely Imperial 


Desks are leading the way to improved business. 


It’s not too late to share in early profits from the office furniture 


industry's upturn. Write today for information about these well- 


styled desks, offering complete coverage of the medium-price field. 


IMPERIAL DESK COMPANY 


EVANSVILLE, INDIANA 














Se. 


For that Sales Manual, Catalog, 
Book of Regulations, etc. 


PERFECTION METALS 


Our service is particularly designed for stationers 
who operate their own printing and binding plants. 
Many different types and sizes of ring and post 
binder metals are now being used and et we 
specialize in their production, frequently bringing 
out new metals embodying latest developments and 
improvements, this service is exceptionally valuable 
in its field. 

If you do not have our catalog, send for a copy. 
Besides specifying and illustrating our many stock 
metals, it is a veritable compendium of useful in- 
formation on the subject. 


Loose Leaf Metals Co., Inc. 


6816-6824 Arsenal St. ST. LOUIS, MO. 


Pecific Coast Representative: S.& D. Loose Leaf Co., 427 N. San 
Pedro St., Los Angeles, Calif. 

















FEBRUARY, 1935 


San Francisco, Calif.—Charles E. Robinson has been made ‘‘Eversharp’ 
special representative in San Francisco. He has hitherto been making the 
Rocky Mountain states, with headquarters at Denver, and with outstand 
ing success Joe McCabe, who has been working eastern Washington, 
Idaho, and Montana, is taking over the mountain states 

San Francisco, Calif.—Miss Violet Ruth Stange, who for the past eight 
years has become well known to the trade, having been the supervisor 
of The Conklin Pen Company’s branch, has announced her engagement to 
Rudolph Richter of San Francisco 


MARKING DEVICE $ 


Durham, N. C.—-The Thomas-Quickel Company has enlarged and mod- 
ernized its marking device plant This department is located on the 
second floor of the building, which also houses the typewriter repair and 
picture framing departments 

New York, N. Y¥.—The Unity Stamp Company, Inc., 
at 5 West Thirtieth street 

San Francisco, Calif.-The Fulton Specialty Company, Elizabeth, N. J., 
has established a branch at 72 New Montgomery street. This is in charge 
of O. H. Davison, who has a wide acquaintance on the coast 

Waupun, Wis.--The state penitentiary here has received an order from 
the Wisconsin motor transportation department for license plates to be 
used by motor trucks and bus transportation lines during 1935 Nine 
kinds of plates will be provided, the order totaling 105,500 plates 


xy £5 Ke a 


Cleveland, Ohio..-The Bonnar-Vawter Fanform Company has leased 
the plant in East Thirtieth street, between Superior and Payne avenue, 
formerly occupied by the Morgan Lithograph Company 

Syracuse, N. Y.—Harry Frater has joined the McMillan Book Com 
pany, covering the south and southwest 


BUSINESS OPPORTUNITIES 


Important to Manufacturers 


The following detailed inquiries, received direct from readers of OFrrice 
APPLIANCES, are tangible business opportunities. 


WANTS ABROAD 


Mexican Firm Seeks Filing Equipment and Supplies.—Productos 
Arco,’’ Apartado 7927, Mexico, D. F., Mexico, concentrates its activi- 
ties on the sale of filing equipment and supplies. Its services as agent 
and distributor throughout the Mexican republic are offered to manufac- 
turers. Carlos Becerril R., sales manager of the company, states that 
commercial and financial references are available. 


WANTED HERE AT HOME 


Chattanooga Dealer Asks for Catalogues.—The Commercial Stationery 
& Supply Company, 737 Cherry street, Chattanooga, Tenn., wishes to re- 
ceive printed matter and prices on new and used checkwriters, adding 
and duplicating machines, rebuilt typewriters and also general lines of 
office furniture. Please mark mailings for the attention of G. P. Camp- 
bell, president 

Chicago Dealer Requests Catalogues.—M. M. Ranstead & Company, 
stationer and office supply dealer, 208 West Monroe street, wishes to re- 
ceive latest catalogues and price lists from manufacturers This busi- 
ness was located formerly at 45 South Wells street 

Catalogues and Prices for Vermont House.—Hartford’s Bookshop, 121 
West street, Rutland, Vt., wishes to receive prices and catalogues from 
manufacturers in this field. This business was established recently by 
Mr and Mrs. Charles R. Hartford to handle stationery, books, office 
equipment, music, toys and sporting goods 

Sales Service on Office Specialties in Middle West.—The McClain Com- 
pany, 518 Second avenue, South, Minneapolis, Minn., is a factory dis- 
tributor for several specialty lines in North and South Dakota, Montana, 
lowa, Nebraska, Minnesota, Wisconsin and the northern Michigan Penin- 
sula. It is in a position to handle a few additional office specialties on an 
exclusive basis. In addition to the main office at Minneapolis, the com- 
pany maintains branches and carries stock with service at St. Paul, 
Dulutn, Omaha, Des Moines and Middleton, Wis. Please mark mailings 
for the attention of Mr. D. O. McClain 

Specialties Catalogues for Florida House.—-The Office Equipment & 
Supply Company, P. O. Box 110, Tallahassee, Fla., wishes to receive 
catalogues from manufacturers of office specialties and supplies. Please 
mark mailings for the attention of Mr. O. F. Perkins 

Traveler Service for Furniture Lines.—Sidney A. Sapot, 825 North 
Eighth street, St. Louis, Mo., wishes to undertake the representation of 
office furniture lines in Missouri, Kansas, Alabama and Texas, including 
desks, chairs, files and storage cabinets He was formerly in business 
in the territory indicated about three years, and is now in the process 
of re-establishing himself Mr. Sapot plans to maintain a showroom in 
the downtown St. Louis district 











has leased a floor 























Correcting an Erroneous Address An item in this classification on 
Page 127 of the December issue of Office Appliances, reported a service in 
the sale f office equipment to the Federal government departments at 
Washington, D. ¢ The address was given erroneously as MacIntosh & 
Sheridan, 4206 Eighteenth street, N. U Washington, D. C The cor- 
rect address is 1206 ahteenth street, N. W., Washington, D. C. The 

mpany has operated ten years and now handles several specialties. Cor 
respondence should be addressed for the attention of Mr. Phil Sheridan 


New Enterprise 
“DD sa neu neern reported in further detail elsewhere in this 
SSE It offers possibilities of additional outlets for 
manufacturers in this field 
Book and Stationery Shop in Vermont.—Hartford’s Bookshop, 121 
West street, Rutland, Vi., was established recently by Mr. and Mrs 
Charles R. Hartford, handling stationery, books, office equipment, music, 


toys and sporting goods 
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TON 


bring your 


Stamp Pad 
Line 


up-to-date! 




















, 

STAMP pads may 
not be “dated” but some 
types are probably just as obsolete 
as your wife's last year’s hat! Ink- 
ing or impregnating pads so that 
they stay fresh and do not dry out 
in dealer's stocks is a highly special- 
pine ized art for which FULTON is 
nationally known. Consult us on 
your stamp pad requirements. We 
will be glad to suggest a stock to 
cover your needs. You'll be sur- 
prised to see how far a small assort- 
ment of FULTON-made Stamp 
Pads will go. 


DRI-KWIK 
STAMP PADS 


For smudge 


proof, 
quick drying impres- 
sions. Have no odor 

give greal wear. Will 
not injure rubber 


stamps nor dry 
Five colors. 

FULTON 

SELF-INKING 
STAMP PADS 
The trade's standard 
utility stamp pad. Con 
lains pure glycerine 
ink, unsurpassed in 
purity and strength of 


“FULTON 


SPECIALTY CO. 


ELIZABETH, N. J. 
Sales Office, 200 Fifth Avenue, N. Y. City 















CARBONS 
and 
RIBBONS 


OUR 1935 BOOKLET 


An Aid to Greater Carbon Paper 
and Typewriter Ribbon Sales. 
We will be glad to mail a copy of this 
booklet to all dealers interested in 
promoting greater sales for 1935. 
THE BUCKEYE RIBBON & CARBON CO. 
1458-1468 East 55th St., CLEVELAND, OHIO 
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RIBBONS AND CARBONS 


Buffalo, N. Y.—-The local offices of The Buckeve Ribbon & Carbon 
Company have been moved from 547 Ellicott Square to 1092 Ellicott 
Square. This office is under the direction of Frank J. Killeen 

Chicago, til._-F. S. Cooper, sales manager of the Codo Manufacturing | 
Corporation, made a trip to several of the southern states in January, re 
turning to Chicago via the Cincinnati gateway 

Chicago, Ill.--E. W. Cornelius has returned to the local service of the 
L. C. Smith & Corona Typewriters Inc., after an absence of seven vears 
in other activities He is selling Smith-Corona supplies 

New York, N. Y.--A. C. Day, manager of the New York office of The 
Buckeye Ribbon & Carbon Company, visited the home office at Cleveland 
recently 

San Francisco, Calif.—_A spevial luncheon-meeting for the Carbon & Rib 
bon Dealers Association of Northern California was arranged for Friday 
noon at the Palace Hotel on the 25th of January The occasion was for 
an address by T. G. Roehm, vice president of The Miller-Bryant-Pierce 
Company 


TV PEWTRITER S 


Boston, Mass.-.The local branch of the American Writing Machine 
Company, under the direction of S. W. Williams, has moved to 171 | 
Federal street 

Chicago, Itl!._-The window of the Corner Typewriter Store, 111 West 
Lake street, was smashed January 12, and two typewriters stolen 

Chicago, ii!._-Miss Ruth Anderson has returned to the local branch of 
the L. C. Smith & Corona Typewriters Inc 

Chicago, tii._-Elmer Thiessen has joined the sales staff of the L. ¢ 
Smith & Corona Typewriters Inc., handling the stock yards and other 
south side territories 

Chicago, Ill..-The Portable Typewriter Exchange Company, 107 North 
Dearborn street, has been chartered to buy, sell, lease, rent and repair 
all kinds of typewriters; capital stock, ten shares par value common 
incorporators—-Elmer L. Young, C. A. Young and E. C. Eckland 

Chicago, Ili.-W. D. M. Simmons, of the educational department of the 
Underwood Elliott Fisher Company, attended the Chicago convention of 
the commercial school association Albert Tangora was with him 

Chicago, t!.—-Glenn Lawless, formerly with the supplies department of 
the L. C. Smith & Corona Typewriters Inc., has been transferred to a 
typewriter territory 

Detroit, Mich.-E. E. Hunter has been appointed manager of the local 
branch of the L. C. Smith & Corona Typewriters Inc. Recently he has 
been conducting the Office Supply & Equipment Company at San Jose, 
Calif Mr. Hunter wis many years with the L. C. Smith & Corona as 
manager of the San Francisco branch He had been a district manager 
for the company, also, in the middle west 

El Paso, Texas...The El Paso Typewriter Company, conducted by Wal 
ter J. Schaffer, has added J. E. Worthington of Woodstock, Ul... to it 
staff 

Madison, Wis..-The George Biel Typewriter Company lost a typewriter 
in November, and the local police authorities located the machine at 
Beloit. The culprit was brought to Madison for trial 

Newark, Ohio.__The Ohio Typewriter & Office Equipment Company, 353 
East Church street, has been purchased by Kenneth L. Debolt 

New York, N. Y.--W. R. Brown has been appointed distributor of the 
Varityper in the United States 

Ottawa, Ill.--L. F. Crawford, UEF sales agent here, walked into the 
office of a prospect at Streator while a holdup was in progress. The ban 
dits included him in their operations, and Mr. Crawford lost a watch and 
$22.00 

Phoenix, Arizona._-The General Typewriter Company, 144 North First 
street, has increased the space occupied, and has added two men to its 
staff 
Providence, R. 1..-Edward H. Brown has become manager here for the 
L. C. Smith & Corona Typewriters Inc., coming from the Toronto branch 
of the L. C. Smith & Corona Typewriters, Ltd 

St. Louis, Mo.—-Herbert W. Foley has been appointed manager here 
for the L. C. Smith & Corona Typewriters Inc He had been manager 
of the branch at Providence, R. I 

San Jose, Calif..-E. E. Hunter, of the Office Supply & Equipment Com 
pany, has become manager of the Detroit, Mich., branch of the L. C 
Smith & Corona Typewriters Inc Mr. Hunter was formerly manager of 
the L. C. Smith & Corona branch in San Francisco, and also district man 
ager for the middle west The Office Supply & Equipment Company is 
being continued by Mr. Hunter's two sons, Wayne and Ronald Hunter 

San Francisco, Calif.—At the January meeting of the San Francisco 
Typewriter Dealers Association reports indicated that the signed agree 
ment as to rental rates was being observed 100 per cent, and that the re 
sults were entirely satisfactory The rates are $3.00 for one month and 
$5.00 for two The February meeting will be a social occasion for mem 
bers and dealers, and including their families and guests 

San Francisco, Calif..-Mr. W. H. Courtney, formerly with the Koyal 
Typewriter Company, has joined the sales force of the L. C. Smith & 
Corona branch, and will care for a portion of the business district of San 
Francisco William S. Gesner, formerly with Remington-Rand, has also 
joined the L. C. Smith & Corona sales force 

Seattle, Wash.-.The Seattle Typewriter Dealers Association chose the 
following new officers For president, Wayne Haines; for vice president, 
James C. Martin; for treasurer, D. H. Johnson; for secretary, Edward H 
Phelan, manager of the Retail Trade Bureau of the Seattle Chamber of 


Commerce 


ADDING MACHINES 


Chicago, !11._-George L. Rogers, Inc., 407 South Dearborn street, has 
been appointed distributor for the Friden Calculating Machine Company 
Oakland, Calif 

Cleveland, Ohio. -The Adding & Calculating Machine 
pany and the W. J. Haltrich Service Company have merged under the 
name of General Office Machines, Inc., 823 Prospect avenue 

Kansas City, Mo.--Calculator Sales & Service, conducted by H. M 
Wheeler, has become distributor for the Friden Calculating Machine Con 








WE OFFER THE FINEST 
LINE OF 


CARBON PAPERS 
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TYPEWRITER 
RIBBONS 
EXCLUSIVE FOR 
THE DEALER 
AND STATIONER 


Allen & Company 


11-13-15 Vandewater Street 
New York 
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iF IT’S NOT IN YOUR STOCK 
DRAW ON OURS 






Quick 
Shipment 






FILES 
DESKS 
CHAIRS 
GUIDES 
FOLDERS 








FROM 





NEW YORK STOCK 





Service Com 





CAL CAMERON 
140 MAIDEN LANE 
NEW YORK, N.Y. 


pany here 
New York, N. Y¥.—-The Newell Office Machine Company has moved from 


233 Spring street to 53 Park row 











WARSHAW 
FOLDERS 


FEBRUARY 


You'll be surprised at the strength and wear- 
ing qualities of WARSHAW folders — per- 
fectly scored by the exclusive Warshaw 
method. Good quality stock—perfect work- 
manship—round corners in all standard sizes, 


cut 1, Vy, '/sor?/s. A tue WARSHAW 
quality item. 


Write for samples and test them yourself. 


WARSHAW MFG. CO., Inc. 


ONE MAIN ST. BROOKLYN, N. Y. 




















AN ‘ADDITIONAL LINE 


#1200 Olive Green 
#1300 Walnut 
41400 Mahogany 
#1500 Oak 


A New Large size Metal- 
stand... 17x 24. 

Revolutionary New Con- 
struction. Far more Rigid. 


Shipped K. D. 










METALSTAND COMPANY 


Manufacturers 


909 Walnut St. 


Philadelphia, Pa. 


























SALES INCREASING 
EVERY MONTH 
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Thousands of users of EATON’S CORRASABLE 
BOND (Originally introduced under the title of 
Erasable Bond) have found genuine satisfaction in 
using it and experiencing its remarkable erasing 
qualities 


— 


7 
— 


With a jeu light strokes of an ordinary lead pencil 
eraser, stenographers can now erase a single letter, a 
word, a sentence, or a whole paragraph. A saving 
in time, labor and paper 


A demonstration means a sale—a sale brings a repeat 
order 


Write us for samples and prices 


EATON PAPER CORPORATION 
PITTSFIELD, MASS. 





























NEW CUSTOMERS 
ARE LOOKING FOR 


ELDORADO PENCILS 


DISPLAY THIS SALESMAKER! 


The famous ELDORADO-SCHOLASTIC Awards attract 
thousands of students every year. Nationally advertised. 
Students use ELDORADO, the Master Drawing Pencil! 
Now—at the peak of this advertising — display this sales- 
maker. ELDORADO is also advertised continuously to 
architects, draftsmen, teachers and students. As new pub- 
lic works and buildings go up, as new art courses are 
added in schools, extra sales are being created for 
ELDORADO. Get your full share of this business. Ask our 
salesman or write today to— 
Pencil Sales Department 


JOSEPH DIXON CRUCIBLE COMPANY 
Jersey City, N. J. 
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RIBBONS e. - CARBONS 


ESTABLISHED 1895 


Dealers Inquiries Solicited 


LR 





Sansom at Tenth Street Philadelphia, Penna. 

















w A N TF E D 


Addressing Machines, 
Typewriters, Adding Ma- 
chines, Duplicators, Mul- 
tigraphs, Folders, Dictat- 
ing Machines, for cash. 

WRITE US FIRST if you 
want to buy supplies and 
machines,and save money. 





170 N. LaSalle Street 
CHICAGO 


Attn.: Mr. Otto 








VRUSUTNNTNTNNANANEN ANAT SUN Beek See Beas Bares ee eee eee 


Have You 


a Friend—o. business acquaint- 

ance who might like to keep in touch 

with office equipment by reading 

Office Appliances? If so, send us 

the name, address and business and 

we will send a sample copy with 
our compliments. 


THE OFFICE APPLIANCE COMPANY 
417 S$. DEARBORN STREET, CHICAGO, U. S. A. 














The “Aluminum” Pocket Seal 
and other MARKING DEVICES 
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POCKET SEALS SPECIMEN IMPRESSION LEVER SEALS 


MEYER & WENTHE - CHICAGO 


OFFICE & FACTORY - 24 to 30 S. Jefferson St. 
LOOP STORE - 31 North Clark Street 
WEST SIDE STORE - 30S. Jefferson St. 
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The 


ADAMS 


Ideal BOOK RING 





+ 
THAT FLATTENED JOINT is there + ° , 
Hl PATENTED for a purpose—to keep the ring al Efficient and economical. 
PER. 17,1920 JAM. tt. teat ways right side up No need to hunt Will keep correspondence 
mov. 6.1829 and fumble to find the place where d | 

_ ‘ the ring opens, if it's an Adams ring an papers always on hand 
Seven Sizes Here is the simplest, quickest-operat and properly arranged. The 
Inside Diameters: ng and most satisfactory ring ever most efficient desk file on 

Ne. 000, %,,’ N i. 1 nvented for perforated sheets or : 
oO 00. %4’’ Ne 2. 1% binders of all sorts. Allows binder or the market. Made in four 
No. 0, 7%'' No. 4, 2% sheets to lie flat when open at any sizes. A very profitable 

No. 6, 3’’ point The enlarged joint, nicely item for stationers 








| 
rounded and smoothed, keeps ring 
right side up in position to be in- 
stantly unlocked 

Order through your wholesaler. We also 
manufacture inexpensive loose leaf metals 


, » 5 Se. Chi Ave.. 
Henry T. Adams Mig. Co. Si) fine 4“ 


Stanley R.Bristow 
24 Central Ave.West Orange,N. J. 
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San Jose, Calif.—-The Robertson Adding-Typewriter Service has moved 
from 24 Fountain street to the corner of Third and San Fernando streets 
J. H. Stotesbury has joined this business; he had been with Remington 
Rand at San Francisco since 1919 

Cleveiand, Ohio.—-General Office Machines, Inc., has been chartered ; 


capital steck, 250 shares no par value 
+t Chicagd,-JH.—-The Duplieraft Cempeny, 
has been chartered to deal in duplicating supplies; 
Shares no par value common; ineerperators—-Harry M 
Magid and Harold D. Moss. 

Chicago, Ul.—The Accounting Machines Corporation, 343 South Dear 
born street, has been chartered to deal in household, store and office fur 


1709-13 West Austin avenue, 
capital stock, 250 
Magid, Henrietta 


niture ; capital stock, fifty shares; incorporators—Michael Leishin, Rose 
May Leishin and Herold Herr 

Knoxville, Tenn._-Edward C. Talbert has been appointed manager of 
the Mimeograph department of The School & Office Store. He has had 
an extended experience in the duplicating machine field 

New York, N. Y¥.—Dictograph Products, Inc., has leased space in the 


Empire Trust building 


Philadelphia, Penna.—-The Business Cash Register Exchange, 1129 Ridge 


avenue, has been registered as a commercial title in the common pleas 
court by Jacob Miller, 5537 Race street 

Philadelphia, Penna.—Earl H. Prentzel is now representing the Parrot 
Speed Fastener Company exclusively in Eastern Pennsylvania, Maryland 
and Southern New Jersey 

St. Louis, Mo.—-The American Multigraph Sales Company has leased 
additional space in the Fullerton building 

San Francisco, Calif.—The Niagara Duplicator Company has estab 
lished itself at 5815 Third street; the business was located formerly at 
1732 Peralta street, Oakland 

San Francisco, Calif.—Frank R. Curtis, general manager of Neva-Clog 


Products, is visiting the principal Pacific coast cities in company with 


0. H. Davison of this city, their western representative... Mr. Curtis left 
Bridgeport, Conn., January 5, stopping at Chicago and other points along 
the road 


San Francisco, Calif.—A. L. Jones, of A. L. Jones, Inc., Rialto build 
ing, recently: returned from an Eastern trip, reports that all the fac 
tories there, in view of improved trade cenditions, are preparing for a 
larger output for 1935. He believes that the effect will be felt in the west 
ern territory Mr. Jones represents the Hotchkiss Sales Company, Nor 
walk, Conn., and his firm has just completed mailing out new catalogues 
to the western trade 








STATIONERY 


Chicago, I11._-The Baldwin Stationery Company has rearranged its stocks 
at 331 South Wells street, installing considerable steel shelving to ac- 
commodate merchandise 

Chicago, I!1.—-M. M. Ranstead & Company 
Wells street to 208 West Monroe street 

Chicago, Ill.__S. M. Zenner enjoyed his holiday 
ing an opportunity to observe how the commercial 
minion conduct their stores 

Cincinnati, Ohio.—-William Winnes has leased 1,500 square feet of space 
on the second floor of the bank building at the northwest corner of Fourth 
and Plum streets, for his office supply business. 

Cincinnati, Ohio.——-Ziegler, Inc., 538 Main street, has been established 
hy Fred W. Ziegler, who has resigned from Ziegler, Redeker & Company 
He had been with the last named business eleven years 

‘Danville, Ohio._-_The Danville Record has established the Record Sta- 
tionery Shop. A complete line of typewriters and office supplies is carried 

Los Angeles, Calif.—The National FiberstoK Envelope Company, Phila 
delphia, Penna., has opened a branch at 401 South Flower street. N. J 
Repenning is in charge. 

Milwaukee, Wis.—-Arthur Finger has succeeded to the stationery busi 
ness of his uncle, deceased, operating at 204 City Bank building 

New York, W. Y.—-The Henry Bicking Company, stationery, has leased 
space at 257-65 Fourth avenue 

New VYerk, %. Y.—Crossman & Clayton have moved from 327 
to 65 Duane street 





has moved from 45 South 


hav- 
Do- 


Montreal, 
the 


trip to 
Stationers of 


Broadway 


New York, N. Y.--John G. Cavanagh, stationery and printing, has 
leased additional space ai 30 Kasi Forty-secong street 

New York, N. Y¥.—The Lincoln Office Supply Corporation has been 
chartered ; capital stock, 200 shares no par value; Charles Meyer, charter 


West Forty-second street 

Frederick A. Burnham, Jr., 50 Church street, has 
York representative of the William Schollhorn Com 
The Schollhorn line includes paper punches and 


representative, 303 
New York, N. Y. 
been appointed New 
pany, New Haven, Conn 
other office utilities 
Norristown, Penna. 
suffered water damage in 
Niagara Falls, N. Y. 
name to the American 
name only 
Oakland, Calif._-A new has been established by Mrs. B 
in the choice residential trading center at 3259 Grand avenue 
Philadelphia, Penna.—-Schiff's, Inc., 426 Market street, is reported peti 


The Kennedy Stationery Store, 10 East Main street, 
a January fire which destroyed adjoining stores 
The American Sales Book, Ltd., has changed its 
Sales Book Company, Inc This is a change of 
Nemir 


store 


tioned into involuntary bankruptcy 
Rutland, Vt.—-Hartford’s Book Shop has opened for business at 121 
West street 


Bruce Watt, manager of the Stationers Corporation, 


San Diego, Calif. 
El Paso, Texas, 


announces that Robert Haney, formerly with Norton Bros., 
has joined them in a sales capacity 


San Francisco, Calif.—Wilber & Son, 545 Mission street, have out a 
new catalogue They manufacture Wilber’s office chair cushions, type 
writer pads, and stationers’ rubber sundries 

Warren, Ohio.—The Warren Office Supply Company has been sold to 


Sam Barnes and Dick Hughes. The new owners had been connected with 


The Berger Manufacturing Company 
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LINE... EXCLUS/VELY/ 


PRODUCTS ARE 
OF a 4 


“STEEL STRONG Cyeys 


THROUGH DEALERS 

Accounts in your territory are your accounts. 
You control them—earn and get full com- 
missions. We have no salesmen to pirate your 
customers and cash in on your missionary work. 
No competitor gives you that protection and that 
is why Steel-Strong franchises are valuable .. . 
secure . .. with the guaranty of Members of The 
Nat’l Ass’n of Stationers, 

Steel-Strong Products include Coin Wrappers, 
Bill Straps, Coin Trays, Tray Pans, Coin Bags, 
Currency Cabinets, etc. ..,. and each product 
has been developed to the highest efficiency. 
Write for liberal discounts and sales helps. 


THE C. L. DOWNEY CO., Cincinnati, Ohio 


STEEL STRONG PRODUCTS 








BILL STRAPS 


THE C.L.DOWNEY CO. cine 
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SHAPELY NAILS 
SOFT GREEN CUSHIONS 
GLARE FREE KEYBOARDS 


REASONS 
ASK FOR 


ARE SOME OF THE 
YOUR CUSTOMERS WILL 


INTERNATIONAL 


Q@0E0000080609 





THIS DISPLAY IS 
A WONDERFUL REMINDER 





2 
Munson Suppry Co., 348 Hudson St., 
New York City 


Please send information about the New Key 
—New Package and Counter Display to 

Name 

Address 


City Stale 
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America’s 
Choice 
for 
Super- 
Perform- 
ance 


Dealers and Distributors 
Here Is Your Opportunity 





Full details—Samples and Prices on request 
DURA-FLEX COMPANY, INC. 
255-59 E. 95th St. Chicage, Hl. 














ACME VISIBLE RECORD EQUIPMENT 
: 10 DIVISIONS 


available. 





request. 


ACME CARD SYSTEM COMPANY 





8 So. Michigan Ave. Chicago 


At many points 
dealer franchise 


New catalog and 
price list sent on 














ANEW “RITEGRIP” 
\f . A 25-CENT SELLER that is remark- 
No. 30 


able in appearance and performance. 
Graceful lines that fit the hand per- 
fectly. Black tenite tip and grip, with 
assorted lustre pearl and mottled cen- 
» e 
Sand for 1995 ter pieces. Propel-repel-expel mechan 
catalog of Rite ism. Finely panelled taper. Attrac- 
Rite mechanical ° 
tively carded or boxed. 


pencils and leads 


Rite-Rite Manufacturing Co.. 
1501 W. Polk St.. Chicago, Hl. 











We're actually running at capacity so please 
help us to give you our usual prompt deliv- 
eries by ordering ahead. 


BIGGER VALUE THAN EVER 


Sales are ‘way UP, but prices are being kept 
DOWN—no increase in the 5-in-1, 5 move- 
ment Numbering Machine, to retail for $7.50 
with handsome profit. 





No Foolin? ‘ete 


AMERICAN 


NUMBERING MACHINE CO., Brooklyn, N. Y. 











SELL THE TYPE CLEANER 
THE NATION U SES 


mat you will find Clarotype 
“cleaner that m nahi > nents repeat pre fit " 
type cleaner you can offer your cus 
on r* recommenda » of the 
ans 1 stenographe ‘Ye customers 
the har ty _ _— and ‘the nes vuh 
on of Clar 


“caROT® 


The Modern Type Cleaner 
The type on typewriter r busine 
ines must bee " 


clear 
the efficient 





THE CLAROTYPE COMPANY 
16-B Hudson Street, New York, N. Y 














MILES cattinc systems 


& 





Here’s a handsome, effective and portable 
communicating or calling system for of- 
fices, factories, schools, stores, clubs, hos- 
pitals, etc. A real time and money saver 
for busy people and institutions. Anyone 
can install it in a few minutes. Nothing 
to go wrong or to get out of order. 














Get in on some of this business. aan AB Postabie 


It's worth money to you. 


AC-DC amplifier employ 
ing a built - in mate 


hed 


Dynamic Cone speaker 


MILES REPRODUCER CO., Inc. "1, "2nd Mike Weis 


Dept. OA, 112 W. 14th St., New York City $40. “— .~ — wo 
We can care for all your sound problems. re Tue aa $6.00. 
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ATLAS 


OFFICE MACHINE 
COVERS 


oe 
CHOICE OF THREE 
Attractive Materials 
Write for Details 


A New Jersey Customer writes: ‘Very much pleased with this ortginal 
purchase from you and hope to do some more business with you 


DISTINCTIVE—ECONOMICAL 

Hand Lettering and Designs in Attractive Layout 

Brilliant Gold or Silver Applied by Screen Process 
Maximum Advertising at No Additional Cost 


ATLAS SPECIALTY MFG. CO. 
Established 1911 


3257 Shields Ave. Chicago, Ill. 











H. A. style ink eradicator 
is the bookkeeper’s friend! 


Put your name and brand 
upon it for prestige and 
publicity — not forgetting 
the worthwhile extra 
profit. A reliable product 
based on experience of over 
a quarter century. Your 
inquiry brings full details. 


H. A. Ink Eradicator Company 
1707 Zerega Ave., New York, N. Y. 
CABLE ADDRESS: “ERADICATOR” 
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Pelouze Postal Scales—warranted accurate 
HE dials show the exact amount of postage in cents 
required on all mail matter, including parcel post 

rates by zones. Beautifully finished in Green or Gold 

Bronze. 

Made in several styles. Intended for the individual desk, 
library, office or shipping rocm. 


Write for new catalog 





For sale by leading dealers everywhere. 





NATIONAL, 4 Ibs. 


COLUMBIAN, 21% Ibs PELOUZE MANUFACTURING CO. “STANDARD” CAPACITY 
ny aoe 232 East Ohio Street, Chicago, Illinois . ee aw eee 











BARGAIN BULLETIN 
No. 825 Winter 1934-1935 


CHUCKFULL OF BARGAINS in 


Adding Machines 
Billing-Bookkeeping Machines 


DEALERS WANTED 


for a patented typewriter 

cushion key, with advan- 

tages and merits no other 

key possesses. You'll get 

MORE key business by 
selling 


The Master Key 


(No Rubber to wear out) 
Write for Samples 
and Prices 


Speed Key Mfg. Co., Inc. 
298 Columbus Place 
Brooklyn N. Y. 


Calculating Machines 


Typewriters 


WRITE OR WIRE FOR YOUR COPY TODAY! 


° TYPEWRITERS ADDING 
/ & MACHINE Gyoration 


303 W. MONROE ST. CHICAGO 














OUR BEST WISHES FOR 


1939 


with closer cooperation and 
more effective sales aid, to 
Office Supply Dealers 


ARTILITY 
POSTURE CHAIRS 


v 


The sales growth of DU-WA-CO _ Inks will be 
extended farther and faster. Their guaran 
teed quality and acceptance among city, state 
and government offices, large corporations and 
schools, combined with a live advertising cam 
paign thru dealers to their trade will develop 
the dealer’s volume and profit. Tell us the size 
of your list and we'll explain how our proposi- 


Manufactured by 
tion can be coupled up. 


Artility Metal Products, Inc. 
| unham-Oodatson 
Elkhart, Indiana Also Manufacturers Ink Specialties 


of Multigraph Inks 
644 So. Clark St. Chicago 


sumed ee en Products __— A Cc vw r h4 i D G F T 


an ‘ . The stapler for your personal use 
TheOutstanding Quality and all office stapling. The lever 
Fastener presser action is quiet and velvet- 
, like. Note the superior MIDGET 
staple—smali, flat. Papers 
fastened with it are filed in 
less than half the space. 
DEALERS: Get the MID- 
GET in stock and on dis- 
play; the demonstration 
convinees. 
Rush your 
trial order. 

























c= 
The New Midget 


ACME 
STAPLE CO. 


C : =< a a RE A Se 1643 Haddon Ave. 
Made of the acetate (slow-burning) cellulose, and embody features Camden, N. 4. 
of our own design. Flat type envelopes for ring binders, billfolds, 
cards, papers, pictures, letters, etc. Bound type for factory-records 
and menu cards. Box type for inserts of thickness. 


MARKILO CO., MFRS. 
936c W. 63rd St. Chicago, U. S. A. Old style staple 
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zipit |MARTENS 


THE NEW TYPE CLEANER 
TIME SAVING Cleaning type is not the mussy, 
MODERN CA RBO N dirty job it used to be—not with 


Martens Type Cleaner. The pat- 
ented applicator does the trick. 
Typists like its quick, thorough 
cleaning action. You'll like its 
quick turnover and repeat profits. 
Retail price 50 cents. 





(ARRON PAPER 


Territory now being 
allotted. 


<> Send for samples and 
agency proposition — 





In Every 








IT SELL Bo TE 
) FREE INTRO. MAR NS 
PHILLIPS PROCESS CO.., Inc. DUCTORY OFFER! TYPE CLEANER CO. 
82 ST. PAUL ST., ROCHESTER, N. ¥. | “rite for it and our tib- 120 E. 28th St., New York, N.Y. 







































They Like to Be Scld] wtzrncr. | Loose Leaf Rings 
ey Like to Be 30 » Pittsburgh ain ™ 
Ts i lle Chatfield & Woods Co ° rge rass 
pda — ae The Chatfleld Paper Co Joint to Tear Nickel Plated 
Detroit Paper FIVE SIZES 


cards done in book form, for Wiggins — geaman Patrick Paper Co 
Compact Binders. Because they are a8 Washington, 0. C., Baltimore 


Inside Diameters 
ré "——1.35 Per 100 
in ee 


far in advance of old-fashioned loose” — The Baron. Duer & Koch Open Easily, —150 “ 
ecards as the 1935 stream- lined auto- _ Grand Rapids Close nits SS 
mobile is over the one-hoss shay. Carpenter Paper Co Securely 1 me 
Ask any of these paper merchants — or us— for L. S&S. Bi Courter — —S. 

details and samples. oat st nen ee . 

The JOHN 8. WIGGINS COMPANY Tobey Fine Papers, Inc For loose leaf books, binding reports, blueprints, etc. 

(Originators of Scored Cards) Sain Sy Renee Loose Leaf Metals 
11462 Fullerton Avenue Chicago -  . iié§ .«@@ OS EME SSSS 


The E. W. Carpenter Mfg. Co. 














Wissins 


BOOK FORM CARDS COMPACT BINDERS 


LITHOGRAPHED 
LETTERHEADS 











and other office forms Thy 4 | 

LA B E LS buy in bulk | 

. 2 . os . . | 
DISPLAYS—BROADSIDES—FOLDERS—etc. CANS, Grip pit S§ economy invites you | 


° to use it wherever you require adhesive that never wrinkles 

LUTZ & SHEINKMAN, INC. paper . . . that keeps work and workers unsoiled . . . that 
holds permanently, yet can be peeled off without damage. Write 

for Free Tube and Profit Story to Harriman-Welts Products Co., 





Lithographers Since 1896 
2 Duane Street New York, N. Y. 


A.O.2 


200 Summer Street, Boston, Massachusetts 


F.B. 


LOOSE LEAF 
HOLDER 
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for transferred records | 


, G&et Our Business 
s Building Price-List 
of Hektograph 


Duplicators 








Many business people are interested in low 
duplication cost. Some would avail them- 


= 
® 
« 
» 
* 
7 selves of Hektograph advantages if the 
* 
7 
a 
a 
a 


F. B. provides the ideal transfer unit—makes it easy to store records 
—binds them ec ically and pe tly. Adjustable to any 





width of sheet and distance between punchings; capacity regulated 
by interchangeable posts of various length. Lists at $3.50 per 
dozen sets, f.0.b., New York. Request on your letterhead brings 


F. B. Mfg. Co., 1228 Intervale Ave., New York, N.Y. | ) 
ES See Ee - L 


quality and economy were explained to 
them. Let us send you this information, 
with details of the big Graphic Duplicators, 
and price-list of Hektograph refill, gelatine 
rolls, ete. Graphic Duplicator Co., 270A 
Lafayette St., New York, N. Y. 





























PROGRESS PAPERS 


Were produced to meet the demand for high 
quality—medium priced—office papers. PROG- 
RESS embraces a full and complete line—a 
weight, finish and size to meet every require- 
ment. Values are truly OUTSTANDING— boxing 
exceptionally attractive. Sample book and prices 
upon request. | 
Ask also about our various other lines... | 








Adding Machine Rolls Cash Register Rolls | 
Carbon Papers Mimeograph Papers | 
Duplicating Papers Ruled Papers | 

Scratch Pads, etc. 


BRADNER SMITH & CO. | 
333 S. DESPLAINES ST. CHICAGO, ILLINOIS | 











There's a Hanson Model for 


~ Sell More Scales! servic. Sona to 
There’s a wide market eae 
for shipping scales, as when 
well as those designed 

for regular postal and air 
mail use—if you know 
how to reach it! 




























MANUFACTURED BY Let HANSON Ideas 


WILLIAM PRYM Help You 


Hanson Service does not stop at me- 
chanical perfection. There's a success- 


<u bumliars 
is: 


of America, Inc. 








47-28 37th ST. 223 W. JACKSON BLVD. ful merchandising plan available to all HANSON SCALE CO. 
LONG ISLAND CITY, N. Y. e CHICAGO, ILL. Hanson dealers—write for it today. 525 N. Ada St., Chicago 











DIS PLAY St. Louis wants for cash 
Beach’s 1000 OLD TYPEWRITERS 
“Common Sense” i Any Make Any Condition 
Expense Books 


on your counter or in your 







Must be unbroken and 
no parts missing. High- 
est cash price paid. 


aw 


window, in the 






Write full particulars 
— LW fe St. Louis Typewriter Exchange 
(0 ae : C= ~——F .. A. C. ALBRIGHT, Prpr. 
E a — iy 718 Pine St. St. Leuis, Me. 
Book ESTABLISHED 51 YEARS 


AC E-QUALITY 


LINOLEUM 


_ DESK TOPS _ 






attractive new / 





























Stencil Duplicator Ink 





There's big business in stencil 










duplicator supplies for dealers 
properly prepared. Build up your 
sales with ROOCO—the one dupli- 
eating ink that GIVES FIRST- 








CLASS RESULTS on both open and RUBBER SS Hii . ORDERS SHIPPED =] 
"Sone lack. distributes unt. | (ig nally EMIS IES!) Uday RECEIVED 
formly. Samples and prices to . || 
dealers IDEAL L.-T. CO. | 
H. D. ROOSEN CO. 

















420 N.CLARK ST. CHICAGO, ILL.! | 
Brooklyn, N. Y. Chicago = 


Factory: foot 20th St. 609 S. Clark St. ' rs — i 
eee == 3 PROFIT PRODUCERS S| 














150 OFFICE APPLIANCES 


THE STATIONER’S 


SCRAP BOOK 


OF IDEAS 


PRICE — POST FREE 


The most valuable moneymak- 

ing volume ever placed before 

the Stationer Trade—Contains 

nearly 200 hints in connection 

with every department of your 
business 


Press Comments: 

The book contains some 178 pages of common sense 
suggestions for commercial stationers and dealers in 
office equipment. It is conveniently divided into four 
sections, as follows: Organization; Advertising and 
Publicity; Selling Ideas; Window Display and Selling 
Ideas for Specific Lines. An indez in the front of the 
book classifies the subjects treated and gives the numbers 
of the pages where the stationer may find suggestions on 
the particular phase of his business that he may be in- 
lerested in al the time. The subjects run all the way 
from account books to window dressing and are written 
in such a way that the volume is an excellent reference 
book. 

—Oflice Appliances 


The Scrap Book can be dipped into almost anywhere, 
and useful hints on a wide range of subjects, presented 
in a very readable form, will be found on every page. 

—The Newsagent, Bookseller’s Review and 
Stationer’s Gazette. ' 


It was a distinctly good idea to bring together such a 


series of approved ideas, and the volume should meet 
with a warm welcome. 
—The British Printer. 


A good idea in itself and admirably carried out. 
—The Stationery Trades Journal. 


Send Your Order with Remittance Today 
to the Publishers 


F. W. BRIDGES, Lt. 


GRAND BUILDINGS, TRAFALGAR SQUARE 
LONDON, W. C. ENGLAND 
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IN EVERY COUNTRY 


You will find ONE leading office equip- 


ment trade journal of national importance. 


IN 
FRANCE 





First and foremost office equipment maga- 
zine dealing with office and factory manage- 
ment and efficiency is the ideal advertising 
medium for U. S. Manufacturers desiring to 
increase their export trade, particularly with 


FRANCE 
BELGIUM 
SWITZERLAND 
ETC. 


Include “METHODES” in your ad- 
vertising appropriation: It pays. 


Send for free copy today. 


METHODES 


27 rue des Petites Ecuries 
Paris X* France 
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For All 


Business Paper 
Fastening CLIP-ONS 


Yes—all! For temporary use on incoming 
mail around the office, for permanent fasten- 
ing of law briefs, specifications, surveys, re- 
ports, returns, etc., for holding enclosures 
together in the mail, for bookkeeper, bank 
clerk and librarian the most convenient and 
economical paper clip. If you don’t stock 
them now, you are missing your share of the 
business. A line on your letterhead brings 
full details. 


Clip-On 
Corporation 


OSWEGO, N. Y. 






100 in a box 
10 boxes in a carton 
3 sizes, brass or nickel 





Quality and Cooperation 
winning features of 


CROWN 


TYPEWRITER RIBBONS 
AND CARBON PAPER 


Live dealers and salesmen, 
linked to a progressive pro- 
ducer, get bestresults. 
CROWN carbons and ribbons 
are made in grades and weights 
for all requirements of corre- 
spondence, manifolding, bill- 
ing, etc.; they produce clear, 
permanent impressions. 

And CROWN cooperates with dis- 
tributors in supplying the needs of 
their trade most effectively. To those 
in position to give first-class represente- 
tion to a first-class line, we shall be 
glad to supply further information. 


CROWN RIBBON 
& CARBON MFG. CO. 


782-790 St. Paul Street 
ROCHESTER, N. Y. 


Making Good Impressions for 
More Than a Quarter Century 
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Royal's new 


OFFICE APPLIANCES 


PROFIT-BUILDING SERVICE 


Wins instant approval of 


ROYAL PORTABLE DEALERS 


Here is still another reason why 
dealers should stock and feature 


the Royal Portable exclusively. 


Royal's new ‘Profit Building 
Service,” inaugurated January 1st 
of this year, provides tested 
methods by which you can enjoy 
an even greater proportion of the 
portable typewriter sales of your 


neighborhood. 


It presents, in practical form, 
the combined experiences of the 
country’s most successful type- 


writer dealers and _ their ap- 








proaches to increased sales and 


profits. 


Your Royal field representa- 
tive will explain the new service. 
However, it is advisable for all 
dealers who are interested, to 
write or wire at once and thus 


ensure an early visit. 


With the introduction of the 


Royal Portable, Royal originated 
and perfected its exclusive prin- 


ciple of dealer promotion and 





protection. ‘Profit Building 
Service’ is the latest addition to 
Royal's many and varied forms 


of cooperation. 


The new service, as attested by 
letters already received, has 
proved of tremendous assistance 
to dealers. It is aiding them in 
expanding their volume . . . en- 
hancing their opportunities for 
profits. 


ROYAL TYPEWRITER COMPANY, 
INC. 
2 PARK AVENUE, NEW YORK CITY 
Canadian: 731-735 Bourget Street, 
Montreal 
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Every man prides himself on being a good buyer. But 
rabid bargain hunters often take a beating, especially in the Stationery and 
Office Machine fields where a man has a great many items to buy and where 
even a small percentage of error in judgment might turn a profit to a loss. A 
stationer who buys from reputable houses where quality is the standard and a 
guarantee is backed to the fullest extent, who buys in the most efficient manner 
at the lowest prices consistent with the qualities and quantities in which he buys 
and doesn't spend more time and effort in buying than in selling, that dealer 
is on the road to making a profit. Heyer helps the dealer on each of these 
points—that’s why there are several thousand satisfied dealers in Heyer’s long 
list of friends. 


Since 1903 the name “‘Heyer’’ has been a by- 
word with the stationery and office machine trade whenever duplicators and 
supplies were needed. And why? Mainly because Heyer has heeded the 
requirements of this trade. Heyer has always been, always will be a dealer 
organization. Its policies have been moulded solely to conform with the de- 
mands of its dealers. Highest quality merchandise backed by a cheerful money- 
back guarantee, one day service, constant improvement of staple items and 
constant development of new items—these are the things that have made the 
name ‘Heyer’ mean so much to the stationery and office machine trade. 


For all types of Duplicators and Supplies for 
every duplicating requirement. Heyer makes four stencil duplicators ranging 
in price from $12.00 to $75.00: The Flexograph (4 sizes), The Lettergraph, 
Supergraph, and the new automatic feed Model 34 Lettergraph. Heyer makes 
five gelatin duplicators ranging in price from $1.25 to $39.50: The Hekto- 
graph, Kopysheet, Ideal, Efficiency and Super-Efficiency. Heyer makes and 
sells Stencils, Correction Fluid, Inks, Ink Pads, Styli, Etc.; twenty-three proven 
supplies for use on all popular makes of stencil duplicators. Heyer makes and 
sells Refill Composition, Gelatin Rolls, Hektograph Inks, Pencils, Carbon 
Paper, Typewriter Ribbons, Etc.; thirteen proven supplies in all for use on 


all popular makes of gelatin duplicators. 
If it’s in the duplicator line, Heyer makes it. Buy from the Heyer Catalog 


—save money and make money by selling proven merchandise at the best 
prices backed by a money-back guarantee that means something. 


THE HEYER CORPORATION 
CHICAGO, ILLINOIS 
Branches; NEW YORK BOSTON LOS ANGELES 


For All 
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UNDERWOOD ELLIOTT FISHER SPEEDS 
THE WORLD’S BUSINESS 














